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7P SERIES 


PLUG-IN REELITE 


EXTENSION CORD REEL WITH HANDLAMP 
(No Elaborate Wiring Needed) 


Versatile wall bracket full 
swivel action gives unlimited use 
from wall mounting. Simply pull 
pin to remove REELITE for ceil 
ing mount no need to remove 
entire wall bracket! 


Plug In 
Anywhere! 


) Suitch from wall to ceiling installation without 


a mounting chan ge sim ply hane and ping in! 


The new, modern design APPLETON 7P SERIES REELITE with 
handlamy has the quality feature te only with APPLETON! 


Universal mounting bracket beautiful rton un 


finish hand lamy with shock 
witch, and naj 

(7P2) 

Also available 


the extra conduc 


lation. the 4 Positive stop action holds 
FRIES REELITE < re ord at desired length 
; yet a flick of the wrist 
4 auses the cord to 
( lioht and quickly into aga t oil 
yee NG » reel when the job ease, and other 


od it! is done! 


ve elements 


Manufacturers 

of many ther Reelites 

for Electrical Conductors 
fir Hose, Liquid Hose 


and eight Balancers 
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/n all ways, you can't buy better quality than APPLETON ... the Standard for Better V iring® 
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DOUBLY SURE 


of complete fuse protection with 


ECONOMY fuses! 


| ARKLESS® 
ECON® ONE-TIME MECHANICAL 
OUAL-ELEMENT CARTRIDGE INDICATING 


CARTRIDGE FUSES 
FUSES provide 


with exclusiyv 


ferrule 
res from 


DELAY® RENEWABLE ECONOMY 
CARTRIDGE FUSES RENEWABLE 


offer superior PLUG FUSES 
protection for branch 
and teeder lines. Can 


CLEARSITE® 
PLUG FUSES 


be restored to original 
ethciency in a few 
minutes tor a few 
cents. Knife blade or 
ferrule types, sizes 


from 2” to 14% 
capacities to GOO 
amps, 250 volts 


and 600 volts 


Economy Gives Both—Complete Line Selection plus Creative Engineering! 


You're sure of complete fuse protec engineering excellence, Creative 
tion because Economy's line is com engineering by Economy anticipates 
plete! It offers you exactly the type your every fuse need as exempli 
size and capacity of fusing that is fied in the pioneering and perfecting 
engineered to your specific require of such notable advances as the first 
ments. Illustrated are some of the renewable fuse to carry the seal of 
popular Economy Fuses that meet Underwriters’ Laboratories Ark 
definite needs. Economy fuses are less Mechanical Indicating and Econ 
the simplest, most practical method One-Time Fuses as well as the 
of reducing down-time due to need famous Econ Dual-Element Puse 
less blows and burnout. Proper 
selection means fewer replacements, 
lower-cost, dependable protection 
and often, eliminates the need for 
expensive circuit breakers 


It costs no more to be doubly sure 
of complete fuse protection And 
Economy Fuses are all backed by 
the seal of Underwriters’ Labora 
tories. Call your local Economy 
You're sure of complete fuse protec representative for his recommenda 
tion because each Economy Fuse is tions he can save you time and 
backed by nearly fifty years of money 


ELECTRICAL WHOLESALERS 
ne te users about the assurance of 
with Economy Fuse Check your 


ale because of a missing fuse 


SINCE 1 


FUSES 


ECONOMY FUSE & MFG. CO., 2717 Greenview Ave., Chicago 14, iil. 
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SHOWS 
ONE SCALE 
AT A TIME 


RANGE AND SCALE of this G-E in 
strument show simultaneously by 
simply turning the fingertip control 
knob. Seeing only one range and 
scale avoids reading errors 
SCREW-IN VOLTAGE LEADS and rr 
cessed terminals provide maximum 
protection for the operator. Voltage 
leads cannot be pulled out ace) 
dentally 
WIDE RANGES ARE AVAILABLE i 
both models of the G-E hook-on 
volt-ammeter, Ranges of the AK-4 
model are 0-10 30 100,300 800 
amperes and 0-150 300 volts 
The AK-5 ranges are 0-5 20°80 
450 amperes and 0-150) 300/750 
volts. The wider range AK-4 model 
has a pointer-stop for accurate 
checking of surge readings 
DISTRIBUTORS for further infor 
mation, write Section 582-20A, 
General Electric Co., Schenectady 
Y. and ask for bulletin GEA 
6292, or contact your nearest G E 


Apparatus Sales Office 


Progress bs Our Most Important Product 
GENERAL (JG ELECTRIC 


LETTERS TO THE 


EDITOR 


You're Welcome 


Dear Su 
I have just read the splendid edi 
torial and special section regarding 
National Electrical Week which ap 
peared in the January issue of Erec 
PRICAL WHOLESALING 
In behalf of the Committee, may | 
express my sincere appreciation for 
this splendid support 
M SKINNER 
CHAIRMA! 
NATIONAL ELECTRICAL WEEK COMM 


Yours For A Letter 
Dear Su 

We would appreciate very much 
your sending us reprints of your ware 
housing layouts and operating ideas 
that were offered in one of your recent 
issues Of your magazine (Aug., p. 49). 

Your sending us this data will be 
yreatly appreciated 

Witt R. 

Pr. &@ W. ELEC. SUPPLY CO 


COLUMBUS, GA 


Dear Sir 

We are considering major changes 
in Our Warehouse and would appreciate 
any material you might have to supple 
ment our NAED warehousing manual 

Would you please send us any litera 
ture you have 

ARTHUR ZANDITON 

REPUBLIC PIPE AND 
SLPPLY CORP 


ROXBURY, MASS 


send copy of reprints of 
warchouse layouts and ideas mentioned 
as available in the August issue 
ArT WISHING 
STATE ELEC. SUPPLY CO 
HUNTINGTON, W. VA 


More on Fixtures 
Dear Si 
All that can be said about the New 
Haven Electric Supply 
notice as to fixture discounts (EW 
Jan. “S7, p.2) is “more power to 


Company's 


them.” 

As a matter of fact, I am more con 
vinced than ever--after almost three 
years Of working on lower list prices 
(“Let's Sell Lighting With Honest 
Prices,” EW—Mar. p. 72)—that 
we are definitely taking a positive step 
to keep, within the electrical frater 
nity, a type of business that is right 
fully ours 

Mr. Shemitz, of New Haven Elec 


EW welcomes expressions of opin- 
ion from readers. Address ali cor- 
respondence to: The Editor, ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 


tric Supply Company, comments on 
this very thing when he states that 
many non-electrical sources are Cut 
ting in more heavily, day by day, into 
our residential fixture volume 

Simply to sit quietly and do nothing 
is not the answer! 

If we are going to survive as residen 
tial fixture distributors, we will defi 
nitely have to be on the dynamic side 

We not only must re-appraise our 
thinking as individuals, but just as im 
portant, we must do likewise in our 
business procedures 

It may take a little time, but | am 
ure that other forward-looking dis 
tributors will re-examine their opera 
tions and eventually will do the logical 
thing: lower their list prices and give 
a smaller compensation to the electri 
cal dealer who is today receiving a 
discount not commensurate with the 
effort he is putting forth 

In regard to our own volume of res: 
dential lighting business, | am happy 
to say that it increased a little better 
than 15 per cent in 1956 over 1955 

The pressure for more volume ts 
vetting stronger—-and any kinks or 
misunderstandings which we may have 
had with our dealers in the interim 
period of changing list prices and dis 
counts, has been entirely eliminated 

We are more than holding our own; 
in fact, we are gaining on the “en- 
emy 

Again, I sincerely believe that our 
entire residential fixture industry, from 
a distributor's standpoint, Owes your 
very fine publication a sincere vote of 
thanks for trying to bring a lot of 
order out of a good deal of chaos 

WILLIAM C. BLAIN} 
PRESIDENT 
BLAINE ELECTRIC CO 
ST. PAUL, MINN 


there is no question but that Mr 
Shemitz’ analysis of the trend is cor- 
rect 
The retail outlets have taken ad 
vantage of the merchandising potential 
of residential fixtures because of what 
we feel has been an error in thinking 
on the part of the electrical trade. 
This is one of the reasons that 
prompted the change which we made 
in Our pricing structure at the begin- 
ning of 1956 (EW-May, ‘56-p. 68) 
The same confusion as to what dis- 


Continued on page 120 
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CORDETTE CASUALS 


FIXTURE FASHIONS 


NEW! EXPANDED 
OUTDOOR FIXTURE LINE 


@ New outstanding high-style fixtures 

@ A really complete new line of post lanterns, 
wall bracket and ceiling lanterns 
A style and price for every customer! 
The best-of-the-old . . . first with the new 
traditional, modern and transitional 
Special introductory display deals 


Backed by Moe Light's national 
merchandising program 


Lantern M-1814 
$14.95° 


M-1804 \ ut Post M-902 
$17.95* ( Aluminum or 
Black—$13.95° 


Name Plate 


M-906—$4.45° 


$11.95°* 


M.894 Brass 


*Retail prices effective February 15, 1957 


Prices slightly higher Denver and West 


%) 


THOMAS INDUSTRIES INC. 


Originators of Inspiration-Lighting 


Executive Offices: 410 S. Third St., Louisville 2, Ky 


Foctories at Fort Atkinson, Wis.; Hopkinsville, Ky.; Los Angeles 22, Cal 
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Netw: 
MOE LIGHT 


DOES IT AGAIN! 


The most complete 


modern outdoor fixture line 


ever offered! 


Lantern M-844 
$15.95" 


TI M-823 


Brass 


$16.95° 


Name Plate 
M.907—$4.95° 


M.865 Black, 


Brass or 


Copper—$4.95° 


Post M-901 


Big, FREE Full-Color Folder 
showing Moe Light's Terrific 
New Outdoor Lighting Fix- 
tures with Pricing and Special 
Introductory Display Deal 
Information. 


See your Moe Light Representa- 
tive or send this coupon today! 


Thomas Industries Inc., Dept. EL-3 
410 S. Third Street, Louisville 2, Ky 


| | want information on Moe Light's special intro 


ductory outdoor fixture display deals 

Rush me free folder and prices on Moe Light's 
new outdoor fixture line! 

NAME 

COMPANY 

ADDRESS 

CITY ZONE STATE 
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THE IMNOUSTRY'S GALES MANAGEMENT MAGAZINGE 


Print Order This Issue: 13,019 


FEATURES 


Your problem: 


‘ Times and Trends: “’ i re You?” 69 
How mans eggs? s d Trends: ‘‘How Diversified Are 
é ; Broadening the customer base looks to be a valid course—An Editorial 
What baskets? 
Troubleshooting Is My Specialty Buddy Morrow 70 
There's increased profits for Bryant Electric with motor control know-how 


Little Systems Count, Too 
Ellis & Howard figure that no problems are too small for good methods 


Snapping Back From a Slump Howard Powell 75 
Diversify or die? Some new answers for Dyer -( lark when the tertiles left 
ls there a 
“ look” i A Warehouse — and Then Some 79 
neu 00 um Union Electric's new home classy in front and functiona nm the warehouse 
warehouses” 
Tips on the Code 8. A. McDonoid 82 


The subiect this month: Feeders—Article 27( 


Eight Steps to Residential Lighting Success 
How Rockland Electric 


licked contractor inertia and the discount problem 


Industry-Wide Programs 


In northern California, they're tying ¢ LP training and education together 
How do your 
it’s All on the Wall 89 
Independent Electric stocks heavily then keys items to catalog and warehouse 
stack up? 
The Salesman’s Technical Notes J. F. MePartlond, W. J. Novak 92 


The subject this month: Wiring Devices—V 


Is the cold 
distribution war ® 
getting “hot?” 


Snapshots of the SEWA Meeting 94 


Visual and verbal pictures of the recent wholesalers meeting in Atlanta 


DEPARTMENTS 


Letters to the Editor What's Happening in Washington 
New Products 9 Business Index 110 
Top of the News 12 Price index 112 


Salesmen’s idea Exchange 


News for the Industry 


NEXT MONTH: 


“Selling Supplies From the Ground Up’’— 
How Service Electric, Fitchburg, Mass., 
@: vses air conditioning to sell supplies. 
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ELECTRICAL 
Wholesaling MARCH, 1957 


plien profits... 


SELL THE LINE GEORGE GANZENMULLER, Editor Credits and Collections 
with the GEORGE D. FARLEY, Managing Editor is the headline we coined (or 


DURWARD HUMES, / 


ROBERT S. BUSH, A 


whose purpose 1s to convey facts and 

occasionally fancies about ELECTRICAL 

L. E. DEVENDORF, Art 

G. B. BRYANT, Jr., Mg 

D. M. KEEZER, Direct 

J. F. McPARTLAND, 


Most of the time we'll be relating 
here the story behind the stories in the 
current issue. But we'll range far and 
wide beyond—-divulging at times such 
miscellaneous bits of intelligence as 
one distributor's unusual recipe for a 
most refreshing Martini or why it is 
not advisable to take a photograph 
C. B. SHAW, Advertising Sale: Manager while standing on the fork of a fork 

lift truck 

District M Bul putting first things first, we hope 
JAMES S. COLEMAN, New Yo you noticed the new’ ELecrrRicat 
CHARLES F. MINOR, Jr., Chicag WHOLESALING logotype on the cover 
REAM, Its a 
R. A. HUBLEY, typeface than our old one—and we 
EDWARD P. GARDNER | / helieve it expresses better the role of 
R. C. ALCORN, Fr ‘ the magazine and the industry it 
E. E. SCHIRMER, Angeles serves 


For a longer profit per sale... SELL QUALITY R. H. POWELL, Atlanta You may have noticed, too, that the 


: J Jf D. BILLIAN, line, “The National Magazine of Elec 
4 q trical Wholesale Distribution,” has 
Y 4 4/ W. W. GAREY, Publisher been replaced. This is not to say we are 
A. |. DeWEERDT, Vanage no longer the national magazine of 
electrical wholesale distribution—we 


ver, bolder, more modern 


SELL THE COMPLETE CHANNELLOCK LINE 


most assuredly are 
But we feel that ELrcrricatr 


You get more than a qual- WHOLESALING Clearly defines the field 
ity line when you handle we serve (calling the magazine “Elec 
Channellock pliers, Here’s a trical Wholesale Distribution” might 
line with a fast-moving, na- pin it down even better, but it gets a 
tionally advertised profit- 
leader... the popular Chan- 
nellock 420, No other plier MARCH 1957 VOL. 38, NO. 3 
does so many jobs so well... 
no other plier sells so fast. 

So stock the Channellock line 


bit ponderous). And the new line, 
Ihe Industry's Sales & Management 
Magazine,” adds to this definition by 
describing the order in which we serve 
our two groups of readers—first the 
sales people, then the managers 

There has always been some con- 


fusion on this point. Salesmen have 
plier out front for your cus- Publication Office, 1309 Noble Street, Phila 
¢ 


tomers to see... try... and delphia 23, Pa President 
buy. It’s easier to sell just ey eee 

one plier line, It’s profit-wise 

to sell the Channellock line. 


asked us why we publish articles on 
warehousing when they're not inter 
ested in the subject. And management 
people are inclined to request more 
management-directed stories 

Actually, our best guide as to how 
we should direct our editorial efforts 
is our ABC (Audit Bureau of Circu 
lation) statement. It reveals that 69 


per cent of our wholesaler subscribers 


ect 


ure salesmen, 31 per cent are in man 


agement 
$3.00 for 
three years 
910.0 y pages in approximately the same ratio 
e 25.0 recognizing, of course, that there is a 


three year 


We attempt to deliver editorial 
20.00 
community of interest” many 


CHAMPION D&ARMENT TOOL COMPANY ' lelphio, Pennsy er the act of irticles and departments 
MEaodOvitte PENNSYLVANIA addr ew 
THe Epitors 
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ANYWHERE 
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WIRES CABLES~ CORD SETS 


When you need BLUE CHIP wire products 
QUICK ... and no alibis . . . depend 
upon CORNISH! We now stock the most 
wanted items in FIFTEEN strategically 
located cities. Whatever you need, wher- 
ever you are, we'll give you OVERNIGHT 


service, anywhere in the United States. 


“MADE BY ENGINEERS FOR ENGINEERS’ 


Support your local 
ADEQUATE 
WIRING BUREAU Program 
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NEWLY 
DESIGNED 
HOOD 


gives more wiring room 
—in height , width and 
radius 


Fitting embodies a cad- 
mium-plated, certified mal- 
leable iron body, with a 
pressure cost aluminum 
hood, for maximum 
strength and protection 


HARDENED 


 HEX-HEAD 
SET SCREW 


(with strew driver slot) 
prevents head from turn 
ing, by direct condvit-to- 
hub gripping action 


Late 


FORMED THIS NEW HEAD is designed for either 
STEEL rigid or thinwall application. It provides 
ADAPTER easier and faster installation, because n> 
threading or external clamping is required. 

Fitting comes equipped Set screw fastener assures firm and posi 


Available with slip hubs 
to fit all standard conduit 
sizes from '2" through 2” 
Sizes |'2" and 2” equipped 


with formed steel adapter 
with two set screws 


for perfect centering on 
thinwall installations 
Adapter is discarded when 
head is used on rigid 


tive head support 


Here is another Midwest development in providing quality fittings. Quality” 
is just a condensed way of saying: “Getting the total job done — right 

with the most inexpensive combination of material and manhours.” Engi 
neering and producing quality fittings to meet the highest standards of 


electrical wiring requirements, is our objective at Midwest 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 


Chicago 12, 
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NEW PRODUCTS 


Friction Tape 
Boston Woven Hose & Rubber Co., 
Boston, Mass. 


Bull Dog Premium Brown has just 
been added to maker's line. Manutfac 
turer states high tensile and dielectric 
strength, superior adhesion and aging 
qualities are well-protected by trans 
parent protective over-wrap. Bull Dog 
Premium Brown is available in size 
by 60-ft, 100 cartons per 


shipping case 


Floodlight Fixture 
Killark Electric Mfg. Co., St. Louis, 
Mo. 


New to line is SEL-38 Floodlight, a 
sealed beam fixture designed for areas 


i] 


subject to morsture Or moisture vapor 
Fabricated from smooth die-cast alu 
minum, it is Completely weatherproot 
in any position and adjustable in any 
direction or angle. Furnished with 
medium base socket and long wire 
leads, it will take PAR-38 and R-40 
medium base spot and flood lamps 
Fixture comes with special heat-resist 


ant rubber gasket 


Power Cable 
Anaconda Wire & Cable Co., New 
York, N. Y. 


New power cable, designated Duralox 
is said to eliminate need for conduit 
in sOme Cases since it 1s fabricated 
with built-in flexible armor. Readily 
trained around machinery, piping, etc 
it can be installed in long, untnter 
rupted runs. It features increased cur 
rent’ Capacity and reduced voltage 
drop affords maintenance and 
minimum downtim«¢ iccording to 
manutacturer 


Pole-line Bracket 
Hubbard and Co., Pittsburgh, Pa. 


lo prevent ice-induced trouble in 
single-phase REA-type systems, com 
pany has developed a new offset neu 
tral wire bracket that holds neutral 
conductor away from pole, in a differ 
ent vertical plane than the phase wire 
Different models are available tor 


poles of various diameters 
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Pushbuttons 

Cutler-Hammer, Inc., Milwaukee, 
Wis. 
Iwo additions to oil-tight pushbutton 
line are the “Roto-Push” operator unit 
and the “Pres-Test” indicating light 
Operator unit acts as a single button 
station, also as a two or three position 
selector switch. Indicating light may 
be tested without disturbing control 
circuit. Versatile pushbuttons offer 
shallow back-of-panel depth, variety 
of operating styles, divided contact 
blocks for almost unlimited circuit 
flexibility, manufacturer claims 


Tool Pockets 
Mathias Klein & Sons, Chicago, I. 


Iwo new pockets for linemen and 
electricians are made of high quality 
harness leather with slotted backs tor 
attaching to user's belt. Both have 
large utility pouch for general use 


two pockets for screwdrivers and 


handy knife snap. Larger—7x10-1n 
has three pockets for pliers; smaller 
6'2x8!2-in—has two pockets 
Motor 


Rae Motor Corp., Racine, Wis. 


New fractional horsepower motor 
termed well designed but inexpensive 

is designated M-20, universal or 
shunt winding; or M-100, permanent 
magnet (de shunt). Available venti 
lated or enclosed, with ball or sleeve 
bearings. Other specifications: voltage 

6 to 220 ac/de or de shunt; max) 
mum hp » Continuous; shaft diam 
eter—%o-In maximum: approximate 
veight bs 


Wiring System 
National Electric Products Corp., 
Pittsburgh, Pa. 


Baseduct, just introduced, 1s called a 
complete wiring system installed at the 
haseboard level. Said to give easy 
answer for modernizing sub-standard 
electrical systems; will provide for 


future requirements of new house 
holds. Baseduct is a metal panel, fin 
ished in satin gray, three inches high 
and extending only *4-in from. the 
wall, available in S-ft lengths, with 
duplex receptacles on 30- or 60-in cen 
ters Receptacles ar preassembled 
the wiring harness; raceway is suffi 
crent tor maximum number of wire 
tor all normal branch circuit require 
ments. Installation requires only one 


electrician, it 1s stated 


Connectors 
Aluminum Co. of America, Pitts- 
burgh, Pa. 


\ new series of Alcoa electrical con 
nectors makes possible a major reduc 
tion in conductor clamp inventories 
according to. the company Ihe sia 
heavy-duty U-bolt clamps, designated 
Series 580, can be used on ACSR trom 

to 15.5 MCM, and also sizes 
#2 to 800 MCM stranded aluminum 
conductor of installation and 
treedom from maintenance are 
stressed, along with strength and re 


stance to corrosion 


Masonry Anchor 
U.S. Expansion Bolt Co., York, Pa 


New toggle bridle ring is said to sim 
plify installation of conduit, wiring, 
etc., as all bridle rings can be pre 
installed and wiring job completed 
later. Maker claims this method save 


contractors man hours, lowers bids 


Safety Switches 
Square D Co., Detroit, Mich 


I hree ly pe ol afety switche ck 
signed to mect new NEMA standards 
have been announced. Type LD light 


duty (replacing former D or G types) 
includes full range trom 30- to 200 


imp, both general purpo ind ram 
tight enclosul lype ND tor normal! 
duty and comm | work (replacing 
former H. \ designation 
extends trom 4 through |,200-amy 
in both 250- and 600-¥y, a ind d 
Exceed Ul endurance tandard 
lype HD tor heavy duty industry use 
termed “premiun witch 
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A U-BOLT CLAMP F can workHOT! 


Two types of taps 
available: with 
Compression Fitting 
or Split Bolt 


Here’s a hot line clamp with all the 
advantages of a U-bolt connection. 
Reduces costly service calls and burn- 
downs. Costs more than conventional 
hot line clamps—and worth it! 


Castings and hardware of aluminum alloy. 
Standard tap of tin plated bronze— 


Choice of ; compression tap of aluminum. 


Main—3/0 to 336.4 ACSR—4/0 to 400 MCM AWG 
Plated Malleable j 4 to 2/0 ACSR over Armor Rod 
Basket Nuts Standard taps—from 6 AWG to 2/0 AWG 
Compression taps—from 6 to 1/0 ACSR 
Patent Applied For 


Tighten nuts and you hove 


Up it pops, making instant 
© trouble-free connection 


mductor with Siam it home and contact, Lower casting 
let up on stick provides wiping action to 
prevent arcing 


Hang over ¢ 
shotgun stich 


Send for your FREE SAMPLE Today! 


JASPER BLACKBURN CORPORATION 
35 MADISON STREET * ST. LOUIS 6, MO. * PHONE MAIN 1-2821 
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Volt-Ammeter 


Pyramid Instrument 
brook, N. Y. 


Corp., Lyn- 


Completely mults 
RS-] has 


selec tor sel 


new rotary scale 
range Amprobe 


built-in 


model 
recessed range 


selects from four ampere and 


voltage ranges by a flick of the thumb 


reads 


two 


faster with less chance 
Other 
magnifying glass covered dia 


lock lor 


with 


scale 


of error new teatures incluck 


longe! 


needle sweep; pointer retain 


ing readings durable case non 


slip ribbing; advanced printed circuit 
construction and shielded core magnet 
movement, both trouble 


free operation and longer service life 


promoting 


Outlets 
Bell Electric Co., Chicago, Il. 
New 


outlets for 


flush 


dryers 


line of three-wire power 


electric range: und 


industrial use includes models tor both 


and SO0-amp, 250-v installation 


Ihey feature slide bar heavy-duty 


movable terminals for easy wiring 


Complete line of I- and 2-gang wall 


plates is available 


Fixture 
Sunbeam 
zeles, Calif. 


Lighting Co., Los An- 


Surtace-mounted, four-lamp luminaire 
called 


depth of only 2 in, 4S 


Shallorama has an apparent 
designed to 


Matte 
around the 


recessed unit finish 


diffuser 


simulate a 
Plexiglas Wraps 


fixture; side rails hinge ind 


latch 


ceiling 


serve as 
Designed to minimize fixture 
idaptable for 
side-by 
Shallo 
wide and conceals bal 
than 
Application range covers in 


and 


contrasts; easily 


continuous row mounting, or 


side large area illumination 


rama 1s 24-1n 
last housing above rather within 
fixture 
commercial interior 


lakes 4%-in 


suitutional 


either new or remodeled 


rapid start lamps 


Mercury Lamps 
General Electric Co., Large Lamp 
dept., Cleveland, Ohio 


Iwo new white mercury lamps ar 


suid to offer light at lower cost 
and improved performance as 
H400-RWI is an 


flector lamp with two-thirds of its light 


more 
well 


industrial type re 
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directed to surface 


work 


is Standard shape 


lamp 


also 


NEW PRODUCTS 


mereury 
Receptacle Section 

Wesix Electric 
Francisco, Calif. 


installations as well as 
floodlight 


in existing 


for industrial 
street lighting, and outdoor 
ing Both 
equipment 
6,000-hrs 


Heater San 


can be used 


Both have rated lite of 


Six-inch duplex receptacle section pro 


convemence outiets along with 


perimeter heating panels 


Fixture 
Garden City 
Chicago, Hl. 


useful on window wall 
lacking pac for standard 
Matches Wesix heating 


Meets Ul 


Plating & Mig. Co., 


outlet 
ind thermostat 


sections recommendations 


Ultra-Lux, a shallow surface-mounted 


fluorescent fixture for low ceiling con 
struction ts only 3 in deep, ha ‘ 
that 
ceiling 


shic ld 


transmission 


vently curved profil seems to 


recede into the [Translucent 


polystyrene eflicirent 
light 
omtort, it 


permit 
insures glare-trec 
stated. Units may be 


joined for continuous runs. Conceales 


hinges simplity cleaning, relamping 
Fluorescent Lamp 
Supro Lux Mfg. Co., Bronx, N. Y. 
Diffuser 
J. A. Wilson Lighting & 
Co., Butlalo, 


60-1n 
ft plastic sign 

standard cool whit 

rated at 46 Luve- tik 


New lamp size tn line 1 Displ 
developed lor 
both 


colors 


able in 


daylight each adapted tor 


ipproximately 200 ma lumen omplete o1 luminous cerin 


i fixture louver 
molded of pol 
ideal light shielding 


inbroken 


Simple su 


Kitchen Fixture 
Jay Daylight Mfg. Co., Inc., Brook- 


ulucturer 


olorton fixture as 


kitchen 
ible to match new 


installation 
Luve- bale 
duct cl 


colored appliance nance cost will 


ching in 


plat are finished prinklet if 


pink inary, turquoise or Wood-tor 


brown Basket containing poismal 


Colored Fixtures 
Westinghouse Electric Corp., Light- 
ing div., Cleveland, Ohio 


lens is finished in chrome or copper! 


Fixture provides indirect as well 


spot light with up to 200-w frost lamp 


9.jn Colored tluorescent fixtures, d ned 


to blend 


! toward 


Overall diameter ts 14-in, depth 1 


with promise to set 


combatting drabn 


Clock Hanger Outlet 
Royal Pawtucket, 
R. 1. 


Recent 


line IS 


ommercial installation Colored 


Electric Corp., will provide a new means ol 


ing offices 
iddition to firm wiring device of the 
lock outlet fixture in new ( 
molded of Bakelite in modern design lin vill be produced in Sea 
It n and Sun tan Brown, They 
ommodate size plu ‘ { uspension-mounted 


ackets for the 


tore ind cla 
ompan tate I hi 

hangel srousel 
Mist 


ature in versize rece i witl 


coiled cord 


hook 
provides ea 

duty terminal 
Available 
both Ul 


m-corroding metal VD Ihe b fixture can 


cannot 


imilar color 


unit be painted in 


and binding 


Ventilating Hoods 
lrade-Wind Motorfans, Inc., Rivera, 
Calif. 


in brown o 


and CSA 


Pre-wired hood 
wilh ca ) hid top 


izned 


Fixtures 
Electro Silv-A-King Corp., Chicago, 
iil. 
Uni-Litt eries of 
shielded fluorescent 
hoth 


to a ommodat ol f three venti 


ature 
ton altel 


shallow one-l imp 


fixture mcluc ontrol 
ed model om all iit-in 


to 


urtace and rece 


tor either continuou row of 
corridors wodel ecl and 


other 


idual mounting for 


stack 


lighting need 


indiv 
shelf 


auxihiary 


alin cop 


perimeter and Salem model in antique 


4 
1 
« 
— coding 0 
te 
ri 
de wiring, has hea an 
r ivory. Listed b ‘ee 
lator models. Pre-wiring f P| 
pp 


TOP OF THE NEWS .. . and its significance to you 


Westinghouse Switch 


Look Makes AW Award 


What's New... 


Cool, Man, Cool 


No Tax Cut 


Credit Demand Easing 


Westinghouse Electric Corp. is realigning its consumer products distribu- 
tion with two new national sales organizations, effective region by region, 
starting shortly after March 1. Westinghouse Appliance Sales (a division 
of WESCO) will distribute major appliances, room air conditioners, de- 
humidifiers, vacuum cleaners and television receivers. Louis G. Berger 
will be general manager. His old tithe was sales manager for the con- 
sumer products division. The new Factory Field Sales organization, under 
the general management of George H. Meilinger (formerly director of 
marketing for major appliances) will market all appliance and TV prod- 
ucts sold through full line independent and supplemental distributors 
WESCO will retain apparatus and supply products, electric housewares, 
fans and radios. 


“The new organizations eliminate split responsibilities between the manu- 
facturing and selling functions of product-producing divisions,” according 
to Chris J. Witting, vice president of Westinghouse and general manager 
of its consumer products divisions. The two new sales organizations 
parallel” but do not “overlap,” according to company spokesmen 
(There will be additional details in EW’'s April issue) 


Farrell-Argast Electric Co. of Indianapolis, Ind., has been named by Look 
magazine for doing an outstanding job with its adequate wiring promotion 
program last year. Look’s annual awards were presented in Chicago last 
month to the outstanding appliance distributor, appliance dealer, con- 
tractor and utility, Charles E. Argast received the award for his firm 
Honorable mentions also went to GESCO, Seattle, Wash. and Centralite 
Supply Co., Newport News, Va. (PFW Oct. '56. p. 60). More details in 
April on the AW meeting 


Recently Fortune magazine came out with an article implying that all 
warehousing procedures are way behind the times and that the solution 
is to build “pushbutton” warehouses. Perhaps some electrical wholesalers 
would agree—and others wouldn't. But, it’s safe to say that the Fortune 
editors hadn’t seen some of the operations like those detailed on pages 
74, 79 and 8&9 of this issue when they said nothing was new 


Close to 10 million American homes will be completely or partially air 
conditioned within five years. This estimate was made at the National 
Congress of Operation Home Improvement last month. Biggest increase 
will be in home modernization picture rather than new home installation. 
Report on housing trends, beginning on page 136, shows electric heating- 
cooling tie-in 


Small business firms won't win any substantial tax relief this year. That's 
the whisper on the prevailing breeze from Washington, despite pleas for 
tax cuts based on budget-trimming by Congress. Wendell Barnes, head of 
the Small Business Administration, admits tax-cut chances are dim, says 
current money conditions have brought a record number of applications 
for SBA loans. 


Other sources outside of Washington see the demand for loans actually 
softening a bit. The evidence cited is that the January-February decline 
in banks’ loans to business this year has been larger than for the same 
period last year, Also there has been no return to the tighter money 
trend following the year-end relaxation. As for why bank loans have 
fallen faster than a year ago, one reason appears to be the trend to hold 
down or even cut down inventories, making it possible to repay loans 
Business loans may turn up a bit as tax deadline for corporations ap- 
proaches, but the Federal Reserve System is now in strong position to help 
furnish seasonal credit needs, Savings, too, are rising at a rate that will 
soon make them sufficient for the demands of business credit if the present 
leveling off continues. 
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PATRICIAN 
VENTILATING HOOD 
Budget priced packaged unit 
complete with AF-7 Venti 
lator, light and double 
light/ventilator switch. 5 
stondord lengths in satin 
chrome and copper tone 
Standard modei has Venti- 
lator at left side; center or 
right positions available; 
also colors on hood 


STATIONARY 
VENTILATING HOOD 


Stunning modern design pre 
wired with 3 speed control 
and light operated by 
Touch-Bar. For use with 
Trade-Wind 3501; or with 
2501 of 1501 Ventilator and 
slide filter. 5 standard 
lengths in brushed copper 
(it's real!) or stainless steel 
finish. Hood has exclusive 


SALEM 
VENTILATING HOOD 


Beautiful Early American de 
sign in antique copper (it's 
reall), pre-wired with J 
speed control and light op 
erated by Touch-Bar, For use 
with Trade-Wind 3501; or 
2501 of 1501 Ventilator with 
slide filter. 5 standard 
lengths. Hood has exclusive 
Trade-Wind baffle plate 


Trade-Wind boffle plate 


for QUICK, EASY 
INSTALLATION ! 


You make just one electrical connection and a Trade-Wind Venti- 
lating Hood is ready to use! 
Trade-Wind pre-wires each hood at the factory, making all connec- 
tions to the light and control switch. 
In addition, both the Trade-Wind Salem and Stationary Hoods are 
now equipped with special break-away tops which are cut out and scored 
to take any of the 3 Trade-Wind Ventilators (Models 3501 — 550 C.F.M., 
, 2501 — 425 C.F.M., 1501 — 300 C.F.M.) The Ventilators can be located 
either at the left or right side of the hoods. All the Ventilators have Slide 
Filters for easy cleaning. 
The Patrician is supplied os a complete package with the AF-7 Venti- 
lator. All hoods are easily installed without special tools. 


t 


T'S A SNAPI 
Simply break oway top to fit any Trade Wind 


Ventilator at right or left side. Note that light 
and control switch are completely pre wired 


ANOTHER TRADE-WIND EXCLUSIVE! 
Touch-Bar control for both light and 3 speed 
twitch on the Salem and Stationary. This 
striking modern design eliminates confusing 
array of colored buttons 


C You Get MORE with 


* Handy Break-Away Tops Fit 3 Trade-Wind Ventilators 
* Exclusive Touch-Bar Control 


“* All Hoods Pre-Wired 
* 3 Popular Hood Finishes 


* 3 Striking Hood Styles 
* 5 Standard Hood Lengths 


MN 7755 PARAMOUNT BOULEVARD, DEPT. EW RIVERA, CALIFORNIA 
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REMCON 


is now the 


master contro! 
with one-hand 
operation 


complete line 
of matching 
switchplates 


exciting 
fashion-wise 
design 


easy, remcon 
low-voltage 
installation 


You can control lights in 8 rooms indivi- 
dually or all & simultaneously with one 
switch. Definite on-off positions. Com- 
pletely fool-proof operation. Color-coded 


for instant identification of each switch, 


for 1, 2, 3, and 4 switches. Choice of buff 
or transparent wth gold insert... the 
insert can also be used as a template to 
cut out matching wallpaper or can be 
painted to match the wall. All switches 


glow in the dark 


Here's what we give you to sell to your 
architect, builder and contractor cus- 
tomers. No other switch offers you the 
handsome contours of the REMCON plate, 
sweeping down towards the switches 

or the fashion-engineered “butterfly” 
design of the REMCON switches themselves, 
No other switch adds such a gracious 


note to any decor—period or modern, 


The only low-voltage system with the 
transformer built right into the relay. 
It's the new, modern, simplified wiring 
method. And now, with the new high- 
fashion REMCON switch line, you have an 


unbeatable volume-building combination, 


Here's the “something new to 
talk about” that you've been 
waiting for. They're not just 
remote control switches, not just 
low voltage switches, they’re 
Remcon’s dramatic, new, 
high-fashion switches. 


the easiest switch to install... 
most beautiful switch of all! 


ask your Pyramid Rep to show you 


HI-FASHION 


Pyramid Instrument Corporation, Lynbrook, N. ¥. makers of REMCON LOW-VOLTAGE SWITCHING We | Cc H = 


4 
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popular sizes of ROYAL portable cords 


now packaged for new banding pase 


ROYAL ‘HANDI-PAKS” (250’ spools, | 
bring you big time savings and bigger portable c = 


Lower handling costs! Now ... you save time and 
trouble. New “Handi-Pak” packaging speeds both 
receiving and shipping; eye-opening carton identi- 
fication makes shelf stocking edsier, speeds order 
processing, makes stock control more accurate: 
Greater customer satisfaction! No messy cutting or 
tearing of these, “tuck-type” single cartons; they're 
easy to open and close. Busy contractors and dealers 
welcome this new convenience. 


Write for details... ar ask your Royal representative 


ROYAL ELECTRIC CORPORATION 


PAWTUCKET, RHODE ISLAND 
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Fish-Tape Slips Right Through Rome EMT. No amount of forcing 
would get a Y%-inch fish tape through two competitive lengths 
(behind Rome EMT). Here the same tape is shown as it slides 
right past all eight 90-degree bends in the Rome EMT. 
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proved best fis 


Actual comparison test 
proves Rome EMT 
easiest to fish 


In recent tests. Rome Cable’s EMT 
came out first in fishability. Disin- 


terested observers checked the re 


sults with X-ray photos. 


How the test was conducted: 
Disregarding the National Electri 


cal ¢ limit of four bends tech 


micimans bent a whole series of ten 
foot lengths of yy inch EMT into 


identical eight-turn runs for testing 


purposes 


A standard Y-inch fish tape was 


then run into the test samples It 


went easily through all eight bends Manufacturer “A” A 'y-inch fish tape i Manufacturer “B" The same fish tape is 

in Rome EMT. In every competitive being forced into this competitor's EM’ being run into mother competitor's EMT 
The X-ray photo (top hows how the The X-ray photo hows the tape stuck 

sample the tape stuck fast at one tape tuck fast on the fourth bend i i here on thre ‘ enth bend Tnsicke surface 
result of a high-friction inside finish resistance cau ed this tape to stick 


of the bends! 


Why Rome EMT is easiest to fish 


A shiny new interior lets fish tapes 


STOCK DISTRIBUTION CENTERS 


Atlanta, Ga 


slide through with an absolute mini 


mum of resistance. Caretul baking 
Chicago, tll 


under rigid control—puts a uniform 


Dalias, Texas 


ly smooth enamel finish inside Rome 


EMT 


Denver, Cole 


Houston, Texos 


Kansas City, Mo 


Test it yourself 

Pick any competitive EMT, bend it 
identically with a length of Rome 
EMT, and then try the fish tape test 
You'll find that Rome Cable wins Disinterested Observers froin the Anstice 


Los Angeles, Coiif 


Rome, N.Y 
Salt Lake City, Uteh 


San Francisco, Calif 


every time in this test of direct com Co., In Rochester, N. Y., take X-ray Seattle, Wash 
photographs during te t The photograph \ 
parison ing was witnessed by Chester Uffelman St. Paul, Minn F 
Notary Public Torrance, Calif 


Specify Rome EMT for your next 
job. Contact your nearest Rome 


Cable representative for more in- M E- A 
formation—or write to Department 


902. Rome Cable Corporation, 
Rome, N. Y A TFT i O WN 
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Workholder 


FIRST 


. Now it pays you to sell 


the only pipe threader 
That Guarantees Always 
True Straight Threads 


++-@ven on over or under size conduit 


Because All 3 Workholder 
Jaws Close At One Time! 


Here’s How It Works... 


1. Turn cam plate 

which pre-sets work- 

holder to desired con- 

duit size, closes all 3 
workholder jaws si- 

multaneously by | 

mechanical action, 

for exact centering of 

die stock on conduit, 


New TC Workholder fits present 65R'S oven if conduit is over 


new or old, you make a sale! or under size. 


RIGID 65K is jam-proof—kicks out automati 


illy when standard thread is cut. Threads 1’ to 2 


pipe or conduit with | set of dies that stay in >» , 

sti y > wor 

on conduit, all 3 work - 


holder, 65R sales are skyrocketing ... order today’ holder jaws tighten in 
| action by bump of 
forged cam lever with 
palm of hand. Jaws 
grip and hold tight. 
Threads are always 
straight and true. 
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Rome’s new service entrance cable is 
designed for modern 100 ampere service 


black pro 


Neat neutral gray 
finish over glass 
cotton braid 


Reinforced 


rubberized tape 


moisture seal 


Concentric 


neutral conductor 


Saturated giass-cotton braid 


Heat. and moisture resistant 
rubber insulation 
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Type Sl 
meets all 
that 


and improved 
cable 
quirements for LOO ampere service 
all the 


iir conditioning needs of 


Romes new 


ervice entrance 


can handle electric ippliance 


ind modern 


living 


In addition, it may enable vou to 


reduce warehouse inventory levels and 


the mmount of ible carried in our 


truck 


} rom pole to meter 


use the 

cable 
vie drop to meter ) And 

clothe 


service You can 
rom 


from 


meter to electric range 


hot water heater. et 


ifure inclue 


Other fe 


1. The 
hed to wi e the « 
without 


cotton braid is hin 


ible 


icrificing 


outer ola 
ineat 
Hamme an 


il 
ie 
moisture resistance 


2. The glass-cotton braid on each con 


ductor—o d 


ition 
erwriter ( 


peration in either dry or wet loca 


tion inforced rubberized 


veuther-resistunt 
braid p the 


location 


In 


10) 


onductor 


three conductor onstruction to 


unpere ervice vriter 


| ibole thre 


cond 


ippr 
ize 3 AWG « 
AWC, cd 


ductor 


Oppel 


ith 


ontranes 

ntact me 
Cabk entative for more 
rite to Department 


information 


65-8 and 


Korn 
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Cable Corporation, Rome, New York 
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come from specialties 


the specialties come from the 


Consistently, amplex brings you more of the quality, lamp manufacturer. Here are a few representative 


higher-profit lighting specialties than any other single specialties from the complete amplex line. 


COLORBEAMS 


For window and showcase lighting; indoor-outdoor color floodlighting; colorful accent 
lighting in restaurants and hotel lobbies 
75W R30 in 8 colors; 15OW Par 38 in 10 colors for outdoor-indoor use; 150, 200 and 300W 


R40 in 8 colors. All colors brilliant, sparkling, guaranteed permanent 


{ 
‘\ Pure silver sealed-in reflector lining. Guaranteed permanent efficiency 


SPARK-L-LITES 


Brilliant beam with filament striations for highlighting diamonds, jewelry, silverware, furs, 


electrical appliances. Pure inside silvered reflector surface. 100 to 500W. All ratings avail- 


able with all-mechanical Amplock construction for permanent locking of glass bulb to base. 


SWIVELITES 


Portable Base plug-in units can be mounted anywhere; base plate removable for perma- 
nent wall or ceiling mounting. Other portable units: Swivelite Escutcheon Units, Clamp-ons, 
Deca Pole Adapters; Focalites. Exclusive Swivelite features: fingertip positioning; lustrous, 


lasting finish; interchangeable hoods, air flow ventilation 


STREET and TRAFFIC SIGNAL LAMPS 


A complete line of Series Street and Multiple Street Lamps in standard and group replace 
f g p rep 


ment types. Both inside frosted and clear 
Traffic Signal Lamps, 40 to 100W, inside frosted and clear 


Street and Traffic Signal Lamps available in Weathercote for severe climatic conditions 


INDIRECT REFLECTORS 


Soft, glareless, evenly distributed illumination in fixtures which conceal the light source. 
Silvered bowl. Especially recommended for such applications as drafting rooms, printing 
plants, schools. Rated life 2,000 hours. Wattages from 60 to 1000; sizes from 300W up 


with Amplock bases 


With an amplex franchise, you have a lighting line that will fill every specialized 
lighting need. Your customers will know that you can meet their most exacting as rrs lex 
lighting requirements —so they'll look to you too as a convenient, dependable Sp 

source of general-purpose incandescent and fluorescent lamps. Naturally, these 
bread-and-butter items as well as the high-profit specialties are included in the CORPORATION 
complete amplex line. Dept. EW 3-57 

And with an amplex franchise, you also benefit from better discounts and a com- 
prehensive program of advertising, merchandising and promotional material. 111 Water St., B’klyn 1, N.Y. 
Write today for information on the amplex franchise and amplex specialties. 
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QUALITY 


is yourmost 
important specification 


When you specify the original P&S Despard Line 
ou specify the finest quality in wiring devices today 

Introduced in 1932, now backed by 25 years of 
constant improvement, the P&S Despard Line is first It’s simple—quick 
choice with contractor—with wholesaler—with builder 
It adds to your reputation for offering only the best easy fo assemble these 

P&S De spard combinations of two or three switches ' é P&S Despard combina- 
exclusive Roto-Glo®, residential and T-rated toggle - tions. (1) Open cam 
type) outlets and speci il devic es are ass mbled on d 
the job—in a matter of seconds, Installation require 2) insert device 


no change in basic wiring habits. Combinations fit in a ba Z (3) close cam! Just turn- 
one-gang standard size plate Accurately engineered - ing the cam with your 
produced with precision the P&S Despard fingers tacts davies 
Line gives you dependable, trouble-free performance : 
for the life of the building a securely in mounting 
Remember—the original always beats the imitation! strap; no screwdriver 
For full information, write us direct to Dept. EW-24 needed. 


PASS SEYMOUR, INC. 


SVRACUSE NEW YOR K 
60 E. 42nd St., New York 17, N. Y. 1229 W. Washington Bivd., Chicago 7, II! 
In Canada; Renfrew Elec. & Refrig. Co., Ltd., Renfrew, Ontario 


MAKE THE COMPLETE JOB COMPLETELY P&S 
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Edwards product-promotion-of-the-month 


HOME FIRE ALARM for 


"HOOK OF 
DING 


IMPACT 


in Building Publications... in Contractor Publications... 

All the leading building publica- Special ads aimed at the nation’s 
tions carry Edwards Home Fire electrical contractors for the 
Alarm advertising that reaches a Home Fire Alarm. 


builders and buyers. 
: PRESS THE BUTTON un 


Eowinns 


HOME 


IMPACT in a Complete 


Promotional Kit for Builders 

e Signs for Model Home Interi- 
ors and Exteriors 

e Colorful Give-Away Folders 
That Sell Homes with Home 
Fire Alarms 

e Speeches, Radio and TV and 
Newspaper publicity materials 


from national publicity 
e Editorial material in national 


magazines 
IMPACT y e Recommended by Insurance 


Companies, Fire Prevention 
in Sales Promotion Associations and Safety 


¢ Demonstrator display Groups 


: Envelope stuffers eLeading Model Home 
© New sales literature Promotions 


. All this plus SALES IMPACT for you because Edwards Home 
Fire Alarms are sold only through recognized Electrical Wholesalers! 


| EpwarpDs Specialists in Signaling Since 1872 


DESIGN * DEVELOPMENT * MANUFACTURE 
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Even the interior 
‘is safeguarded! 


PYLETS are completely, permanently protected 
with CADMIUM PLATING—CHROMATE-SEALED! 


Rust and corrosion never get a chance at Pylet Conduit 
Fittings! A thick, heavy, all-over coat of cadmium plating 
... sealed in with a protective coat of chromate finish .. . 
makes Pylets stubbornly resistant to moisture, dust, or 
corrosive atmospheres. No other fitting provides this 
overall protection! 


ALL SURFACES PROTECTED AUTOMATIC PLATING 
Even thread r nteriors are CONTROL 

protected. / r ver- Pr 
all as thorouc 

EXTRA THICK PLATE 
provides hard-to-mar, lasting pr 
tection! 
CHROMATE-SEALED 

to preserve high luster and give e 
extra protection against corr n! 


te 


ire til 


A WAT 


CORROSION-FREE THREADS 


+} 


Meets UL and all applicable Federal Specifications for cadmium plating! 


Sold nationally through authorized distributors 


THE PYLE-NATIONAL COMPANY 


WHERE QUALITY IS TRADITIONAL 


Branch Offices and Agents in Principal Cities of the US. ond Canada + Ce la 
International Railway Supply Co., 30 Church St., New York 7, N.Y. © industrial Export O 
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NEW BLACKHAWK 
FEATHERWEIGHT 5-139 
“1-BITE BENDER" 


weighs a super-por 
table 103 lbs, ready to 
work! Makes 90° bends 
in 4” through 3” pipe 
in one pass! Only three 
quick set-ups needed for 
making 3144” and 4” 


factory-like bends % 


Sell America's only complete 
top-preferred bender line! 


Just look at this terrific range of 
bender styles and sizes! There's 
nothing like it ANYWHERE! 
NINE complete bending sets to 
handle 144%-2” diameters thin wall 
conduit — %”-4” diameters rigid 
conduit and pipe in either light 
weight rugged steel or new feather 
weight aluminum construction, plus 
a broad choice of electric-powered 
or hand-operated hydraulic pumps 
Blackhawk's complete bender line 
satisfies the needs of all your cus 
tomers, Your BIG opportunity for 
extra bender profits! 


Tremendous, mushrooming $3,500,000,000 
electrical construction market needs Black 
hawk Benders and Knock-out Punches 


Eiectric-powered hydraulic 
benders triple output, 
spurt bender sales 


7 


Contractors save up to 75°; in time 
ind materials compared to manu 
factured bends with Blackhawk 
benders using electric-powered 
pump! ‘That means you cash in on 
Blackhawk bender popularity! 
Blackhawks make easier set-ups 
with removable top-plate, “lock-on 
shoes! Exclusive “optik-angle’ 
gauge eliminates guesswork. Fea 
ther-weight aluminum alloy frame 
and shoes make it a breeze for one 
man to carry! 


* The preferred line! 


*® Most complete line! 
*KFyll 3 profit line! 


*Selected di tribution! 


* Demand unlimited! 
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for NEW BLACKHAWK Pipe Benders... 
today’s biggest equipment opportunity! 


A fantastic 44-billiion dollar building boom and at undreamed-of savings! One contractor installing 
no end in sight! Thousands of pipe bends to be 31 miles of pipe actually saved more than $2000 
made, thousands of conduit box holes to punch! over cost of manufactured bends! Many contrac 
You'll gett COMPLETE PROFITS if you supply tors need more than one set a range of sizes 
modern, hydraulic tools necessary to do these jobs to equip every crew 
the fast, easy way and to help your customers com So give ‘em what they want what they must 
pete efficiently! have! Hop on the Blackhawk pipe bender and knock 
Blackhawk, the only complete line, supplied the out punch profit wagon with sales opportunities un 
sensational S-130 aluminum 2” bender that took limited sky-rocket your net at a record clip! 
the country by storm. NOW, new Blackhawk fea Call your Blackhawk man today! 


therweight ALUMINUM designs bend more pipe 


EXTRA PROFIT BUILDING 
Blackhawk hydraulic Knock-out 
Punch kits cut punching time 60%! 


Wherever pipe and conduit holes must be cut, there's a 
sales opportunity for Blackhawk Knock-out Punches 
Electricians need ‘em want ‘em prefer the easy 
set-ups only Blackhawk offers. It's the speediest method 
for punching clean holes in boxes, panels, troughs! Kits 
for every work range 14"-4” diameters even con 
verters to meet every sales situation. Each Blackhawk 
kit contains full hydraulic equipment, punches, dies and 
carrying Case 


Don’t be short-changed! If you're not already stocking 
and selling the Blackhawk PIPE BENDER LINE 
write, phone or wire BLACKHAWK Mfg. Co. /ODAY 


for complete profit details! \7 
Phone Milwaukee, Wis. ™ / 


ORchard 11-4000, ext. 84 — Collect 


Watch for more 
profit-makers coming 
from BLACKHAWK 


new ways to 
make money! 
BLACKHAWK MFG. CO., . P-4437, Milwaukee 46, Wisconsin —s a 


MAND-OPERATEO 


ELECTRIC-POWERED 
HYDRAULIC PIPE 


HYDRAULIC PIPE 
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15 AMP. 1270 VOLTS 277 VOLTS 
AC OMLY 


0 


20 AMP — 120 VOLTS — 277 VOLTS 


LOADED WITH FEATURES 
© NEW TYPE, “PLUS” SERVICE, SILVER 
CONTACTS 
© THRU-WIRE SYSTEM OR BUILT-IN SHUNT 


© “SPEEDWIRE” REAR WIRING OR SCREW 
TERMINALS 


| @ EXCLUSIVE SIDE RELEASE; (P.fen/e./) 
© OPERATES IN ANY POSITION 


THRU WIRE SYSTEM 
CATALOG NO. 601 


LINE SHUNT 
CATALOG NO. 605 


e EXTRA NEOPRENE BUMPERS FOR SILENCE 


Available in single pole, double pole, 3-way and 4- 
way with ivory or brown feather-touch toggle, Slater's 
brand new line of ultra reliable quiet switches provide 
smooth, noiseless operation, Rated 15 amperes, 120 
and 277 volts and 20 amperes, 120 and 277 volts 
Slater quiet switches are made to serve your job re- 


quirements with perfect performance 

Slater A.C. Quiet Switches are easy to install. Next 
time sove time, money and effort. Ask your electrical 
wholesaler for Slater Quiet switches with ‘‘speed wire" 
rear wiring and exclusive side release feature or with 


screw terminals. 


SEND FOR 


CATALOG #35 


SAY 
SLATER 
WITH 


CONFIDENCE 


SLATER ELECTRIC & MANUFACTURING CO. INC 


GLEN COVE NEW YORK 


\ 
4 
( \ 
_ 
Lj 
we ov 
SLATER 
/ 
ac 
WIRING FEATURES 4 
NS 
4g 
> 
Dis; 
Lifetime Wiring Devices 


Confidence 


WHITNEY BLAKE sells its portable cords only through electrical distributors who are 


serviced by seasoned, technical company salesmen, experienced in sales promotion. 


WB DYNAPRENE, 14/2 SO and larger is listed by the U. S. Bureau 
of Mines and Pennsylvania Bureau of Mines, identification number 


P-118 BM. 


FOR YOUR CONVENIENCE this tough, long-lasting cord is put up in 
250 ft. spools in sizes up to and including 16/3. 


Write for complete 
WB Portable Cord 
catalog... 


there is no charge. 


| NEW HAVEN 14, CONNECTICUT 
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Newest resort hotel at Fort Lauderdale Beach, Florida, is the Yankee Clipper. This modern structure 


includes 122 guest rooms, six apartments 


SPANG Conduit protects all wiring throughout. 


‘“‘Spang Conduit’s excellent handling qualities 
made it first choice for the Yankee Clipper 


says Mr. Verne Franke, President, Atlantic Electric Incorporated 


Fort Lauderdale Beach's newest hotel, The Yankee 
Clipper, containing 122 luxurious rooms and six 
apartments, opened in the summer of 1956, 
Spanc HD Galvanized Conduit and spanGLeam 
EMT were chosen to protect the wiring through the 
hotel, reports Mr. Franke, “because of our past 
experience with their excellent handling qualities 
and durability in this seacoast town—plus the fine 
service we have received from Spane and its local 


distributor.” 


ON-THE-JOB REPORT... Vir. Monroe Sarvis, 
project electrician, says this about the Yankee 
Clipper installation: “Seance HD Conduit was uni- 
formly easy to bend, cut and thread. | never had to 
worry about burrs or other inside faults. The hot- 
dipped galvanized finish never flaked off. 
‘SpanGieam EMT was installed on short runs. 
We found it was not only easy to bend, but the 
slick inside finish cut our installation time way down, 


thereby facilitating a swift and clean job.” 


Owner and General Contractor Gill Construction Company, Fort Louderdale 
Architect and Engineers M. Tony Sherman, Miami 
Electrical Contractor Atlantic Electric inc., Fort Lauderdale 
SPANG Distributor Service Electric Supply Company, Fort Lauderdale 


and durability 
installation”’ 
Fort Lauderdale, Florida 


LET SPANG HELP YOU .... You can alway- 
count on a top-quality installation with quality 
controlled Spang HD Conduit and spanGLeam EMI 
because SPANG carefully controls each step 
the manufacturing of its conduit, and carefully 
tests and Inspects eat h lot before shipping to tn 
sure you get a top-quality product every time. 
Try SPanG on your next job. And you can count 
on your nearby Seance Distributor for lop-quauly 


service, too! 


SPANGLEAM EMT was used on light load-bearing lines. Slick 
interior finish on SPANGLEAM speeded up job-finishing time 


From past experience, Atlantic Electric Inc., contrac 
tors on the job, know that SPANG Conduit provides 
excellent corrosion resistance from salt air. Electric 


crews report SPANG HD easy to cut, bend and thread 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE, 
CONDUIT 


Principal Cities 
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BUCHANAN pres-SURE Romex connectors 


INSURE Repeat Sales 


a 


ores 
Whu! The NEW BUCHANAN 


pres-SURE connectors 

are the EASIEST and FASTEST connectors 
to install . . . NO screws, — NO locknut 
ONLY one piece to handle, — Just squeeze them on! 


e Ye" Trade Size - fits /2'' Knockouts. 
e Approved for 14/2, 14/3, 12/2, 12/3 and 10/2 
Non-Metallic Sheathed Cable. 


Write for distributor information on pres- Romex Connectors and 
other acceptance-proven Buchenan products. 


rs 


\ | an ELECTRICAL PRODUCTS 
CORPORATION 
HILLSIDE, NEW 

3 


Representatives in principal cities throughout the United States and Canada 
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CONTRACTORS upgrade installations 

. provide maximum protection and ca- 
pacity for future needs. Factory-installed 
mains require no field wiring. Trouble- 


INSPECTORS welcome the over-all pro- 
tection of these full housepower panels. 
All circuits are easy to identify. And one 
main disconnect for every 100 amps of 


BUILDERS find these nationally adver- 
tised panels pack real consumer appeal 
It's easy to sell push-button convenience, 
maximum over-all electrical protection 


free operation eliminates callbacks. service meets any code limitation. and full capacity to meet future needs. 


important news about Pushmatic Electri-Centers ... 


New main disconnects assure 
over-all electrical protection! 


Here's good news for you and your customers. Now you'll be 
able to offer one push-button main disconnect for every 100 
amps of service meet all 70-, 100-, 140-, or 200-amp 
service requirements with just eight compact and easy-to-stock 
panels. Factory installation of main disconnects means less 
handling. And you can sell these high-quality Electri-Centers 

at competitive prices. 


iF IT's NEW iF 11'S DIFFERENT it's 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


Check what the new circuit-breaker panels mean to your 
customers, too .. . and to their customers. That's where acceptance 
and sales begin. You'll see in a hurry that these new Pushmatic” 
panels are loaded with advantages—for everyone! Get the 
complete story from your BullDog field engineer. BEPCO 
A DIVISION OF LTE CIRCUIT BREAKER COMPANY 
BullDog Electric Products Company, Detroit 32, Michigan. + A Division of I-T-E Circuit 
Breaker Company. + Export Division: 13 East 40th St., New York 16, N.Y. In Canada 
BullDog Electric Products Company ((Lanada), Ltd. 80 Clayson Rd, Toronto 15, Ontario 
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WHEN HE SAYS CLIFTON 
I know he uses the 
best Conduit made. 


signers are specifying CLIFTON Conduiz. The 
real face is this—-CLIFTON is thoroughly de- 
pendable, there is none berrer made. 1 standard-— 
ized Oa CLIFTON a number of years ago and — 
sropped switching. Ir made my jobs go fascer 
because CLIFTON Conduit is always upifornily 
high quality. Believe me, noching equals the 
uniform provective coating of zinc insidé and 
Ourside, a5 applied by CLIFTON'S special “hor- 
dip” method. 


Remember this — CLIFTON raceway in- 
stallation permits easy rewiring, should it be 
necessary to accommodate the ever increasing 
demands of electrical loads, as emphasized by 
the national adequate wiring program. In this 
regard, CLIFTON Flexible Seee! Conduir is 
especially easy to install and allows flexibilicy 
in your installations, 


Cliften & 


Here is my suggestion. Standardize on CLIF- 
TON Conduit. Get all the extra value thar 
CLIFTON puts into their Rigid, EM.T. and 
Flexible Seeci Conduit, and in addition insure 
the integrity and easy flexibilicy of all your jobs. 
CLIFTON Rigid and E.M.T. Conduat are ap- 
proved by Underwriters’ Laboratories, Inc., con- 
forms with Federal Specifications WW-C-381C, 
WW-T-806B; and ASA Specifications C-80 
— 1953, C-80.3 — 1953. 


Other CLIFTON Quality Products: 
CLIFTON Plastic Covered Steel Conduit 
CLIFTON Armored Cable 
CLIFTON Unormored Service Entrance Cable 
CLIFTON (Cliftx) Non-Metallic Sheated Cable 
CLIFTON CONDUIT CLIFTALL UF CLIFTON Building Wire TW-R-RHRW-RR-S-SJ 


CLIFTON Elbows and Couplings 


Your Best 2 Word Specification 


WRITE TODAY / MAIN OFFICE 
For Full information / 75 Montgomery St. 
Jersey City 2, N. J. 
i : BALTIMORE, Maryland 
Representotives MEMPHIS, Tennessee, 
in Principol Cities ’ 


wire RIGID CONDUIT “ELECTRIC METALLIC TUBING CLIFTALL UF 
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SOLA ELECTRIC CO 
4633 West 16th Street 


Chicago 5O, illinois 


ANI 


SPECIFIERS 


MT WT WT) 


NON-CERTIFIEI 
A FEW NICKELS 


ma 


THE 


FOR 


ww 


Telephone 


Bishop 


DOLLARS 


> 


1414 


aw 


ACTUALLY CO‘ 


r ballasts 


r both 
letters UL. 
only that the 


appears on 


ballast meets 


Underw: ratories. 


ivers Lad 


last operation. 


Many manufacturers are now mak 


UL emblem. ten 


are 


ballasts 


"UL-appr 


These 


Or erroneously, as 


Save 


snomical 


w, then, 


standards 


is simple: 


. 


whe 


cations 
Without CBM 
I it, 1 


ine bel 


able Address 


Sole 


( A 
| MARSCHA 
= 
ae 
| 
| FLUORESCENT BALLAST THAT SELL: 
LESS THAN A CERTIFIED BALLAS1 
| TT TY fy 
The fluorescent lighting you buy today may carry one BG 
emblems. Ina is a circular emblem carrying the ; 
[t gp Virtually all ballasts and signifies 
Mee safety requirements specified by ae 
Increasingly you will see another emblem, diamond shaped, with se 
the words BM CERTIFIED by ETL." This emblem identifies the aaa 
ballast as one which meets rigid performance specifications aay 
set forth by Certified Ballast Manufacturers to assure optimun ae 
lamp and bo] 
ee which carry only the wes 
afarr ate we 
referred to as "UL Ballasts 
" a 
In order to gum a few nickels per ballast, many people are buy AS 
ing these non-certified ballasts, apparently under the impression ae 
that UL listing signifies approval of design and nstruction se 
characteristics upon which satisfactory lighting performance aN 
T4 a 
d es not. 
The truth is that Underwriters Laboratories do perform a valuable, "eh age 
but highly specialized function in testing ballasts. UL listing Seg 
{nding 9 nr y + na fatty ‘ + 
indicates onl ng gate re li remer are me 10e t 
test for any operating characteristics that a ure fficient, ae 
performance and ne lam ife 
«can you be sure that a ballast will meet the quality 
iy Lad ri I in) i fi aAngowe! 
buy ballasts that are certified +t maat CRM anani #4 ees) 
rever suc} marti finnt4 y ‘ 
S} ations there are po standards for lumen it ers 
ife, peak t RM rati (wave shape starting v tage iui 


no floor under quality. CBM certification assures the user 
that a ballast will meet or exceed accepted minimum standards 
on al] these factors. 


actual COST of non-cer d ballasts? We invi 

UT THE FACTS. We have pre an engineering r- 
fully and accurately calcula from figures publi 
leading company who makes non-certified ball 
figures show that the lamp life of non-certi ballasted 
jamps is reduced as much as 28%; 11 igh a3 much as 
13%, compared with certified CBM be Tiows used in the same 
installations. 


Calculated in operating : sport shows that 
the initial cost of non-ce: ballasts may be inies less, 


their actual cost is many do Ire in terms 
Lumen output and long lamp 1 


Electric Co, has no “double standard" 
lasts. In addition to being ie 
t for general lighting applications n or ex mtg 
specifications - and is so certified ; 


specifications or proposed specificati 


assured optimum la performance and effi 


ballast operation with every Sola ballast you 


FACTS...write today for Sola's engineering rep 
f non-certified fluorescent lighting ball 


Sincerely yours 


L. C. Marschall 


Executive Vice Presider 


ra in Our Organization 
nave 30 ] 'g ngineering 
cost 
number o toples yc 
mail them t you 
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Ed Randall, 
busy contractor... 
uses Murray 100 Amp equipment 


atte 


Ed 
N. Y. contractor, tells why he specifie bar. Note a ealable 5 t compartme 


Murray on 100 Amp home moderniza 


tion jobs 


We're going out after more and 


nore home remiring jobs Handled 


right, we've found they can be higi 


profit business 


“These 


movea lot, 8o we try to save fime where 


smaller jobs keep 4 on the 


we can. On these 100 Amp modern za 


fion jobs ] reconime nd Murray hecause 


the men find that everything seen ‘ 


go smoothly with this equipment 


hecause the ki 


guess that's 


outs really knock out easy —also there 


seems to be plenty of wiring room, s¢ 


they can work faster without bark 


any knuckles. 


Here are some other reasons Ed 
Randall uses Murray: a full line of 100 
Amp equipment from “meter box t 


distribution panel” means same sty] 


ing, same design throughout a job 


That means you put up neater, better 


looking installations 


Ask your jobber for Murray equip 


ment on 100 Amp or larger jobs —busy 


Warm or hot areas don't affect Murrey 
contractors prefer it. Write for Bul Magnetic Hydraulic Circuit Breakers, Randall 
points out. We located load center near oil 
letin LOOA burner without having to derate breakers 


“Quality doesn’t cost... it pays” 


MANUFACTURING CORPORATION 17250 Atlantic Ave, Bkiyn 16, 
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BRAND 
CONDUIT FITTINGS 


* For years the name “Conduit of Columbus” has 
been the standard of leadership in conduit 
fittings. To positively identify this quality, specify 
the brand name “Columbus” conduit fittings 
Ask jor them by name. 


) LOOK FOR THIS LABEL 
WHEN YOU BUY FITTINGS. 


SOLD ONLY THROUGH 


RECOGNIZED WHOLESALERS. 


CONDUIT PIPE PRODUCTS CO., OF y OHIO 


PIPE COUPLINGS «+ PIPE NIPPLES * ELBOWS, RIGID & E. M, T. 
RUNNING THREAD « GOOSENECKS © WALL PLATES 
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You can rely on 


THERMADOR 


These electric console ranges 
and water heaters (glass-lined, 
too) are quality and beauty 

in every respect and will add 
many dollars to your 


present profits 


& 
Thermador Electrical Manufacturing Company 
: A Division of Norris- Thermador Corporation 
5119 District Boulevard, Los Angele 2, California 


Investigate immediately Telephone: LUdlow 8-7111 De 


Wire, call or write | 
FOR A DISTRICT SALES MANAGER TO NAMI 
SHOW YOU THIS OUTSTANDING LINE & ADDRESS 
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Here is an established deluxe line JJ 

Gy, 

of console ranges 
and electric water heatersto 

sell for additional profits. 4 tee a 
the leadership of 


THE MILLER COMPANY «+ GENERAL OFFICES: MERIDEN, CONN. « FACTORIES: UTICA 


0 


Carefully planned lighting plays a vital role in every area of 
modern retatl selling to call attention to a store window, to 
accent color and textures in a dress shop, to make china, 
glassware or silver sparkle on the shelves, to bring out the 


appetizing color of a T-bone steak at the meat counter 


Miller's versatile Merchandise Line combining the best in 
general fluorescent lighting with a good assortment of accent 
downlights--now makes it possible for you to supply, effici- 
ently and economically, the finest lighting for nearly every 


retail application. Write for our new Storelighting Brochure. 


MB200 


MB160 C mB245 


MB! 50 


H10 and MERIDEN, CONN. © IN CANADA 


PLANNED 
STORELIGHTING 
IS KEY TO 
GREATER SALES! 


CURTIS LIGHTING OF CANADA LTO., TORONTO 
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LARGEST exciusive MANUFA 


FRICTION, RUBBER and PLASTIC 


ACCURATE MANUFACTURING COMPANY Gartieid, New Jersey 


f 
 — 
Test 
ent 
Prowen 
we A, new 
| | 
| 


Large or Small, 
Auth has ’em all! 


SIGNALING 
EQUIPMENT 


AUTH produces a large variety of electric bells and buzzers for indoor, outdoor pratt eer id 
and marine use; for light or heavy duty use; for alternating or direct current ANNUNCIATORS 

operation on voltages from 1% volts D.C. up to 250 volts 
APAKTMENT HOUSE 


BELLS range in gong sizes from 1 inch to 10 inches in diameter and are available wats, Soune 


in vibrating and single stroke, weatherproof and watertight models 


BUZZERS are supplied with various sound volume outputs and in sizes ranging 
from the tiny, lightweight “Midget” to the oversized ‘‘Powerbuzer.” 


Join the great expanding group of Auth signaling equipment users Write 
now for latest catalog sheets on “Bells and Buzzers” or contact our nearest 
representative 
SIGNALING 
Sold in cooperation with the Distributor SYSTEMS 


CLOCK AND PROGRAM, 


Auth Electric Co., Inc. gt 


Dept. LONG ISLAND CITY 1, NEW YORK 


40 ELECTRICAL WHOLESALING—March, 1957 


Soy 
n 
‘ 
| 


GEDNEYS RIGHT THERE YOUR CORNER 


helping save time ...hold down costs 


CORNER FITTINGS? Well, here are three rest of the full Gedney line they’re made of un- 
that have proved immensely popular for the breakable malleable iron...accurately machined 
simple reason they’re easiest to install — save and threaded... individually inspected. Order 
time and labor that really counts up. Like the Gedney — always — for lowest installed costs! 


90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from '2" to 2”. 


90° CORNER ADAPTERS 


Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
plated. Your choice of sizes from ‘2 to 2”. 


CORNER PULL-IN CONDUIT ELLS 


Today’s top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 
cadmium plated. Sizes run from 2" to 2”. 


GEDNEY 


ELECTRIC COMPANY 


4 


RKO BLOG + RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 


GEDNEY FITTINGS FIT 
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G-E Lighting Layout Kit contains layout sheets; a fluorescent lichtine estimator: movable. 


tled "fixture ummed fixtures’ for your permanent layout; and a lightine desien euide 


helped three lighting 


Mr. Harry K. Flynn 
Electric Co., Urbana, Ohio. 


jobs worth the same day” 


New General Electric “Plan-It-Yourself” Lighting Layout Kit 
can help you sell More Lighting Jobs, Too! 


Mr. Harry K. Flynn of Welch Ele rbana, Ohio YOU'LL “CLOSE” MORE SALES. Your prospect okays 


read about the new G-b Livhtine Layout Kut sent for it the completed layout and your sale is half closed, even 


in rit tO work Lhe nese a, » cell Lobtineo } 
vefore a complete cost estimate 1s made 


§ Here's how a G-l 
Are you and your contractor accounts using this new simple 
f can he ly you make more sales, too 
way co sell lighting layouts? If not, consult your G-I Lamp 
Salesman. Complete kit only $1.75. General Electric Co., 


YOU'LL SELL EASIER because your prospect 1s in on : 
Large Lamp Dept. WE-3, Nela Park, Cleveland 12, Ohio. 


the planning and he helps sell himself. He visualizes his 


lighting requirements more easily 


Progress /s Our Most /mportant Product 


YOU'LL "SELL UP”. Your pro t sees why the new 


lighting layout fits his needs, so you can sell him a G c N E K AL 46) ELE CTR | C 


betrer lighting jo ind make more profit! 
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“No. 1” on 
Wall Street 


"Fowectan high above New York’s swarm- 
ing financial district, this familiar 50-story 
landmark has held sway at “No. 1 Wall 
Street” since 1931. 

Every day some 32,000 passengers speed 
up and down its 654-foot length — carried 
swiftly and surely by 28 Otis elevators. 

These elevators are now being converted 
from signal operation to the new Auto- 
tronic operatorless system — and will re- 
quire an entire rewiring job. 

Almost 2 million feet of line are needed 
to wire the control and signal circuits. The 
wire chosen for this important job in one 
of America’s important buildings was 
made by Circle — one of the country’s larg- 
est producers of building wire and cable. 

You too can specify and install Circle 
wire and cable with complete confidence 
in its quality and dependability. Circle 
Wire and Cable Corp., 5500 Maspeth Ave., 
Maspeth, N. Y. (Dept. ©3) 
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* New Wiring Calculator — FREE! 


Send today for this handy 
useful wiring aid. Gives 
conduit sizes amperage 
capacities, and helpful 
motor running data 


WIRE & CABLE 


a subsidiary of CERRO DE PASCO CORPORATION 


PLANTS: Maspeth and Hicksville, N.Y SALES OFFICES: Inall principal cities 
RUBBER COVERED WIRES & CABLES © VARNISHED CAMBRIC CABLES 
PLASTIC INSULATED CABLES * NEOPRENE SHEATHED CABLES 
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SEALTITE CARTON opens re idily. Stock is easy to remove 


Now — handy cartons for 
Sealtite flexible, liquid-tight conduit 


Standard-length package helps boost unit sales; sturdy cartons simplify handling, storage 


For your many short-length users of 
Sealtite,* the handy cartons of Sealtite 


make good sense and they make 
we 


FREE Sealtite Sales Tools — 4 
page letter-size bulletins showing 


r all types of Sealtite are available 
Put them on your sales counters 


Be sure your salesmen carry a supply. Also avail 


equally good dollars and cents for you 
grade al 

1. Now you can i a ide small, odd able are small folders suitable for enclosing with 

lot orders to full carton sales reduce billings or other mail to your customers. Write for 

selling « xpense boost profits a supply to: The American Bross Company, Ameri 


can Metal Hose Division, Waterb 20, Conn 
Sturdy cartons are clean easy to . 


7 


handle can be stacked six or eight 
deep without damage to container. Easy 


too, for the user to carry on the job 
Insist on the original 


3. Clear markings on both ends assure 


ready identification of type (U.A.,E.F.T or 
c.8.A.), color, size, footage at all times 


, 4. Conduit is easily removed for less 
STURDY CARTONS stack without damage, are flexible, liquid-tight conduit 
than-carton sales speedier handling on 


easily handled and stored, Clear markings 
make ready identification possible it all the job Carton is opened without losing 


times its « flex tiveness as a container an ANACONDA product 


% 
‘ 
Bhs F ag 
q 


virden offers 
its distributors ALL 3 


A complete line of residential fixtures 


For years Virden residential fixtures have been 


famous for quality. Today the line is finer than 


ever. New decorative items have been added 


New designs have been developed. All to give 
| 


Virden distributors more sales and profits from 


the home lighting market. 


Improved commercial fixtures 


Virden’s line of fluorescent and slimline fixtures 


is the fastest growing in the industry. New 


features that drastically cut installation time 


have met with instant contractor acceptance. 


New numbers have been added to broaden the 


line and all are competitively priced to get 


the business 


New industrial fixtures 


The recent acquisition of a leading industrial 


fixture manufacturer now puts Virden prom 


inently in this field. Added to the present line, 


‘ it gives Virden distributors the numbers they 


. need to capture a larger share of the rich 


industrial market 


For three generations the symbol 
of quality and loyalty in lighting 


John C. Virden Company, 6103 Longfellow Avenue, Cleveland 3, Ohio 


Member American Home Ughting Institue 
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FROM TELEPHONE BOOTHS TO INDUSTRIAL PLANTS 


...here’s the most versatile package unit 
that ever solved a ventilating problem! 


We call them utility sets because they handle such a wide variety 


of ventilating problems 
Self-contained, American Blower Utility Sets, in a wide range 
of sizes and capacities, are used to supply or exhaust air in a wide 


variety of applications requiring a duct system. That means from 


small-capacity driers, laboratory exhaust stems, to the supply 


and exhaust requirements in hard-to-reach areas of public build- 


ings, apartments, schools, hospitals, or industrial plants 

As individual package units, they are easy to install, economical 
to operate. And they’re engineered by American Blower special 
ists in the design and manufacture of air-handling and air-condi 


tioning equipment for years ( ill oul nearest branch 
othee today for full information; or write: American Blower Divi 
sion of American-Standard, Detroit 32, Michigan. In Canada 


Canadian Sirocco products, Windsor, Ontario 


AMERICAN BLOWER 


"Division of American-Standard 
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SWITCH BOXES 
OUTLET BOXES 
BAR HANGERS 
AND COVERS 


You can readily recognize the high 
quality of RACO products beaut 
fully finished . . . smooth edges 

deep, clean-cut threads. Made of 


heavy gauge steel engineered to 


exceed local and national code re 
quirements. On new jobs... on rewit 
ing you can always rely on RACO 
Write for complete information 


"A RACO BOX FOR EVERY NEED’’ 


ALL-STEEL EQUIPMENT INC, minois 
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...every Sylvania starter 
has a Ceramic condenser 


Your customers will benefit from 
the increased life of Sylvania Ceramic 
condenser starters. Take advantage 
now of the increased sales and extra 
profits they offer call Sylvania 


| HE STONELIKE DURABILITY of 
Sylvania’s new Ceramic condensers 
makes them practically impervious to 
the main cause of starter failure 

moisture brought about by changes in 
temperature. today. 


Sylvania now builds these virtually 
indestructible condensers into every 
type in its extensive starter line 


SYLVANIA Propucts INC 
Lighting Division, Dept. 7L-2703 
60 Boston Street, Salem, Mass 


In Canada 
Sylvania Electric (Canada) Ltd 
Shell Tower Building, Montreal 


provides lasting, dependable starter 
performance under the toughest 
conditions. 


SYLVANIA 


... the fastest growing name in sight! 


LIGHTING ELECTRONICS TELEVISION ATOMIC ENERGY 
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, type RHH-90°C—RHW-75°C is a quality wire 
engineered to afford long life under severe operating or tem- 
perature conditions. The conductor is insulated with Walker 
zone — a superior moisture and heat resistant butyl rubber 
compound which is particularly outstanding for its excellent 
resistance to aging 


WHERE USED? 


Type RHH-90°C—RHW-75°C is used in dry locations 
at up to 90°C maximum operating temperatures, or it 
is used in wet locations at up to 75°C maximum operat- 
ing temperatures 


SIZES 


The Underwriters’ Laboratories currently permit 
type RHH-RHW wire to be manufactured only 
in braided wire sizes 14 to 6 inclusive. Walker 
type RHW is furnished in sizes 14 to LOOO MCM 
in braided or neoprene jacketed constructions for 
use in wet or dry locations at up to 75°¢ 


The Copper Division, Walker Brothers, 
Conshohocken, Pa.—one of three modern 
Walker plants which total approximately 
500,000 sq. ft. 


WIRE and CABLE 
Manufactured by WALKER 


Power Cable Control Cable 

Street Lighting Cable Service Entrance 
Non-metallic Sheathed Cable Rubber Covered 

Lead Covered Thermoplastic Insulated 
Neoprene Weatherproof and other types 


WALKER BROTHERS 


COPPER DIVISION 


Conshohocken, Pa. 
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Watker Offers New Duai-Roated Wire 
= 
6 
6-Wire Closing Machine 
- 
\ 
Extruder and Continuous Vulcanizing 


MEN RESPONSIBLE FOR 


POWER DISTRIBUTION KNOW... 


IF IT’S PARANITE IT’S RIGHT!” 


FROM POWER CABLE TO FIXTURE WIRE... 

Paranite has earned an unquestioned reputation for quality wire 
products and depe ndable service! Such well known products as Paranite 
PARAFLEX™ non-metallic white sheathed cable and PARASYN 

small diameter building wire have become “‘tools of the trade 


with experienced contractors everywhere! On your next installation 


specify PARANITE™ for a wire of proven performance 


its 


UVE BETTER 


= 
= 
¢ 


“orgy 


Paranite PARAFLEX® Won metallic White Sheathed Cable 


PARANITE WIRE AND CABLE 
DIVISION ESSEX WIRE CORPORATION 
FORT WAYNE 6, INDIANA 


MANUFACTURING PLANTS: “Birmingham, Alabama; Anaheim, California; Jonesboro, Indiana; Marion, Indiana; Tiffin, Ohio 
Warehouses* and Sales Offices 
*Chicago, Ilinois Hartford, Connecticut *Newark, New Jersey Rochester, New York 
Cleveland, Ohio indianapolis, Indiana Omaha, Nebraska *Saint Louis, Missouri 
Dallas, Texas *Kansas City, Missouri *Portland, Oregon *San Francisco, California 


*Detroit, Michigan *Los Angeles, California Upper Darby (Philadelphia), Pa. Springfield, Illinois 
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entrance to ground 


ALL THREE 


engineered for easy selling 


BY 


\ 


... packed with user advantages to 
bring you repeat orders: 


DUAL-GRIP ENTRANCE HEADS 


Built-in connector clamp saves contractors 
time and money. No special fittings needed 
for EMT... no threads to cut on rigid 


conduit, Complete range of sizes: 4g”, 44”, 


1’, 14%”, 1%", 2”. (Pat. No. 2,739,999) 


NEW ENTRANCE ELBOWS 

with the same built-in quality that has made 
Weaver heads and ground clamps profitable items 
for wholesalers. Now you can sell a complete 


Weaver Service Entrance Line! 


SURE-SAFETY GROUND CLAMPS 


The only complete line of bronze clamps 
for 4” to 4” pipe. Swinging tops for 


quick installation. 


STOCK YOUR SHELVES WITH SALES 
sell the complete Weaver Service Entrance 
Line—the head, the elbow, the ground clamp. 


Samples ore available for demonstration 
No charge, of course. Write today and 
specify exact items desired 


CEntral 1-8100 
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the original — 
INDENTER 
FITTINGS | 
for E.M.T. 


Insulated 
Connector 


Cross section 


“BM” #100 
Cutter for ‘A, % 
and 1” E.M.T. 


“BM” £1000 


Holder for Az, % 
and 1” E.M.T. 


Nid 


“BM” £600 
Changeable Jaw Indenter 


Briegel Rain-Tight E.M.T. Compression Fittings 


SIZES FROM 
to 2” 


SIZES FROM 
%" to 2° 


Briegel Representatives 
from Coast to Coast 


3. Akerman 

813 Sistine Avenue 

Coral Gables 46, Florida 

Phone: Mohawk 7.3864 

Merry C. Andrews Co. 

5440 Gravois Avenve 

St. Louis 16, Missouri 

Phone: Hudson 1.7373 

Crescent Electric SalesCo. 

1800 N. Humboldt Blvd 

Chicago 47, Illinois 

Phone: Albany 2-2600 


8.1. Cunningham Hlectri«c Co. 

643 South Front Street 

Philadelphia 47, Pennsylvania 

Phone: Lombard 3.3660 43.3109 


J. Crews 
1725 Arlington Rood 
Richmond 20, Virginia 
Phone: 4-2273 


Curtis Seles Corporation 
323) Warrenville Center Rd. 
Shaker Heights 22, Ohio 
Phone: Skyline 2-0225 


Herbert L. Jones 
745 Ohio River Blvd 
Pittsburgh 2, Pennsylvania 
Phone: Linden 1.6684 


AlLevin & Associates, Inc. 


1200 So. Peters Street 

New Orleans, Lovisiana 

Phone: Tulane 8480 & 6489 

H. A. Maggiore & Son 

15 Carleton Street 

Cambridge 42, Mass 

Phone: Kirkland 7.4954 


Ernst F. Hauch Co. 
1282 Folsom Street 
San Francisco 3, California 
Phone: Hemlock 1.1828 
© 
R. C. Handy Sales Co. 
4811 Excelsior Blvd 
Minneapolis, Minnesota 
Phone: WAlnut 6-2939 
D. Hood Sales 
1133 West 8th Avenue 
Denver, Colorado 
Phone: Acoma 2-800! 


A. Lee Clifford 

1801 West 18th 

indianapolis 7, Indiana 

Phone: Melrose 6.4449 


Walter 5. Nash 
2101 Street, N.W 
Atlanta, Georgia 
Phone: Elgin 8071 


Rutkin Electrical SalesCo. 
935 Stanford Avenue 
Los Angeles 21, California 
Phone: Tucker 12244 5 


Vatkus - Kissel 
1711 Kelly Street 
Dallas 1, Texos 


Phone: Hamilton 86-7388 


W. W. Wheet & Son 

2219 Ath Avenue 

Seattle 1, Washington 

Phone: Seneca 6222 


Arnold J. Young Co. 

12600 Hamilton Avenue 

Highland Park 3, Michigan 

Phone: Townsend 9-50860 4 1 


£. J. Martin Company 
150 Nossoo Street 

New York 38, New York 
Phone: Worth 4-6270 


GALVA, 


SIZES 
%", %", 1", 1%" 


All B-M indenter Fittings ere U.L. 
Approved as concrete-tight and 
oll Compression Fittings as rain- 
tight os well as for general use 
(File Cord £10863). Also comply 
With Federel Specifications 
W.F.406. 


ILLINOIS 


METHOD 
T00L 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
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‘CBM 
CERTIFIED 


by 


In 1955, nearly 2 out of 3 HPF ballasts 
were CERTIFIED CBM BALLASTS. 


There is just one reason for this preference: 
CERTIFIED CBM BALLASTS assure more satisfactory and economical 


fluorescent lighting. 


Built to exacting specifications that provide the precise elec- 
trical needs of fluorescent lamps, and periodically checked 
by Electrical Testing Laboratories, Inc.,. CERTIFIED CBM 
BALLASTS are your assurance of: 


RATED LIGHT OUTPUT © RATED LAMP LIFE 
LONG BALLAST LIFE © TROUBLE-FREE OPERATION 
FREEDOM FROM NOISE 


. all contributing to better lighting, lower maintenance cost 


and more economical fluorescent operation. 


*Total ballast sales from Send for free booklet, 
U. S. Dept. of Commerce Why tt Pays to Use 
CERTIFIED CBM BALLAST CERTIFIED CBM BALLASTS 


sales from ETL reports in Fluorescent Lighting 
Fixtures 


RTIFIED BALLAST MANUFACTURERS 


2116 KEITH BUILDING - CLEVELAND 15, OHIO 


Seven of the country's leading manufacturers 
of ballasts make 

CERTIFIED CBM BALLASTS. 

Participation in CBM is open to any 
manufacturer who wishes to qualify 
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ready for immediate delivery! 


new 
money 
makers 


You can get excited about these new additions to the Globe lighting 
line. Designed for dining areas, they feature new approaches in 
finishes .. . construction . . . illumination. 

Specified in new construction, they make homes more salable. 

In remodeling, they'll clinch contracts. These outstanding lighting 
fixtures have “sell” and “satisfaction” built right into them. 

And you can have them immediately! Call for your Globe salesman. 
He will show you the complete new Spring line. 

IT'S EASIER TO SELL GLOBE THAN TO SELL AGAINST IT! 


Ready Now! New four-color brochure R-156 with Globe’s most popular numbers from our recent 
catalog. And—the new Globe Recessed Lighting Catalog showing many patented features. Write today! 


GLOBE LIGHTING PRODUCTS, INC., 1710 Flushing Ave., Bklyn. 37, N. Y. © Visit our showrooms; 16 E. 40 St., N. Y. 16 © Over 500 fixtures on display. 
‘FOR OVER A THIRD OF A CENTURY, PLANNED LIGHTING FOR BETTER LIVING"’ 
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has more of the features 
you want... 


more for you 


The O. Z. ShureLug is the newest 
addition to the complete 0. Z. 
line of electrical fittings; more 
proot of 0. Z.’s policy to make 
available dependable products 
at realistic prices. 


CAST (RON BOXES 
CABLE TCERMINATONS 
POWER CONNECTORS 


ELECTRICAL MANUFACTURING CO., INC. SOLOERLESS CONNECTORS 


GROUNDING OfVICES 


Q 262 BOND STREET + BROOKLYN 17, N.Y. CONDUIT FITTINGS 


Sales Office and Warehouse: 406 So. Cicero Avenue, Chicago 44, II!. * ESterbrook 9-0326 
Office and Factory: 749 Bryant Street, Son Francisco 7, Calif. * GArfield | 7846 
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ways easier sell because 


rte ways 


1 One-hand operation! 
A flick of your thumb 
changes the range. 


? You see only one scale 
at a time. Four current 
ranges, tivo voltage ranges. 


3 New magnified dial! 
Longer scale length. 


The New 
Amprobe 


Pointer-lock “freezes” 
needle at reading. Needle 
can be locked in place and 
read away from conductor. 


14 models to choose from. There's an Amprobe 
for every job and every budget — from 10 amps 
and 250 volts to 1200 amps and 600 volts AC. 
And from $19.85 to $67.50. Make sure you cash 
in on the continuous hard-sell advertising for 
the complete line. 


SNAP-AROUND VOLT-AMMETER 
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FOR 


GREATER AMPROBE VOLUME! 


4 WAY PROMOTIONAL PACKAGE! 


RS-1 “Lucky Combination” Sweepstakes This whole Sweepstakes package is yours 
brings the customers in! Watch them crowd with an introductory order for only 6 of 
your counter to try their luck at winning these new AMPROBE Model RS-1 testers 
these new AMPROBE Model RS-1 testers Here’s what you get: 


your 
COMBINATION 


Colorful Display with Free Amprobe and combination lock. The 
first customer to dial the right combination wins the RS-1! 


300 “Lucky Combination” Cards. 4 color picture post cards with a 
combination number on each to send to your customers 


Big Ads all about the RS-1 beamed at your customers! 


=< Extra Combination Cards for your counter 
Amprobe it 


RS-1 “LUCKY COMBINATION” PROFIT PACKAGE 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y 
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“COMPLETE F 


is communications 


You can rely on Sperti Faraday to speed the flow of goods and 
services in all stages of production and in all walks of life. Pio- 
neers in industrial, commercial and institutional signaling systems, 
Sperti Faraday precision engineered products meet today’s need 


for maximum efficiency in audible and visual communications. 


For information on how Sperti Faraday engineering can help 
increase efficiency while lowering your cost of communications, 
write to Sperti Faraday, Ine., Adrian, Mich. In Canada, write 
Sperti Faraday, Ltd., Montreal. 


From a whispering chime to a blasting 
horn, Sperti Faraday provides complete 
flexibility in audible signal to meet 
every need, Twelve different seund in 
struments fit the exclusive Uni-Paet 
adapter plate... as easy as plugging in 
an appliance You ean alway 5] look to 
Sperti Faraday for the latest develop 
meets in process control and protective 
signaling ystems to meet today's re 


quirements in commerce and industry. 
Inquire today about these Sperti 


Faraday engineered products. 


Annunciators * Door Openers 
* Transformers * Contact De- 
vices * Sirens ¢ Visicall ¢ 
e Synchronous Clocks Fire 
Adrian, Michigan Alarm Systems © Electric Clock 
Systems Freezer Alarms 

Offices in 36 principal cities in the U.S. A, and Canada Plugmaster Cord Sets. 


Designers and Producers of Visual and Audible Signals Since 1875 
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NEW 
| service entrance fitting 


STRONG, LIGHT 
NON-RUSTING ALUMINUM 
... WITH THESE 

NEW ADVANTAGES: 


Just Slip It Over 
Conduit... 
Tighten 2 Screws! 


Save Hours and 
Dollars on 
Every Installation! 


fitting nome te 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 


4 


Atlanta 69 Mills St., NW Dollas 1903 Griffin St Philadelphia 2014 Chancellor St. 

SALES OFFICES and Boston 49-51 DSt. Denver 1073 Galapago Pittsburgh 4830 McKnight Rood 

WAREHOUSE STOCKS 1528 Detroit 8319 Mack Ave San Francisco 714 Harrison St. 

Cincinnati 1031 Meta Drive los Angeles 412 Seaton Si Seattle 4130 First Ave., § 

SALES OFFICES  Saltimore 11 W. 25th St Kansas City, Mo 616 W. 26th St New York 600 W. 16160 S 
Columbus 390 McCoy St Minneapolis 826 Andrus Bidg 


Sales Offices and Warehouse Stocks throughout Canada 
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This Modern Building Has Life-time 
Wiring Protection -- Thanks to 


YOUNGSTOWN “BUCKEYE” CONDUIT 


First National Building, Tulsa, 
Okla. 
Owner: Fifth and Bosten Coerp., 
Tulsa, Okla. 
Architect Carson & Lundin, 
New York, N. Y. 
General Contracter: Manhattan 
Fifth and Boston Corporation's 
strikingly beautiful First Na- Electrical Contractor: Western 
Division of J. Livingsten Coe., 


Enameled Full Weight Rigid 

Steel Conduit exclusively, for 

protection of its all-important 

electrical wiring system 


Nationally-known building own- 
ers, leading contractors and pro- 
gressive architects realize that 
electrical systems that don’t 
function safely and efficiently 
are definitely a bad investment. 
So to guard against this costly 
condition they specify Youngs- 
town “Buckeye” Conduit for its 
long, trouble-free service life. 


“Buckeye” Conduit is easy to 
fabricate on the job—easy to 
fish wires through—and thor- 
oughly corrosion-resistant to 
damaging elements such as 
water, moisture, vapor, dust 
and dirt. 

Leading distributors in every in- 
dustrial and electrical market 
are ready to serve you quickly 
from their ample stocks. They’re 
as near as your phone-—-why not 
call today? 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 


ELECTRICAL WHOLESALING—March, 1957 


fee 

23 

| 

be 

& i 

i 
| 
: 
! 
ray 

i 

explosion-proof for use in = 


Morch, 


“How about the Burndy Connectors?” 


You get a call from one of your customers. He needs 
so and so many feet of wire; so and so many boxes, 
motor starters, switches; so and so many feet of 
conduit, That’s all? 


Not by a long shot! The easiest, most natural add-on 
sale in the business is a supply of Burndy Connec- 
tors! Quality of Burndy Connectors makes them a 
welcome suggestion to your customer — the wide 
scope of the Burndy line makes it a uniquely profit- 
able part of your sales picture. 


It’s good business to suggest 


1957—ELECTRICAL WHOLESALING 


So keep your own Burndy stock complete, and sug- 
gest Burndy Connectors every time you talk wire 
with your customers. It’s the smart way to build 
extra profits, BURNDY— Norwalk, Connect.; Toronto, 
New York, California, Toronto. 
Export: Philips Export Company. 


Canada, Factories: 


PS. Check your own atock now, The more 
complete it ia, the more you'll be able to sell! 


66-2 


... FIRST — for electrical connectors; tools; methods 


| 
EVERY TIME YOU SELL WIRE, SAY THESE WORDS FOR EXTRA PROFITS... ei) 
ae 
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BLACK 
FRICTION TAPE 


% INCH 


NO. 4 


CHASE & SONS inc 


New Saran Wrap’ packaging keeps every 


roll “factory fresh: adds new sales appeal 


Check these important advantages and see for your- 
self why Chase’s new “Fresh Approach” to electrical 
tape packaging means fewer storage problems for you 


. more satisfaction for your customers, 


Wrapped-in freshness! Because it has the lowest 
moisture vapor transmission rate of any transparent 
packaging material, Saran Wrap seals Chase Tapes 
against harmful moisture . . . helps to prevent peeling, 
drying out or raveling assures perfect adhesive 


qualities in every roll you sell. 


ow...it’s easy to see why 
CHASE TAPES stay fresher longer! 


Longer shelf life! Because Saran Wrap keeps every 
roll of Chase Tape fresher longer, it eliminates ordi- 
nary storage problems... permits full stocking to meet 


your customers’ complete requirements. 


Greater sales appeal! Sparkling, transparent 
Saran Wrap molds itself to every roll of Chase Tape 
to form a neat, eye-appealing package . adds new 


appeal to a sales-proven product. 


Cash in on these exclusive sales advantages now. 
Order a profit-making supply of fresher, faster-selling 
Chase Electrical Tapes today. Chase & Sons, Inc., 26 


Spruce Street, North Quincy, Mass. 


Trademark of The Dow Chemical Company for its vinylidene 


chloride copolymer film 


CABLE INSULATING TAPE + CABLE BINDING TAPE 
( HASE & SONS INC. ff CABLE JACKET TAPE + NEOPRENE SPLICING TAPE 


North Quincy, Massachusetts 


> FRICTION, RUBBER AND PLASTIC TAPE 


LAMINATED AND REINFORCED INSULATION 
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They're quite harmless, Jones... 
mild-tempered creatures who've never suffered 
the frustrations of buying electrical supplies direct. 


“Electrical Wholesaler Distribution reduces the Manufacturer's selling cost and thereby 
reduces the selling price of electrical supply material to the user. Therefore, our policy has 
been to distribute Thomas & Betts products exclusively through the Electrical Wholesaler.'’* 


LOOK FOR THIS SIGN — IT'S THE MARK OF AN AUTHORIZED T&B DISTRIBUTOR 


“Sas THE THOMAS & BETTS CO. 
INCORPORATED 
20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 
THOMAS & BETTS, LTD, MONTREAL, P. Q., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 18698 


*Quoted from the T & B Plan of Wholesaler 
Distribution. If you would like to know the 
complete story of the T & B Plan, write 
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ARCHITECT 
Pomerance and Breines 


ENG: NEERS 
Seeleye, Stevensor Volue and Knecht 


GENERAL CONTRACTORS 

H.R.H. Con:truction Corp 

ELECTRICAL CONTRACTOR 
E. J. Electrica, Instotlation Co 


ELECTRICAL DISTRIBUTOR 


Jos. Kurzon inc 


CRESCENT is the choice of leading architects, engineers and contractors 
for outstanding buildings becouse of its proven reputation for ease of 
installation, trouble-free service and DELIVERY ON SCHEDULE. 


CRESCEN 


Years 
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New Home 
for Army 


Service Records 


i This modern AG Record Center building* in 
St. Louis, Mo., is virtually an oversized glass 
ce filing cabinet. Housed here are service records of 
20,000,000 persons who have served in the Army 
ES or Air Force since the Civil War. 
: A dependable wiring system was an important 
part of the building’s specifications. That's 
why Phelps Dodge wire and cable was installed. 
ies On every wiring job, where top-quality materials, 
expert workmanship and experienced “‘know-how” \ 
ey are called for, it pays to rely on Phelps Dodge 
ed and your Phelps Dodge distributor! —-- 


*Joint General Contractors: Fruin-Colnon Contracting Co., 
% St. Louis, Mo., and Peter Kiewit Sons’ Co., Omaha, Neb., / 
; Electrical Contractor: Mack Electric Co., St. Louis, Mo. 


PHELPS DODGE COPPER PRODUCTS 


SALES OFFICES: Atlante, Birmingham, Alc., Boston, Buffalc harlotte, Chicago, Cincinnoti, Cleve- 
i land, Dallas, Detroit, Fort Wayne, Greensboro, N. C., Houston, Jacksonville, Kansas City, Mo., Los 
4 Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, Philedelphic, Pittsburgh, 
ha Portiand, Ore., Richmond, Rochester, N. Y., San Francisco, St. Louis, Seattle, Washington, D. C 
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Now, Advance Transformer Company brings you VISA-VOLT" 
. color coded fluorescent lamp ballasts for instant, positive 


‘away with uncertainties by clearly defining circuit voltage, line 
current, lamp current and other pertinent electrical data. VISA- 
VOLT" is your assurance that the correct ballast is being utilized 


in a specific lighting installation. 


/ 


These 
Colors 
instantly identify 
Your 
Advance 
Ballast 


Voltage 


Insist on VISA-VOLT" color coding and eliminate 
costly guess work in your next fluorescent lighting 
installation. VISA-VOLT' color panels are keyed 
YELLOW—118 VOLTS 
TAN—208 VOLTS 
GREEN—220 VOLTS 
ORANGE—236 VOLTS 
RED—277 VOLTS 

BLUE—464 VOLTS 
Start today to enjoy the mony advantages of Ad 
vance quality fluorescent lamp ballasts ballasts 
which provide longer life, quieter operation, higher 
light output, trouble free operation, CBM certifica 
tion . . . fluorescent lamp ballasts which are guar- 
anteed and continue to serve as “The Heart of the 


Lighting Industry"’ 


ned 


236 
\ voltage identification. VISA-VOLT', another first for the world’s 
\ Jargest exclusive manufacturer of fluorescent lamp ballasts, does 
4 
World's Lorgest Exclusive 
of 
Fiverescent Lomp Ballasts 2950 NO. WESTERN AVE CHICAGO 18, ML USA 
A er Compony 1957 
“ 


| by these colors 


instontly idoutiby 


your ADVANCE 
Bailast Voitage 


packaging 


buyer's guide 


cross reterence 
replacement guide 


UORESCENT LAMP BALLAST 
cross REFERENCE GUIDE 


nationwide 
service stocking 
distributor plan 


TRANSFORMER CO. 


2950 NO. WESTERN AVE CHICAGO 16, lL USA 


Through outstanding engineering develop 
ments and modern manufacturing facilities, 
ADVANCE TRANSFORMER COM 
PANY has become the world’s largest man- 
ufacturer devoted exclusively to the pro 
duction of quality fluorescent lamp ballasts 
These precision built, power regulating in- 
struments supply exacting amounts of elec 
trical energy for the efficient operation of 
all fluorescent lamps and are aptly called 
“THE HEART OF THE LIGHTING IN 
DUSTRY.” 


Continuing research and constant new de 
velopments in both engineering and manu 
facturing divisions have made possible the 
introduction of many new ballasts with ex 
clusive patented features. Thus, ADVANCE 
provides lighting equipment manufacturers, 
designers, architects, engineers, contractors 
and other fluorescent lamp ballast users the 
world’s most extensive line of fluorescent 
lamp ballasts. When you use ADVANCE, 
there is a ballast for every specific purpose 
never a need to compromise 


ADVANCE ballasts are listed by Under 
writers’ Laboratories, Inc., meet the Ca- 
nadian Standards Association requirements 
and many meet or exceed Certified Ballast 
Manufacturers’ specifications. Specify 
ADVANCE to be sure to get the ballasts with 
the “plus factors” that have built the world’s 
largest company devoted exclusively to the 
manufacture of fluorescent lamp ballasts. 


The Advance Transformer Company will 
replace, at no charge, any ADVANCE fluor 
escent lamp ballast which becomes inoper 
ative within two years from date of manu 
facture, provided the conditions of ballast 
operation have conformed to the company’s 
recommendations and the inoperative bal 
last is returned to an authorized ADVANCE 
Service-Stocking Distributor. 


For anyone who manufactures, specifies, in 
stalls or uses fluorescent lighting, ADVANCE 
TRANSFORMER COMPANY has pre 
pared helpful literature which will be sent 
without cost or obligation. You may receive 
a copy of one or all of these brochures by 
mailing the coupon below 


MAIL THIS NOW! 


ADVANCE TRANSFORMER CO. 
2950 No. Western Ave., Chicago 18, Illinois 


GENTLEMEN: Please send free literature 
indicated below 


| Buyer's Guide Service Stocking 
| Cross Reference Distributor Plan 
Guide 

Company 

Name 

Address 

City Zone State 


Printed in U.S.A 1-25.57 
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TIMES and TRENDS 


ow Diversified Are You? 


From American industry, diversification has evoked the sam response 
that tranquilizing drugs and antibiotics pulled trom the general public. There 
wasnt anything they couldn’t cure—from insomnia to athlete's foot 

Now, in a similar burst of enthusiasm, manufacturers have been rushing t 
diversity and compete on as many product fronts as possible. The decision 
to diversity, In many instances, seems to be tounded on the assumption that st 
will increase resistance to recession. To some observers, such a supposition 
is Often pure nonsense. While diversification can make sound sense, tr 
quently it will only magnify a company's vulnerability 

For the electrical wholesaler, too, diversification is something to adminis 
ter with caution, Yet our impression is that diversification by customers | 
a good medicine to take with respect to today’s conditions. And this is despit 
the fact that specialization by customers seems to be a long-term trend ot 
wholesaling. To be sure, there are some important advantages im Customer! 
specialization. But there are also some disadvantages—and they aren't get 
ting any smaller. 

Too much dependence on business trom larger electrical Contractors, for 
example, has always had its special pittalls—particularly today. Likewis 
too much dependence on one class of industrial customer can b« dang Prous 
Witness the up-and-down history of textile plants in New England and auto 
mobile plants in Detroit. When they go into a slump—or to use the cur 
rent cuphemism, a rolling readjustment—so do their wholesale supplier 

A realistic answer tor the wholesaler would seem to lie in broadening the 
customer base. But care should be taken not to diversity into Customer 
who might be affected by the same cycle as the basic source of business. In 
some areas, this is an almost impossible proposition because the regiona 
economy is dominated by one activity or another. But the one-crop or on 
industry cconomy 18 disappearing as the dispersal of all kinds of indust 
continues throughout all areas 

How diversified is the wholesaler’s business today? A study of how mors 
than 1,000 independent firms divided their sales two years ago reveals thi 
breakdown: 50.4 per cent to electrical contractors, 26.5 per cent to industrial 
19.8 per cent to dealers, and 3.5 per cent to utilities, REA co-ops, municipalitic 
An analysis by ELECTRICAL WHOLESALING of new information later thi 
year will furnish more up-to-date answers. [n the meantime, its our guess that 
the industrial component has increased 

This development is a natural one as industry contnues to 
plant capacity and create new markets for electrical maintenanc 
And as industry continues to expand and disperse many whotk 
the first time are finding the opportunity to develop industrial 
their doorsteps 

But wholesalers who are diversifying today are poing in other direction 
too. Some firms that have long emphasized service to industrials, for example 
are taking on residential lighting fixtures. One distributor, in particular, ha 
done a successful job of spreading his customer dependence. But for hin 
it was a case of diversify or die (page 75) 

For most wholesalers, the choice isn't so clear-cut or drastic. But tor 
diversification is certainly worth considering—caretully 


EDITOR 
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TROUBLESHOOTING 
Is My Specialty 


Here, in his own words, industrial sales manager Buddy Morrow of Bryant Supply 
Co., Inc., Gastonia, N.C., tells how a troubleshooter can increase profits for an 


electrical distribution business that specializes in motor control and drive sales. 


By Buddy 


TROUBLESHOOT my way to 
more and it. Why? 
Because it's quite profitable that 
And it’s not as tough as it looks 


sales 


way 
Help a customer solve an engineering 


problem, and he’s going to be your 


customer for a long time 
And there are plenty of engineering 


problems to be solved for customers in 


our area. A large part of our business 
about a third is with textile mills 

And that means the potential for sell 

ing industrial motors, controls and 

drives is very good 

e Hard Knocks —Specilically, my job 


iS assist & Customer or 4 prospect 


in solving a special problem involving 


larger electrical equipment. | am not a 


graduate engineer, but as far as | am 
concerned, the school of hard knocks 
und long experience are the best for 


mulas in learning about the business 


Often, Our own salesmen call me in 
to assist them in solving a customer's 
problem Ihe more solutions and 
recommendations we can give them, 


the greater the chances are for making 


future sales 
Motor control selling is” profitable 
only when salesmen with the proper 


knowledge can discuss it intelligently 
with a customer. You must b« 


sive and helpful when dealing with in 


progres 


dustrial customers. | can't always de 


pend on manufacturers’ representatives 


for assistance, since they may not be 
available when I need them. It is up 
to me to know my business and to 


know the various applications of in 
stallation of motor control equipment 


70 


Morrow as told to Robert S. Bush 


e Makes Recommendations—-In my 
job as troubleshooter, I first discuss the 
situation with industrial personnel to 
find they what the 
equipment is to be what 
difficulties they face with their present 
installation. With this information, I 
make recommendations, and if a cus 
seems interested, | will lay out 
at no expense to him 
men will 
machine is 


out what need, 


used for or 


tomer 
the job 
Plant maintenance often 
call to tell me that a not 
running right or that they want to vary 
the speed of the machine or make it 
more modern, Immediately, I try to 
remember where 4 similar problem has 
recommend a similar 
application for this situation. Some 
times, | will take a prospect to another 
plant to show him how his particular 
situation has been solved 
e The Package Sale—Alter | have 
looked over a particular situation and 
made recommendations, I aim for the 


occurred and 


package unit sale. My theory is that 
every machine must have one motor 
with its individual control. This is a 


complete unit, which includes the mo 
tor, its base and drive and all the neces 


sary controls. Other equipment that 
can be sold with the units includes 
breakers, fittings, wire, cable and con 
duit 


Although troubleshooting is my bus- 
iness, | never pass up the opportunity 
to make regular sales to prospects. | 
never ask industrial personnel if they 
want to buy anything. I always have 
some product to show them. 

I've also found there are a variety 


Turn to page 72 


of ways to obtain leads on products the 
prospect might use. For example, when 
[ am waiting in the reception office, | 
always look for calendars with prod- 
ucts listed on them 

Many times, I've noticed empty car- 
tons of the same products we handle 
When I mention this to the prospect, 
he often is delighted to know he can 
purchase the same thing from Bryant 
Supply, which might be closer and 
have better shipping schedules. 
e Service Important—-A_ well-stocked 
warehouse means little if service is not 
available. In my situation, I will plunge 
in to help overcome a problem whether 
or not | am assured the prospect will 
accept my suggestions and make his 
purchases from Bryant Supply. How- 
ever, | have found that if I assist with 
all the engineering details of anything 
concerning electricity or motion, I will 
usually get an order. But I always ask 
for it 

There is a lot of satisfaction in mak- 
ing a large sale. And with motor con- 
trols, there’s never a small sale. You 
have to keep on your toes as a trouble- 
but an honest customer will 
appreciate what you done for 
him, and will give you more business. 


shooter, 
have 


TROUBLESHOOTER Morrow 

one of 48 lint-free 
installed at 
To increase size of 


examines 
motors Belmont, 
N. C., plant 
package on spinning frame, he 
old and put 
units in Ya-hp frames 


10-hp motors 
same 7 


previous ly used 


for typical solutions to problems 
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Troubleshooting Is My Specialty (cont.) 


How Troublesh 


PROBLEM 


At Nationa Imont, 
examined chain dri "ial had been wearing 
ne t three month Robert Gardner. ove > f card r ry 


che partment, explained it wa impossit le lubricate drive 


SOLUTION 


Later Ac made howed Gardner 


do job He ex 


picture of timing belt 
ave to be lubricated 


plained that the timing 


and would last longer purchase 


tant general uper 
M. Smyre Manu 

facturing 1 N. ( wanted to 

eliminate V ad hafting and long 
leather 

motor 


machine 


SOLUTION 


Morrow | F soing fror 
grout dri ndividua drive thi 
nated Hers wre motor 

ndividual machine. In thi 

F the troubleshooter wa 

uade Whitner to install indi 


th combination line 
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Klis & Howard 
uses a register 


for customers... 


FILE is fed by salesmen. Here 
manager jack Rogers checks entry 


And a custom-built lading form 


(te 


ons 
ay 


NOT NEGOTIABLE 


. T FORM - OR 
STRAIGHT BILL OF Ch 


name OF 


Toronto 
(dane 


ELLIS & HOWARD LIMITED 


woytt 
We 


ou 
Metal 
| 


Cortes Heater Poste 


Cartan TY 


HOWARD LAMIEED 


WHOLESALING 
IN CANADA 


ORDER CLERK |fim Frasier, with Roger 


with file at elbow 


erow 


S A WHOLESALE firm grows, one 
A hefty problem is to keep internal 
operating methods up to date. What 
may have been a one-man operation 
now requires delegated authority—and 
organized, centralized information to 
make these jobs workable 

One of our cardinal rules is to pay 
attention to the little systems,” explains 
1. O. Mather, general manager of Fllis 
& Howard Ltd. “The better organized 
a job ts and the simpler it can be done, 
the better off the company is.’ 

One example of Ellis & Howard's 
little systems” is its Customer register 
(ahove) in its Toronto house. This file. 
based on information passed along by 
ulesmen, is kept in the office. All 
changes are made simultaneously on 
the firm’s addressograph plates 

Primarily the file is used for the pro 
cessing of invoices. The chief order 
clerk fills in, on the work ticket. the 
salesman’s code number, the number 
of invoices required by the customer 
how the order is to be shipped and 
pecial instructions such as tem 
porary specials, job number, credit 
tutus etc The clerk also doubk 
checks other information, such as 
treet and shipping addresses 

The same aim—simplicity—lies be 
hind Ellis & Howard's custom-built 
bill of lading form (left). All basic ma 
terials are listed on the form. The ship 
ping clerk then circles the appropriate 
package (carton, reel, etc.), fills in the 
number of packages and weight, marks 
other information—and the shipment 


ison the way 
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How do you whip a business 


downturn—and at the same 


time keep your traditional 


good reputation? Here, 


Howard Powell (right), pres- 
ident of Dyer-Clark Co.., 


Lawrence, Mass., tells how 


his old-line firm went 


towork .. 


Snapping Back from a Slump 


By Howard Powell as told to Durward Humes 


PROBLEM: Things were not going well back in 1953 when I took over the presidency of Dyer 


Clark Co, after my father’s death. | had become bossa boss with pressing and 
immediate problems. 

Fight large textile accounts had moved South, their plants empty for good o1 
closed “temporarily.” Lawrence had 12,000 unemployed. The consequent drop mn 


business and personal purchasing power deeply affected the entire town. Textiles 


had been our mainstay we were a strictly industrial house 
For Dyer-Clark, this meant a slump in business. Volume sagged in 1953~— the 


firm’s low point—-to 15 per cent below an already poor 1952. The net was down 


sharply, too. What was worse, there was no sien that the situation was about to 


improve. 


CHOICES: We in management knew that we could live a long time on our lines and our 


reputation. But obviously standing still is going backwards 
Then. too, there was a loyalty to tradition to traditional standards of lines 


and of service. And there were 17 employees most of them old-timers, who de 


pended on Dyer-Clark. This was more proof, if any were needed, that merely 


riding out the slump was no real answer 
We took a long look at the possible chose The ove rhead was pretty much 
set, so any move had to be an expansion cutting back on service ind fae ilities 


was not the Dyer-Clark way 
How about adding accounts? Definitels That's one way out of our industrial 


over emphasis: then. industrials furnished 9O pet cent of our volume. But which 
way do we turn? Biever contractors? Good possibility. They service industrials 
and our stock is set for them 


How about adding salesmen? An idea. but this won't pay off tor a vhile, Be 


sides, just what accounts are the additional salesmen going to sell? 


DECISIONS: We at Dyer-Clark looked over these md other objectively inal 


came up with some practi i| answers. (For these answers — what they 


were and how they worked out — turn page. ) 
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Back from a Slump (cont.) 


‘Take One Bite at a Time’ 


1. Healthier 


WE AT Dyer-Clark figured it wasn’t enough merely to add 
accounts to the books. New accounts had to be the type 
which would broaden our coverage—and, frankly, safe 
guard the firm against a repetition of this slump. We had 
to get more of our eggs into other equally good baskets 
This conclusion was the starting point for a close 
scrutiny of our customer rolls. New ideas were discussed 
right and left. There was only one broad axiom: don’t 
cheapen the firm 
Ihere was to be no leaning on lower quality, whether 
of customers or of goods, And there was to be nothing of 
the cut-price operation. What we were after, most impor 
tantly, was a more rounded business 
Of the alternatives, Dyer-Clark’s mahagement chose 
SALESMAN Arthur Morrison chats with buyer Pauline Beard two. We decided on a more concentrated sales effort in 
it Treat Hardware n *veral new Dyer-Clark customers the large contractor field, and we decided to try an 


2. Greater 


WE HAVE always been proud of the name lines we 
handle, and taking on additional lines—necessary to serve 
the hardware trade—-was not, to Dyer-Clark’s manage- 
ment, an easy decision. The main reason we didn’t go after 
the smaller contractor trade with a splash was the fact 
that these customers too often want the least expensive of 
materials 

But there was no escaping the need for an inexpensive 
wiring device line when calling on hardwares. So it was 
taken on—with recognition of the need for the distributor 
to keep pace with a wide range of customers and their pur 

chasing desires 
At the same time, Dyer-Clark took a hard look at its 
overall stocking and selling picture. We looked for and 
sident Powell (right) and jack took on a number of “exclusive” lines—lines where there 
good quality lines was a franchise arrangement, and where technical know- 


3. Increased 


PERHAPS the best way to obtain better sales coverage 
without adding salesmen—-is to add to the efficiency of 
the present sales stafl 
We at Dyer-Clark decided that our first’ step in this 
direction should be increased supervisory direction and 
control from management. We felt it was our job to help 
the salesmen get a better view of their individual accounts 
and how they tn turn related to the firm's sales picture 
This was our key idea. We decided against adding more 
salesmen. At the same time, we felt that our outside men 
could do an improved selling job, both with regular ac 
counts and with prospective accounts 
We began by cutting down on the relatively unprofitable 
lerntory in northern New Hampshire, and concentrating 
SUPERVISION elling is job of Powell (seated) an instead on areas closer to home base in Lawrence. 
ales manager (| ie Emm working with the field men As always, we took on problems in bite-size hunks, a 
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—That's a Dyer-Clark Rule 


diversification of accounts 


entirely new field, hardware stores 

Practical reasoning recommended more emphasis on 
contractors, We were equipped, in terms of warchouse 
stock and of sales experience, to handle new construction 
and industrial maintenance work. We were already serving 
a number of large contractor customers; what was needed 
was wider, more persistent cultivation 

This decision, in effect, was an extension of carlier 
policy. Contractors had not been cultivated simply be 
cause industrial business—-normally more profitable—had 
always sufficed. Now, taking care with extension of credit, 
Dvyer-Clark turned to contractors for more business——and 
soon got the volume to make it worthwhile 

rhe other decision—to strike out into the hardware field 

was not so easy to make. It meant, for one thing, more 
tocking of housewares, For another, hardware stores 


variety of lines 


how would pay off directly in larger sales and profits 

This type of product involves considerable investment 
both in stock and in selling time. Specialty lines such as 
limit switches sometimes turn over slowly in the beginning 
But they have a good profit potential and you are pro 
tected if you do a job with them. What's more, they offer 
salesmen a good talking point, opening the door tor 
expanded industrial sales 

[his approach, with its emphasis on engineering know 
how, found additional application in broader stocks of 
motor controls. Oil-tght pushbuttons were an example 
Previously they had been a direct shipment item; now 
with a sales push in the field, Dyer-Clark began to handle 
them out of stock. This increased the gross margin and 
added to our customer service 

Our study of lines didn't end there. We analyzed our 


demand lots of service (usually including pricing) during 
sales calls. While we always prided ourselves on service 
this gave the word a new dimension 

Most important, an inexpensive wiring device lin 
was required to properly sell this trade. This was a move 
which the company had always resisted, Now it seemed 
necessary if Dver-Clark were to round out tts business 

So this decision vas made (vee helow) ind today 
hardware accounts give us an important 5 per cent of our 
volume 

here's no doubt that we were too deeply committed 
to industrials, and that diversification was overdue, We 
feared this change. We saw changes in methods and in 
lines, and a cut in profits. We see now that this fear was 
unjustified—-that more types of accounts give you mor 


control over your hbusimess 


entire stocking poli ina ime up I ’ imple vet 
drastic, answers. We cut down of of duph 
cate items we were handling. W limun ome items 
and began to stock heavier inp othe ha on more 
knowledge of what customer ed at ustomer 
actually were buying 
Phe net result, not surprising 

per cent in our stock inventory 
wus, we were Sul vorthwhik 
service for a wider range « 

It ecms to u that 
literally tak inventor of 4 ntoy Hiabit TOW 
and stock piles up. Grood st ny po is to relate items 

irried closely to custom ‘ d to your firms di 
rection of growth Additional in tment ten more 


than worthwhile 


sales direction by management 


question at a time i customer at atime 

Where, we asked, ure our sales coming from? Where 
ure we being left out in the cold? Will some accounts de 
velop in time, or do they need a new approach? What 
about old industrial olid contractor new hardware 
stores’ What items do they need? What lype of services 

This 1s, of course, good theory. But during the slump 
we at Dyer-Clark for the first time began to apply this 
thinking where it Counts: with each salesman, customer by 
customer. George Emmott, our sales manager, and I sat 
down with each salesman, and analyzed where we stood 
and where we were going. This process continues 

The long-time schedule system for account sales calls 
was tightened, to get calls falling at the same time—and, 
we hope, the right time—each week. This system was 
formalized, too, with call report sheets which include 


March, 1957—ELECTRICAL WHOLESALING 


space for the 
about the ustornn 
These reports now 
must be in betor 
Thi 
dropping volur 
he didn't kine 
a econd 
makes two call 
mal 
We 
formed on what i 
ure getting th ip the iy method 
volved but it dow ‘ ont hat yong 
on in the field 
has, the better 


ivement 


How did the reorganization turn out? Turn page 


+ 
= 
he 
2 
ae 


Back from a Slump (cont.) 


BACK ORDER ||. ind expediting | vane db ohn Emmott COUNTER supervisor | Jack Raymond, shown working at desk 


4. More delegation of authority inside 


WE FEEL that it’s the small bites that get results. Try to a new file, with a man put in charge to keep after them 
recast a Company in One swoop, and you're liable to get This was the pattern; other changes followed naturally. 
into more difficulties than you can handle With customer approval, billing was moved to the 25th 

[his philosophy dictated what we have done in the past of the month, to relieve the paper-handling at the end of 
four years. Nowhere did we move more carefully than the month. Sales literature, which had been stored in this 
inside the house, on the double assumption that employees place and that, was organized so the salesmen could lay 
must know why something ts being done and then be given their hands on it easily 
time to adapt to the new routine An addressograph system was set up, to back the out 

Io our management, delegation of authority was para side salesmen in their search for a wider range of ac 
mount. This would relieve executives of the need to check counts and to stress our specialty items. The plates were 
routine matters, and give us more time to supervise sales, keyed by type of account, and we began to use mailings 
purchasing and stocking police on a regular basis 

We put an experienced man in charge of the counter Ihe counter—-important for good service and for a 
and the warehouse. A man upstairs took over ordering good impression——was painted. We also put up more 
and sales. A girl, with Dyer-Clark 11 years, was put in attractive displays and installed stools for customers. We 
charge of quotes and pricing. Back orders were set up in made a special effort to improve pickup service generally. 


Its the balance sheet which makes us happy. Take 1951-52 as a 
standard; it was our post-war highpoint. Yet, in 1953, volume was 
down 15 per cent. 

Since then, we've been on the way up. In 1955, after our reorgan- 

ization began to take effect, our volume was up over 30 per cent 
over L951. And 1956 showed another increase, up 20 per cent over 
Where Dyer-Clark 1955. 
But there’s another important factor: Lawrence, industrially 
Stands Today— speaking, is out of the doldrums. New plants have replaced the tex- 
tiles: Raytheon, Western Electric, General Shoe, Aveo, Sylvania, 
Atter the Slump General Tire. Today, business is booming. 

So a good deal of the credit for our upturn goes to the changed 
economic picture. To us, this is fine. In coming out of the slump, 


we increased our non-industrial business from 10 up to 25 per cent 
of our total volume—and gained efficiency in the process. 

Now we're better able to maintain older accounts, meet the de- 
mands of new customers —and keep growing. 
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WHOLESALING 
IN CANADA 


New-fangled department store? Community center? High school? No, it’s .. . 


A Warehouse—and Then Some 


That's a capsule description of the new |30,000-sq ft plant of Union 


Electric in Montreal. It combines good looks with latest facilities. 


COSPHIS OFFICE building, with 
warehouse in the rear 

: in Montreal. It is the prop 

erty of Electric Supply Co 
1td., a house specializing in the sale 
of electrical equipment of 
So begins an article on this 130,000 
sq ft Canadian wholesale plant in the 
French-language Architec 
It is unusual for such a publica 


IS Situated 
Union 


all types 


magazine 
ture 
tion to cover a wholesale house (and 
design 
both to 
Electric 


than just 


terms it 
then 
and to Union 


describe in glowing 


and its facilities)——but 
the architects 
management, this is “more 
warehouse 

e It's big—one of the largest elec 
trical wholesale plants in Canada. The 
and appliance distributing 
firm uses 130.000 sq ft 


other S0,000 sq ft 


supplies 
rents out an 


e It’s accessible—a big jump trom 


the firm's 75,000-sq ft location in the 


crowded downtown area. In the first 


Veal mainly because the house 


handy, counter volume jumped 50 ps 
cent 

e@ It was comparatively inexpensive 
Yet the archi 


tectural magazine refers to its Outsick 


only $5 a square loot 


good looks and to the “marvelously 
warehouse layout 

Investment The at 
build 


the magazine continuc 


functional 
© Publicity 
hitectural problem of such a 
ing ts linked 
to good advertising, the client seeing 


quite rightly that his building 1 


not only a commercial venture but 
investment in publicity. He 
to reflect the vitality 


his enterprise 


wants 
and progress of 

Union Electric's management agrees 
in full with this description. “It is an 
office and a warehouse,” says Melvin 
Naimer, 
who had a big hand in planning it 
But it’s also a symbol of the 
Wholesalers 


assistant managing director 


Com 


pany don't have to stay 


ln fact, it probably 


on the side street 
unwise to do so 


bacilities lnvestment Ihe build 


ing tront comes im three sections 


showroom, reception lobby and office 
Behind it is the 


and basement warchouse 


100 cars. Shipments are re 


areas sround-level 


and parking 
ypace for 
ceived at on ide of the warehouse 
other. Over 


blectri 


and go out the 100 people 
work at 


outside salesmen 
One of the 


non including 
prin ipal reason hor 
Union Electric's move trom downtown 
Montreal 
lack of 


warehousing and office 


to northwest was that com 


mon complaint for 
and for cus 
tomer parking for the counter 

‘We're 
Naimer says We've got the 


and to serve our cus 


set now to keep growing 


room to 
heavy 


well. In 


stock 


tomers terms of our volume 


gain last year lone, the move wa 


worth it.” 


For an inside look, turn page 


* 
0 
‘ 

Pins 


Union's House (cont.) 


There's Open Good Looks in Front... 


Showroom 


Office is divided into functional sections, without 


parti Ad Department fice area 
tions except for fficer and buyer In the foreground are Under the directior ¢ ff { varityper and 
the telephone men. with buy ottice in rear. Other *( 1 or printi [ epartment 
tron include inventory ’ |, billing voicing, credit 
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... And Careful Use of Space in Back 


a3 4 43384 


ah | 


Liv 


Bulk Warehouse 


Showroom Stage 
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Coffee Bar, 
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TIPS ON 


THE CODE 


Designed to 


help you backstop customers on .. . 


Article 220—Feeders 


Here is the background for two significant changes in requirements for computing 
size of feeder conductors — for fixed appliance loads and fluorescent lighting. 


HIS ARTICLE of the Code covers the 
requirements for computing the 
size of feeder conductors. Accord 
1953 edition of the Code 
a feeder is defined as follows 


ing to the 


Any conductors of a wiring system 
hetween the service equipment, or the 
venerator switchboard of an isolated 
plant, and the branch circuit over-cur 
rent device.’ 

This definition first appeared in the 
1937 
it has been 
Code, it 


obsolet 


and since 
removed 1956 
that it has become 


and does not 


edition of the Code 
from the 
appears 
accurately de 
seribe the function of a feeder as it ts 
applied today 

defini 
Ameri 
Electrical 


In the absence of any new 


tion the Code refers us to the 
can Standard Definitions of 
lerms, ASA C-42 


Dissimilar Loads 


One of the significant 


the 1956 Code concerns Section 


revisions in 
2203 
c. This section covers the calculation 
of the fixed appliance load in determin 
Under this 
section a new sentence has been added 
as follows: 

“In adding the branch circuit loads 
to determine the load, the 
smaller of the dissimilar 


ing the size of a feeder 


feeder 
two loads 
may be omitted from the total where it 
is unlikely that both of the loads, such 
as an electric heating load and an air 
load, will 


serve at any time 


’4 hour period.” 


cooling 
during any 

The supporting 
that 
justification for providing feeder capac 
itv for the 


comment main 


tamed there is no engineering 


sum of loads which do 
not operate at the same time 

evident, however, that 
the 24 hour limitation in some areas of 
our country is too restrictive. Texas 
was mentioned as an area where wide 


countered, 


It appears 


ambient temperatures are en 
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We have endeavored to clarify the 
importance of this factor through Fig 
No. |, which illustrates how the rule 
applies to an actual installation and the 
need for consideration of wide varia- 
tions in daily ambient temperatures. If 
this factor 1s not seriously considered, 


service interruption may be expected 


Sec. 2203-g: Neutral Feeder Load 


According to this section of the 
1953 and 1956 Code, a 70 per cent 
demand factor may be applied to that 
unbalanced neutral 
which 200 am 


1956 revision places a 


portion of the 
feeder load exceeds 
peres \ 
restriction on this rule as follows 
where the 
sists of SO per cent or more of electric 
discharge lamp ballasts, there shall be 
no reduction in size of the neutral con- 


size of the phase 


new 


In a teeder load con 


ductor below the 


conductors.’ 


Supporting Comment 


During the past few years, the at 
industry has been di- 
rected to the abnormal heating of neu- 
tral feeder conductors used as circuits, 
or in equipment where a 70 per cent 
demand factor was applied 


tention of our 


This was noted particularly where 
4 wire wye systems were 
involved and fluorescent fixtures were 


three phase 


connected between phase and neutral 
of such systems 

When equal loads are balanced over 
a 3 phase, 4 wire, wye system, the neu 
tral ordinarily carries little, if any cur 
rent 

As a result, it was difficult to under 
conductors 
were Carrying a current approximately 
the same as the phase current 

An investigation revealed the 
that fluorescent lights 
their arc discharge—and more impor- 
tant, because of the and 


stand why such neutral 


fact 
because of 


capacitors 


with them, draw 


third harmonic current 


ballasts used may 

These currents are not a problem 
in the phase conductors since the fun- 
damental and third harmonic currents 
add as the square root of the sum of 
the squares 

Therefore, a 30 per cent third-har 
increases the total 
However! 
when the lights are connected in wye 
as on a 480 Y/277 or 208 Y/120 


volt system 


monic current only 
current about 4.5 per cent 


the harmonic currents add 
and can be 
magnitude to cause con 


in the neutral conductor 
of sufficient 
cern 
Experience shows that on a 100 per 
fluorescent lighting service, the 
third harmonic content may be 30 per 
cent in the phase conductors and 90 


cent 


per cent in the neutral conductor. 

For this reason, feeder circuits sers 
lights predominantly 
a neutral conductor rated 


ing fluorescent 
should have 
100 per cent of the lighting load. Fig 
No. 2 illustrates the characteristics of 
4 wire wye systems and also 
clarifies. the ot this 
Code requirement (A) and (B) 


3 phase 


provisions new 


Significance to Salesmen 


indicates 


Actual 
many 


field experience 
wiring designs where this factor 
was not recognized and costly replace 
ment was essential to eliminate the 
resulting detective conditions 

Ihe wholesaler salesman may play 
advising all 


significance 


an important role by 


parties concerned of the 
of the new provision 

Ihe rule apphes not only to the neu 
conductors but also the 
equipment that protects 
Field) experience shows that 
busways often have a neutral bus 50 
per cent of the phase bus 

When ballast loading is involved 
as covered by the new rule—such 
neutrals must be 100 per cent. Switch 


tral feeder 
controls or 


same 
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NO. 3 in a series by B. A. McDonald 


NOTED AUTHORITY ON THE CODE 


ILLUSTRATIONS AT RIGHT: Fig. No. | 


is an example of a special provision made 
p 


for cases where feeder capacity does not 


cover all loads which may occur simul- 
‘ taneously. Fig. No. 2 is a_ four-part 
jiagram of reasons for a new restriction 


with regard to neutral feeder load 


How Sec. 2203-e. Applies to Actual Installation 


‘eede 


gear is likewise involved since it is 
ordinary practice to have a partially 
rated neutral bus bar and a special re- 
quest must be made to obtain a large 
neutral bus in the switchgea 
It therefore is important to the 
wholesaler, engineer, contractor and 
the wireman that this new Code pro- 
vision be satisfied if we desire to 
eliminate a hazard and a costly future 
replacement 
Since our comment concerns neutral 
currents in 3 phase, 4 wire wye sys- 
tems, we have included in Fig. No. 2 
(C) a wiring diagram showing the 
neutral current when only two phases 
of the 3 phase system are used. This 
condition occurs when three wire 
branches are taken from a 3 phase, 4 
wire branch circuit 
It also may occur on old installa 
tions where the service is changed to 3 
phase, 4 wire wye, and the old 3 
wire feeders are connected to two 
phases and the neutral of the new sys- 
tem 
Under such conditions the so-called 
neutral is not a neutral conductor, 
since it becomes neutral only when the 
three phases are used 
. We have also shown the effect of 
power factor on neutral current. Fig 
No. 2 (D). This factor is most signif- 
icant when two of the three phases are 
» in use, and it undoubtedly is one rea- 
son for abnormal neutral currents 
noted on field installations 


COMING NEXT MONTH: 
Article 230—Services—Covers 
significance of the 100-amp, 3- 
wire service minimum recom- 
mendation, its influence on wir- 
ing design, new wiring methods, 
und the distributor salesman’s 
responsibility and opportunity 
for clarifying the recommenda- 
tion for contractors. 
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Here are one distributor's . . . 


Eight Big Steps to 


Program for selling-up home market 


1. Analyze ills afflicting residential lighting sales 


Three years ago, Kockland Electric and Supply Corp. 
of Nanuet, N. Y 
with ills afflicting its residential lighting fixture sales 

Iwo major problems hindering the successful sale of 


was plagued-——as are most distributors 


fixtures involved the electrical contractor and the dis 
count system 

“The trouble with the contractor was that he seemed 
lo want percentage points in his pocket instead of pro 
fits,” says Henry Ferrando, sales manager and lighting 
consultant. “The contractor just wouldn't take advantage 
of selling up lighting 

‘He would not bring or send customers in to pick out 
fixtures. He would not try to talk his customers into 
spending over the allowance for lighting. And whether 
he realized it or not, he was making less profit by not 
putting a little effort in his sales approach.’ 
e Discounts a second problem — dis 


2. Consider ways to remedy the situation 


Henry Ferrando (left) and Jack Ruderman discuss remedies. 


counts to contractors and their customers——also proved a 
drawback in lighting sales 

Before Rockland Electric moved to its new location last 
fall from Pearl River, N. Y., the discount policy pro 
vided for a one-third discount to contractors’ customers 
and a 25 per cent discount to the contractor 

Ferrando explains that every customer who walked 
into the showroom could not be served immediately. After 
looking at the high prices of fixtures without having 
an explanation of how much they would get “off,” the 
customer usually became scared and walked out without 
waiting to be served 

“No wonder we were losing business,” the lighting con 
sultant says. “Even though the contractor would send a 
customer in to make a selection of fixtures, the customer 
would often leave before we could explain our system 
to him.’ 


For many months, Ferrando and President Jack Ruder- 
man discussed ways of remedying the frustrating situa 
tion. They had meetings with their sales force to discuss 
the headache; they called in their contractor-customers to 
urge them to send in more customers or to bring them 
in 
e An Uphill Battle [hey asked the contractors to ex- 
plain the discount system to their customers before send 
ing them in; they met with contractors’ groups to explain 
how more residential lighting sales would mean more 
profit tor everyone. But nothing seemed to work 

“It was an uphill battle,” Ferrando explains. “Every 
thing seemed to work against us. We just couldn't get 
the contractor interested in selling up and thereby boost 
ing his own profits 

Then, when the problem reached the point of almost 
no return, Ferrando and Ruderman hit on a plan for not 
only revitalizing lighting sales, but for boosting supplies 
sales at the same time 


3. Develop a plan for solution 


Why not sell for the contractor, Ferrando thought? 
He believed that if he could convince the contractor that 
a trained salesman could give invaluable assistance in 
making sales, many of the problems of merchandising 
lighting would be solved 

Ihe plan stressed to the contractor the importance 
of allowing Ferrando or a member of his staff to accom 
pany him on a job and present the sales talk to the builder. 


84 


Ihe lighting consultant believed that if he were allowed 
to explain the value of good lighting to prospects, he 
also could be of tremendous help in building the size of 
the wiring work 

@ Less Work for Profits—1n this new approach to the 
contractor, Ferrando attempted to show that the con 
tractor would do little of the selling, but would come in 
for more profits 
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Residential Lighting Success 


boosts fixture-supplies sales 20 to 50 per cent per house 


This plan was more successful, and was put to the test 
with Valley Electric Co., of Ramsey, N. J. Despite the 
abundance of work in northeastern New Jersey, wiring 
specialists John Graham and Arthur Trifilio found that 
their profits remained low. Most of their work was being 
done at cost 

Although they attempted to sell builders on adequate 
wiring in homes, they seemed to get no place. While try 
ing, however, they did discover that builders usually were 
in favor of electrical devices which could be demonstrated 
to the public to create a buying urge 

That's when the plan really caught on,” Ferrando 
says. “When the two contractors were called in for a 
small wiring job at a large night club-restaurant in their 
area, they saw the potential of a large selling job. They 
decided to ask for my assistance in doing a complete 
selling job, and our program got its start.” 

e Sells More Lighting—At first, the owner of the restau 
rant was interested only in outside lighting. The contrac 
tors had been asked to install only two high hats 


4. Sell the plan to home project builders 


In the above case, the contractor realized a healthy prof- 
it from additional work. So did Rockland Electric 
From that time, word among contractors spread, and 
Ferrando and his assistants were called in more often to 
do the actual selling job for contractors. Valley Electric 
has continually stressed the importance to other contrac 
tors of teaming up with a distributor in making the extra 
sales that count 
e Building Boom Hits 
direction. Then, the residential building boom hit in the 


[his was a start in the right 


area surrounding Rockland. Why not carry the program 
into the home market, Ferrando decided. The program 
would be similar, would stress the importance of proper 
lighting, adequate wiring and at the same time protect 
the contractor when sales were made 

“We wanted to be more than a five-and-dime store 
Ferrando says. “That's why we went directly to the 
builder We knew we could do a good selling job and at 
the same time protect the contractor 

“We believed that if we could get our fixtures in a 
model home, we would not only be helping the builde: 
sell his homes, but would be helping the contractor make 
more profit in additional wiring along with better lighting 

“In this modern age, a wholesaler must be a servicing 
selling organization. A firm should push items, and sell 
up and emphasize package units. Bread and butter items 
are good, but they don’t make more profit 
e Sees Builder Fast-—In his program, Ferrando sees a 
builder as soon as possible before the model home at a 
project is set up. Ip these interviews, the salesman at 
tempts to sell the builder on the idea of a package deal 


instead of trying to sell only a few fixtures 
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After stressing the importance of proper lighting, Fer 
rando discovered the owner was interested in having light 
ing that would suit all occasions in the restaurant: For 
banquets, he wanted bright lighting; for the cocktail hour, 
he was interested in subdued lighting 

That's when Ferrando put his selling know-how and 
knowledge of products to use. As he saw it, dimmers 
were the answer. And that is what he stressed to the owne! 
By demonstrating how dimmers could control the light 
ing down to practically nothing or bring it up to full 
power, Ferrando convinced the owner of its practicality 
And he made a sale 
e Additional Sales——In addition, Ferrando was able to 
talk the owner into relighting and rewiring the entire 
establishment, As another measure of his job of selling-up 
five high hats were installed outside instead of the original 
Iwo 

“Instead of winding up with a small or no profit on 
this job,” Ferrando states, “the contractors walked out 
with an order which netted them about $1,000 


Ferrando tells plan to builder William Hyland 


Along with this approach, Ferrando stresses the im 


portance of adequate wiring, dimmer iuAthary heating 


units in the bath rooms and of fans in the atti 
Ihe important part of the plan-—which has worked 
successfully is this: If a builder agre to send at least 
per cent ol the home buyers into Rockland to make 
fixture selections, Rockland will provide the fixtures for 
the model home -tree. To stimulate consumer interest 
the builder also must mention Rockland in at least on 


uivertisement about the project 


1 

o ys 
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Eight Big Steps (cont.) 


The woman is the buyer of the home,” Ferrando ex 

plains Ihe man merely pays all the bills. The woman 

will be impressed with good lighting and will be more 

inclined to purchase the home which, although it may 
ost $200 more, will be more attractively lighted 

Ihe woman believes that good lighting adds to the 

all decorative scheme of her home. [hats why we 

to the builder that this ttem should not be over 


5. Do the selling job for the contractor 


Once contractors realized they could rely on Rockland 
to do a good selling job for them, they began asking 
berrando and his associates to take over the task of 
talking with the builders 
Supplied Fixtures Free lo dat 
pled fixtures free for model homes in two projects, One 
is the Briar Hill project of medium-priced homes in Al 
lendale, N. J., and the other ts at the Ramapo Hills project 
im Suffern, N.Y 

One si to a builder leads to another 

I hi the plan. We make an investment, and the 


Ferrando has sup 


berrando say 


esults are profitabl 

What are a few invested dollars when the return 1 
o profitable? Our theory is not to get a volume of house 
tor which to install fixtures, but to get as much out of 
each house as possible 

berrando imsists that the builder send a buyer into 
Rockland Electric & Supply 
personally. He beheves that even though a family may 


want the same fixtures they see in the model home, the, 


showroom to choose fixtures 


will invariably walk into the showroom and see something 
different. and more expensive that they like 


e Can Boost Sales Ihe salesman ciscusses home cec 


oration plans with the buyer, and attempts to tailor the 


fixture needs around the decoration scheme before he 
shows any fixtures. Normally, if the builder sends a cus 
tomer in, Ferrando says he is now able to boost the sale 
to an average of $200 per house. Belore the program 
was put into effect, the average saie was $30 per house 

Ferrando stresses that his salesmen all have a basic plan 
for selling residential fixtures 

“When the selling plan is consistent he says, “any 
salesman can continue a sales talk if another man is 
interrupted while talking with a customer 

Ferrando says he never attempts to sell a low-priced 
fixture first. He adds that it ts possible to start at the top 
and come down in selling, but that if he tries to sell a low 
priced fixture first, the customer will not be interested in 
anything more expensive 


looked—that it will pay him to provide for more fixtures 


in his project 

“The builder who allows only $50 for fixtures has 
nothing to show for his efforts. The builder who has 
allowed $200 or more for fixtures has good lighting and 
can point out the attractive and functional effects of 
lighting. In any phase of selling, the more you have to 
talk about, the better selling job you can make of it 


Ferrando estimates job cost at site. 


e Holds Meetings— Normally, Ferrando holds meetings 
for his salesmen weekly. At these, he stresses how to lay 
out lighting jobs, and discusses methods of selling more 
lighting to the builder 
The whole secret to selling up ts to teach each sales 

man how to be a lighting expert. It gives them confidence 
in what they sare saying 

At all times, Ferrando stresses to the builder that even 
though he may make the sale, the electrical contractor 
must be protected. In this way, the contractor not only 
makes more profit on the fixture sales, but usually makes 
a better profit on additional wiring 


6. Improve prestige with move 


Rockland Electric found its prestige increased greatly 
when it moved to a new location last fall. One of the 
features ts a large showroom in the front of the building 

fo break up the monotony of a flat ceiling, groups of 
hatures are displayed on different levels. A flexible and 
acoustical ceiling permits the installation of displays on 
any area. Fixtures can be removed without exposing out 
lets or wires 
e Showroom Divided 
showroom is high to show decorator pieces for institu 


The ceiling in the center of the 


tional lighting. On one side are traditional and colonial 
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fixtures; on the other are modern displays. A table is 
placed at one end of the showroom where the lighting 
salesmen can discuss needs with customers 

For the convenience of engineers and architects, a 
separate display of industrial and commercial fixtures is 
provided. Ferrando says that most of these types have 
been sold from a catalog. Now, however, a complete line 
can be shown to the technical customer 
e A Separate Display Fach office of the new supply 
house is intended as a separate lighting display room 
President Ruderman’s office, for instance, is equipped with 
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recessed, two-sq ft units supplemented with a decorative 
nxture hanging over the desk to show two forms of light 
ing 

In the purchasing office typical surtace-type, two light 
40-louvered commercial fixtures are displayed. Here 
dividual switches control three rows of light to illustr: 
the densities. An all-electric ceiling is found in the 
counting office. This shows how shadow-free light can he 
maintained, and illustrates to the customer the decorative 
effect of the lighting 

Since he initiated his selling program to the contractor 
and builder, Ferrando say lighting sales have almost 
doubled. By stressing the package unit, supplies sales also 
have almost doubled. At present, Ferrando estimates a 
0 to SO per cent increase in fixtures and supplies sold 
for each home 

He explains it takes cooperation among the distributor 
contractor and home builder ind much time and ettort 
on the part of the distributor—to put across the idea of 
the package sale. But once the idea i 
used continually, he adds 


iccepted 


7. Increase supplies sales 


Showroom covers entire front of new supply house. 


“We increase our supply business indirectly by selling 
a better house of fixtures Ferrando explains Mor 
fixtures mean better wiring. An adequately wired house 
means more supplies going into it such as touch plat 
dimmers, more outlets and switches, et 
e Contractor Benefits We found we sold all of thes 
extras in our two large building projects, and the profit 
was good. The contractor gets a better contract for each 
home, and where he formerly got only about $150 for 
wiring a house. he now gets $200 to $250 for the addi 
tional work 

Ihe entire program is tled in with the 
Ferrando says. He adds that the package sale promotes 
more business tor the distributor and contractor, and 
zives the builder a more attractive and salable home 
package 

It's amazing how people react better electrical 
living,” he adds. “They can actually see how better lighting 
can add to the quality of their home, but most do not 
realize the great potential ol adequately wired homes 
until they see and are told of the benefits which can 
derived trom it. It take i lot of selling eflort to convin 
them, but they’! old on the result 


8. Start a new discount system 


Contractor, home-owner and salesman check supplies sold 


One other step involving discounts was initiated to 
stimulate sales when the firm w moved from its old 
location in Pearl River 

“Something had to be done about the discount 
Ferrando explains, “so we took the fatal plunge 
knocked the one-third discount to the consumer off 
price of fixtures and movec pr at 
up. This still protects the contractor for 
discount. The customer ‘ list 
contractor 1s still protected 
e Price on lag The salesman explain that mow, the 
selling price is right on the tag. By doing away with th 
high list price, Ferrando has found that there have been 
no repercussions ind that t | \ i be 
customers’ mouths 


“The average person g io with the 
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elling price veryl y they would rather 
go along with a | } " price on the tag 
id of fantast here , dont understand 
ount ysien too intelligent 

flor the ) ry ‘ \ yone 1 

itisfied with the system 

e Plan Successful 
the point where contract will come to h ind ask him 
to do the selling b for them. He bi ! hat builder 


ilso call on him t in on! | ostalling fix 


Ferrando } reached 


tures free in the mod hom 


We're going to mtinue and add elling-up 
program, Ferrando i It has not onl heen profitable 
lo us, but ha oly i headaches. In addition, 
the contractor mak we profit and the builder is able 


horn vo is happy 


Mage 
: 
hy 
= 
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INDUSTRY-WIDE PROGRAMS 


Start with CLP training courses . . . Then add in lighting clinics for retailers 


They Pre-Sell Retail Lighting 


SAN FRANCISCO 
on the Certified 
comes from the promotional followup. 
CLP classes on selling and design are 


Ihe pay-oll 


Lighting Program 


only the beginning 
This second sales phase is now in 


full-swing in northern Calitornia, 
where all industry groups have teamed 
to do the job. Taking advantage of the 
annual merchandising markets meet 


ing here, the industry ts presenting 


lighting clinics aimed at retail store 
managers and buyers 

The clinics, sponsored by the North 
Flectrical Bureau, go 


advantages of 


ern California 
heyond showing the 
using the right light to display retail 
They tie directly into CLP 
through lists of local contractors who 
taken the and 
help the 


goods 


have training course 


who can retatler with his 
lighting problems 

This year’s main clinics went 

e From Jan. 6-9: Men's Apparel 
Club of California (CALMAC). At 
tendance the first day ran 131 retailers, 
and groups continued to vather during 
the show 

@ From Jan. 13-16: Women’s Ap 
parel Week Stuged by the West Coast 
Salesmen’s Association 
Feb. 4-8: Western Mer 
chandise Mart, featuring furniture, 
housewares and appliances. The Mart 
itself 13,000) invitations to 


visil 


e From 


sent out 
the show 
others at local 


use Pacific 


These clinics and 
shows throughout the year 
Gias & Electric Co. displays, plus light 
ing equipment furnished by manufac 


turers 


e System— Ihe clinic guest 
for the clinic 
He then sips coffee while be 
ing shown three 


they look under different lighting sys 


registers 
under a luminous ceiling 
display 
identical displays as 
tems. Other elements include a demon 
tration of the use of luminous back 


grounds to counter daylight reflections 
in Show windows and of exterior light 
ine and signs 

lic-in with CLP is made throughout 
the chime by mention of the program 
ind by signs inviting retailers to utilize 
distributor and contractor graduates of 
the training course At conclusion of 
viven lists of CLP 


Cahtornia 


the clinic, guests are 


contractors in Varhous 


town Clinic registration lists are 
passed along to PG&E lighting men 
vho encourage local followup by dis 
ind contractors 

Ihe Bureau, prior to the three win 
sent invitations to attend to 
and to local 
distributor 


tributors 


ter clinics 
all CLP course graduates 
distributors. One 
San 
caravan to see the 
e Training | he 
the first groups 
CLP to work 

mented by an 
lanted to 


custome! 


group, 


from. the Jose area, Came in a 
clinic 
Bureau 


in the country 


was among 
to put 
comple 


program 


Iwo courses 
advertising 
commercial 
offered in larger 


industrial and 


Continued on page 118 
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Camera’s-eye view on entering Independent Electric Supply Co., Charlotte, N. C. 


FROM LOCKNUTS TO PANELS 


All the Walls 


Four alive-with-supplies walls are literally the foundation of one 
wholesaler's thriving counter business, which is backed up with a 


tailor-made catalog system and a movement-keyed stocking set-up 


For the one-two-three of Independent's program, turn 
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It’s All on the Walls (cont.) 


The One-Two-Three of Independent's 


WALL DISPLAY 
clude tool 


} 


ONE: Complete Display 


A LONIOQUE method of serving the contractor has pro 
duced plenty of bread-and-butter profits for Indepen 
dent Electric Supply Co., of Charlotte, N. ¢ 

The foundation of the three-point system is based on 
the elaborate wall displays in the counter area. Literally 
the four walls are covered with ttems ranging from lock 
nuts to panels. And the displays include all sizes of the 
items avathabl 

Ihe main purpose of these displays is to give the con 
tractor an opportunity to see exactly what he wants,” 
savs James J. Cardo, sales manager Many of our cus 
tomers do not know the technical names or the manu 
facturers’ Catalog numbers of items they want. They just 
know what they want by sight 
e Numbers System—For his own convenience, Cardo 
has devised a system of catalog numbers which he posts 
under each ttem, He explains that “this is easier because 
everyone would have to be an expert to figure out what 
manulaucturers numbers mean 

bach different item has been given a code letter. For 
imstance, the letter “V"° means fixtures; the letter “S” is 
for safety boxes I” stands for devices, and “X” ts the 
code letter tor explosion-proot fittings 

Ihe sales manager explains that the code letters were 
not intended to correspond with the first letter of the item 
but were just “pulled out of the air’ as a designating letter 

Ihe display system saves time for contractors who 

otherwise would have to desertbe the ttem they wanted,’ 


Curdo says Their time is valuable, and it is our duty to 


90 


SWITCHES are f rdi : the front of the 


md tir the itt A re ‘ ng wder 


get them out as fast as possible. Now, all they have to do 
is find the item they want on the wall, and then give us 
the code letter and number Ihe procedure is easter for 
us und faster tor the Customer 
e Must Know Products — Cardo says that occasionally, 
customers will ask for an item by giving the manufacturer's 
catalog number. When this happens, he and his counter 
salesmen must know the product well enough to be able 
tO relate it to their own catalog number 

\ daily check on some items is made to make certain 
all products on display are in stock. The sales manage 
explains that it is irritating to a customer to ask for items 
he sees on display and then be told they are not in siock 

We atiempt to keep our wall displays as complete as 
possible Cardo sa Sometim« when the stock of a 
particular item depleted, we will sell the item on the 
wall-——but only as an emerg measure. Our purpose in 
tuking a daily inventory | revent such occurrences.” 
e System Beneficial — [hy 
line of items was started many years ago to encourage and 
deve lop the contractor Tar Independent Electric Sup- 
ply has no outside salesmen, and depends largely on the 


system of displaying a complete 


walk-in trade ved by counter salesmen 

Since the program is initiated, we have developed a 
olid contractor busin Cardo says The customer 
knows he can walk in and, with a minimum of effort. find 
exactly what he need vith litthe or no he Ip C ontractors 
like the system and know our catalog numbers bette 


than those of the manufactures 
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TWO: Correlated Cataloging 


HE second phase of Independent's successful method 


of serving the contractor consists of a catalog which 
includes code numbers corresponding to the number 
under each item displayed on the walls 
This is the ‘bible’ for the company and for our pro 
vram, Cardo says. “It not only includes our code num 
bers, but the trade price, description of each item, carton 
quantity and picture of the item 
e Everything Listed— Ihe catalog is revised daily. As 
new items are received, entries are made. Whats more 
vhen stock is depleted, the fact is noted, so the catalog 
also serves as a daily purchasing guide 
Cardo explains that every attempt is made to keep all 
products listed in the catalog that are in stock. As soon 
is the customer asks for a specific item, a salesman looks 
for it in the catalog. If it is listed, he ts almost sure it is in 
stock. After he gives the order to the warehouseman, he 
writes the order, getting information trom the catalog 
Unhke manufacturers’ catalogs in which prices are fig 
ured various ways, Cardo says all prices in his catalog are 
arrived at by the same method 
All prices of items are worked down to our single 
basis, Cardo explains. “The one-price policy is easier for 


us, and prevents a lot of confusion for everyone 


THREE: Movement-Keyed Stocking 


S a final step in serving the contractor, catalog num 
bers corresponding to those in the catalog are placed 

on materials in the warehouse 
By this method, 4 warehouseman does not necessarils 
have to know what the product is. He merely has to know 
find the code number 
e Numbers Helpful Cardo says that this is a good way 


on what floor t 


for a warehouseman to learn various items without wast 
ing time filling the order 

On one particular floor, space ts reserved for pickup 
orders. When the customer comes in, his name is checked 
on the invow for the code number of the order. The 
warehouseman then vets the box of suppl s which has the 
corresponding number on it 

Another warehousing service involves cut wire. No odd 
ke ngths are discarded. They are pl iced in bins, and the 
and length are recorded on a blackboard nearby I he n 


whenever a customer asks for a short piece of wire th 
blackboard is checked to see if length suiting his n 
iVatlabl 
As a time-saver. an intercommunications telephon 


tem recently was installed at Independent. Now, when 
customer comes in to place an order, it is relayed by the 
counterman to a warechouseman at the rear of the building 

While the order heing = filled the counterman 
writes up the invoice checking the catalog tor price 
After the items have been delivered to the ounter area 
they are checked against the invoice 

Our main concern at Independent is to give th 
tractor good service Cardo says Whatever i! 


to benefit him will also benefit u 
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THE SALESMAN’S TECHNICAL NOTES 


TYPICAL 
SCREW- IN 
TYDE 

| LAMPHOLDER 
cieats | ASSEMBLY 


KNOBS 


INSULATING 
HOUSING 


KNOB AND TUBE WIRING /s wsed’ FLUTED-CATCH 


fou cost ort farrns BRASS 
es, residences, where SHELL 
mitted by foca/ codes. 


TO 


LOW-VOLTAGE CONTROL 


perm ts © operanhon 
or OF outlets. ph ny 
yuumber of points with- 
SWITCH Our 3- ard 4-way 
2 switches. 


LINE- centre 


VOLTAGE 
WIRING 


RELAY 


LOW- VOLTAGE Switthes operate relays, which che Ss 
WIRING jine- voltage YS ourlers. 


low-vo/fage curren? be 
SWITCHES by ra/ 
aS show? Potted OF 
? Frarstormer ria ty be 
MOMENTARY with each relay. 
CONTACT 
SWITCHES 


Suaitches / contro! lamp / 
Switches 2 Contre/ famp 2 
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Pinpoints the Information You Need on... 


By J. F. McPartland 
and W. J. Novak 


NOTHER type of common wiring 
device is the lampholder or lamp 
receptacle 

This device is familiar to everyone 
as the type of lamp socket assembly 
used around the home 
attics, in 


in garages, in 


basements—and in many 


commercial and industrial areas where 
lighting requirements are economically 
satisfied by 


bare 


ceiling mounted 
incandescent lamps in 
type metal or porcelain socket assem- 
bly. These devices are 
types for different applications 

In general, a typical lampholder is 
an assembly which accepts a screw-in 
type incandescent lamp. Such a device 


wall or 


surface 


made in several 


consists of a screw-threaded lamp 
n a protective and 


insulating housing, with some provi 


socket, mounted 
sion for supporting the whole assem 
bly in its location 


Types of Lampholders 


One of the oldest and most widely 
used types of lampholder is the fluted 
catch, interchangeable brass shell type. 
Such a device is made up of two basic 
parts: 1) a body, 
cylindrical housing with a lamp socket 
and with or 
nism for 
attachment part to which the lamp- 
holder body 
which 
mounting of the lampholder on con 


which ts a short 


without a switch mecha- 


, 


Operating the lamp ) an 


can be readily attached, 


may be either a cap to allow 


duit, or a pendant cord or a base to 
permit surface mounting of the lamp 
holder on an outlet box 

Typical bodies may 
push-type switch 


incorporate a 
a pull chain switch 
They 
type 


or a rotating key-type switch 

at all Any 
of body may be used with any type of 
the 
two connecting parts have attachment 


may have no switch 


cap or base, provided, of course 


provisions of the fluted-catch type 

\ more recently developed type of 
interchangeable lampholder is th 
threaded-catch type. Basically, this 
device is similar to the older fluted 
catch lampholder 

But attachment of the bedy to a cup 
means of a threaded 


hold the 


is made by 
third 


or base 


ring, a piece, which 


cap and screws Onto the threaded por 
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tion at the top of the shell. The bodies 
and caps and bases of threaded-catch 
lampholders may be made of compo 
sition or they may have brass outer 
shells 

Sull another type of catch arrange 
which is 
changeable line of lampholders is the 
snap catch. 


In the porcelain snap-catch line, the 


ment used with an inter 


bodies are attached to cups or buses 
by means of two bayonet hooks in the 
body which engage phosphor-bronze 
flexible contact catches in the 
The 


manner, 
when necessary 


cap ol 


base securely held in 


this 


parts are 


but may be separated 
easily 

In these devices, the hooks and con 
tact catches provide electrical connec- 
tion between the parts, in addition to 
mechanical connection. This porcelain 
line of lampholders includes the same 
general types of caps, bases and bodies 
the fluted-catch line 


These porcelain devices are used in 


as the types in 
places with corrosive atmospheres 
For the same applications, anothe: 
line of porcelain lampholders is avail 
able, using two screws to hold a body 
Hard com 
lampholders 


and cap or base together 
interchangeable 
are also available 


position 


Non-interchangeable types of lamp 
holders are made in many types, sizes 


and constructions to meet a_ wide 
range of lighting applications. These 
devices are generally made of porce 


lain, plastic or composition 

Typical units are made for mount 
ing On outlet boxes, for mounting in 
lighting fixture canopies and for sur 
face mounting in exposed wiring in 
stallations 

Lampholders are made for cande 
labra, intermediate medium screw and 
mogul base lamps. A widely used type 
of non-interchangeable lampholder is 
type. This 


used for outdoor and wet-location ap 


the weatherproof type is 


plications and may be made of on 


piece porcelain, composition or rubber 


with the leads sealed into the housing 


of the assembly 


Insulators 


For interior wiring installations 


where conduetors are not installed in 


raceways, there are a number of [ype 
Although 


used today as 


ol insulators used open 


wiring 1s not as widely 


still 


tageous appl ation in some commer 


it Was Vears ago, i finds advan 


cll and industrial areas 
The most common types of insula 
knobs, 


rack in 
These insulators are made of 


tors used for open wiring are 


cleats, tubes and crane and 


sulators 
porcelain and may use nails or screws 


for mounting to wood joists, beams 


studs, etc 


For outside electrical distribution 


overhead and underground, there are 
many types of insulators. These in 
clude 


® Suspension insulators for sup 


porting conductors On aerial transmis- 


sion lines 


© Pin-type insulators for support 


ing crossarms and dead-ending aerial 
conductors 


® Spool and wire-holder type insu 


lators for use singly or on rack assem 


blies for supporting low-voltage cir 


cults on the sides of poles or on 


buildings for dead-ending service wires 


© Strain insulators for use in guy 


wire assemblies and in line wires at 


dead-end points 
Wiring devices for outside distribu 


tion cover a very wide range ol other 


parts and hardware 


Relay Switching 


Included under the term “wiring 
devices” 1s the wide range of equip 
ment used in modern relay switching 


of lighting and other loads on branch 


Circuits 

In such systems, there are relays for 
accomplishing the switching action 
transformers for stepping the circuit 


utilization voltage to the necessary 
low voltage level required by the re 
flush 


for operating the 


lays and surface type switches 


relay circuits, master 


lector switches for controlling a 
number of relays from a single point 
mounting hardware gang boxes for 
mounting relay ind cover plates for 
switches 

Of course, there are many others 
types of wiring devi than those ov 
ered, There are many types of drop 
cords extension § cords lamp shack 
holders rosette ocket adapt 
plugs, etc. But the more important 
types of levices have beer vered 


Next Month: Busways 


ee 
4 
- 
2 


Snapshots of the 


VISUAL... 


IRAIGHT TALK was the order of the day—as 
in the past—at the Seventh “Industry Day” Meet- 
ing of the Southeastern Electrical Wholesalers 
Association in Atlanta, Ga. last month 
Speakers covered a wide range of subjects from 
Business Citizenship” (H. Neely Henry, Alabama 
Power Co.) to “Who's Going To Be the Middleman?” 
(an address that got Jake Hamblen, Southern Electric 
Supply Co., a standing ovation). Excerpts from some 
of the available speeches are presented elsewhere in 
this article as verbal “snapshots 
New slate of SEWA officers for 1957 are: presi 
dent--Cecil Matthews, Matthews Electric Supply Co 
Birmingham, executive vice president-——M. L. (Tiny) 
lice; vice president-—Russell S. Hughes, Hughes Sup 
ply, Inc., Orlando; treasurer—-Fred H. Dendy. Sr 
Electrical Wholesaler Ine Athanta 


| SEWA PRESIDENT shealy 
A, iz ett ) a Electrica Vholesaler 


peaker, tellow distributor and Tall Texar 


Jake Hamblen. Southern Electrica 


| LOBBY CONFAB includes |! to + 
| Osg sg IGA ( Atlanta: 

iy Brantley tral Electric Supply Co 
Hank Coward, Republi 


teel { and John R 
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(| 4 rnt esaler Inc 
Atlanta 


ATTENTIVE AUDIENCE 
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CATCHING UP 
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VERBAL... 
Their Prices Are in the Book 


| admire a supplier of mine who has a policy and 
sticks to it. | think our customers will admire us and rm 
if we announce a policy in advance and stick to tt 
It is nothing more than giving our triends (and | consides 
my customers as being my friends) our word and backing 
up. I'm reminded of a story, which ts truc 

One day one of my ilesmen delivered a bid in pe ran 
to one of our cu wel He handed the customer the bid 
ind he looked at hurried! ind handed it back to the 
ilesman right Hy tuted that be sunted the prod 
uct on which ere quoting. and at the same time he 
jotted down the price our competitor had quoted 

Do vou know what my salesman did’? You could have 
plaved i vame of setback on his coat tall vetting back to 
the office He related to hi NOs the fieure that nt would 
luke to get the busine vith the ugvestion that we wire 
our supplier for an extra discount, 

It was determined that our competitor had quoted a 
price equal to our prime cost. The ilesman was then re 
quested to pay tor the w out of his own pocket. He 
vanted to know why the mmpany should not pay tor 
the wire and was told that the vere not about to spend 
mone for a telegram e¢ knew in advance that the 
answer would be for us to look at the price sheet thal 
ther price ireud the 

This kind of confidence must be deserved and although 
ve might have been chagrined at the time we must 
admire the integrity of a concern like this. We, too, as 
distributor can merit this confidence if we are only 
villing to pay the price to get it. Integrity is not bought 
by throwing sand in each other's faces. . 


Making the Cold War Hot 


I lime tO make the tribution war hot 
red hot, Let us take the offensiy i us not say that team 
work is O.K. for the other gu itch the quick 
order. Let us not v that te Or nonsense for me 
ind necessity for other é if lam to make 
fine profits and even survive ( neept of the true man 
ulacturer-distributor relationsh must mick 
nad wall ck make ucceed. | will support 
my supplier v upp ) ‘ not be involved 

hort-range tor a emi-direct of 

tru Ww till 


while | still have this power 


Turning the Tables 


How about you as an electrical distributor? De 
you have a definite policy toward your customers and 
suppliers? [) f 


of 
at 
iS 
Ric 
; 
{ t KA ‘ Pity, 
Electr y pt AA 
executive e ‘ 
- 
| 
| “ ‘4 | 
Ele or At 
chet, 
2 Ad 
tower 
F Continued on page 96 ae 
95 


Verbal Snapshots of the SEWA Meeting (cont.) 


Continued trom preceding page 

rvice, or terms of sale? A lot of distributors have talked 
to me over the past few years concerning the desirability 
of a manufacturer having such policn Now | am 
omg to ask them the above question 

You might also evaluate your activity in terms of poli 
cies toward your manufacturer suppliers. Do you carry a 
big enough stock? Most suppliers have rather elaborate 
office machinery which will give you almost any kind of 
information concerning your purchases from them over 
i given period of time. Analysis of this information 1s 
always a part of the manufacturer's service to you. Why 
not take advantage of Wt? 

Do you actively participate in a local sales promotion 
vogram? Do you have your own catalog and do you take 
advantage of the manufacturer's policy supplying you 
vith imprinted direct mail pieces. How about educational 
meetings for your men’? Do you take the initlative in 
cheduling and encouraging your manufacturers to parti 
cipate or do you sit by and wait for them to hound you 
for a date? These are important questions for you to 
unswer, 

Ihe challenge which | am throwing out to you ts that 
vou should develop a definite written policy toward your 
uppliers and your customers. It need not be a 48-page 
hook. It might be written on a single sheet of plain paper 
The important thing is that you write it down and stand 
behind what you say. Judging from our experience, you 
will do more business with happier customers if you do 
develop a sound company policy 


Dedication or Death 


..« Most of us... are dedicated to the theory of dis 
tribution through distributors, and we had better become 
more dedicated if we are going to gamble on this method 
for the growth of our businesses 

foday there is the current fact of competition to the 
manufacturer-distributor method of doing business. Many 
manufacturers who give lip service to a distributor policy 
wladly sell direct to original equipment manufacturers 
This is your business that is being threatened. To hastily 
explain that | do not stand in a glass house | might state 
that our company sells to many OEM accounts, including 
one that runs about $2,000,000 per year—but all through 
distributors 

As a manufacturer | am concerned, and if | were a 
distributor | would be mightly concerned at the threat 
of turther direct sales in the industry. These further 
threats are in several categories 

First, there are the proud manufacturer's warehouse 
expansions. What distributor functions have they, are 
they, or will they take over? This is your business and you 
should think about it. We have no quarrel with those 
manufacturers whose warehouses are there to. service 
ther specified distributors as extensions of their factory 
Again | hasten to mention the glass house and state that 
our company has the same total number of factory 
warehouses that we had 20 years ago 

Ihe second threat is the manufacturer's warchouse ot 
the agent's warehouse in combination with the broker- 
jobber. This is not distribution as we cherish it, but a 
job-lot jobbing process. What is your investment in ware 
houses, inventory, personnel, ete.? This is your business 
ind it's being threatened. You should do something about 
it. Its an old problem but little is being done about it 

We should all search for the answer as to what some 
manufacturers are thinking about in their ivory towers as 
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to long-range plans for getting goods to the market by 
short cut—selling direct. What can be done to compete 
at a profit against the manufacturer-broker-jobber-direct 
shipment combine? This is your business and you should 
find the answer 

It would indeed be foolish to discuss these points or to 
try to find a solution if there were not many manufac 
turers dedicated to the principle of selling through dis 
tributors and unless there were a majority of real distribu 
tors in the distributing business dedicated to the principle 
of best service, best quality, and continuity for the con 
sumers through the manutfacturer-distributor relation 
ship 


Who Stands for What and Why? 


birst let us define a broker-jobber. He will buy from 
any manufacturer, stocking the minimum necessary, and 
he will shop job lot orders to the manufacturer with the 
cheapest price for direct shipment. This is his method of 
doing business. His desire is to break down any manufac- 
turer policy to his own short-range end regardless of the 
long-range impact. Why should he care? He doesn’t. He 
takes few business risks and, of course, performs few 
constructive business services 
Let us define the manufacturer who supports this situa 
tion. He is an opportunist who moves from market to 
market quickly with no long-range loyalties and little or 
no constructive market or use for building of his product 
He usually has little time for industry programs, such as 
adequate wiring or National Electrical Week. He does 
little or no missionary work with architects or engineers 
Let us define the manufacturer who says he believes in 
distributors, their problems, their goals, and their neces 
sity, but then does the very things which set up competi- 
tion to the distributor. This is a manufacturer who either 
can’t make up his mind or “supports” the distributor as a 
necessary and temporary evil. 
Continued on page 98 


ELECTRICAL WHOLESALING—March, 1957 


- 
— 
| 
Ag 
ELEC 
t 
j ‘ 
Nat 


Wouldn't it be great if you had 
a clear track to all the lamp busi- 


ness in your area? 


You can steer more of it your 


way, though. 


By selling Champion lamps you 
gain the distinct advantage of 
steady, profitable, repeat business 
— not the case when you carry a 
line of lamps everyone else car- 


ries, 100. 


So why let good lamp business 


go booming by? Throw a switch 


by selling Champions — known 


for fifty years for lasting lighting 


value. 


CHAMPION LAMP WORKS 


LYNN, MASSACHUSETTS 
DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 


CHAMPION 
lamps 
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Continued from page 96 


let us define the real distributor who trom time to time 
supports these activities. it takes one word—sucker. 

Let us define the rest of us, both manufacturer and 
distributor, who do not take direct independent action o1 
emi-direct, manulacturer-broker action, This is the truc 
manufacturer-distributor group. This is the group to 
whom cooperation cannot be just a word, but must be 
action, Cooperation and interdependence are necessary 
This leads up to the word, teamwork 

Is teamwork nonsense or necessity’? As far as our elec 
trical splinter groups are concerned, it ts nonsense Be 
suse of their independent direct or semi-independent or 
vm direct action they prove it. But amongst the rest of 
us who believe in the manutacturer-distributor rela 
Lionship, teamwork untortunately—-even though it ts de 
scribed us necessit is often proved a nonsense by our 


very auctions. 


Developing a Distributor Policy 


Our experience is submitted here as a sort of a 
cause study in the hope that it might aid others who are 
infent upon improving them marketing plans 

Aimost at onee it became apparent that we definitely 
needed to start with a basic philosophy of doing business. 
We built up a partnership philosophy to define our re 
lationship with the distributor, In referring to the word 
partnership ve define the term by stating that a part- 
nership is formed by people to accomplish something as a 
group which they could not hope to achieve as individuals. 
Since we jor with the electrical distributor to effect a 
faster and more economical way of getting our products to 
the ultimate customers, we refer to our relationship as a 
partnership 

Once our basic philosophy had been determined, it 
became apparent that we needed some one individual who 
displayed strong human traits in terms of visualizing all 
points of view associated with any problem However, 
we found that having the philosophy and the individual 
lo develop it were not enough. We needed specific rules 
which would govern our association with our distributor 
partners. We decided that it was necessary to put the rules 
down in black-and-white—covering those areas of ou 
association which had long been hidden in the recesses of 
omeones mind or the bottom drawer of the file cabinet 

It took us over a year to develop and publish our dis 
tributor policy manual, We divided the major discussion 
and pont be 

1. Market coverage was emphasized as a cooperative 
venture, We specifically state that it ts our responsibility 


covered into three parts 


to create the demand It is the distributor's responsi 
bility to service that requirement, Another major respon 
sibility of ours is to help train your inside and outside 
personnel, It is your obligation to aid us in setting up meet 
ings to train these men, Our field representatives are 
specialists and know a great deal about our line of 
equipment, Your men can benefit from their experience 
2. Stocking is a second major area in which we must 
reach agreement. It is our responsibility as a manufacturer 
to have an adequate headquarters stock However, it is 
perhaps your most important function to maintain an 
adequate local stock. We feel that it is our duty to guide 
your inventory control for our products, Our field engi 
neers are circulating in the market every day and are 
aware of current trends in buying. Through their recom 
mendations, vour stock levels can be controlled more cor 
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rectly and the demands of customers anticipated. Your 
cooperation in this inventory control is, of course, ex 
pected. Ihe area obsolete stocks has always been a 
problem. It is our obligation to help you anticipate the 
possible obsolesence of any equipment due to new product 
introduction or Changes in customer buying habits But we 
expect your cooperation in building or tapering stock in 
anticipation of possible obsolescence 
3. Sales promotion is something which is fundamental to 
a good partnership arrangement. Most of our responsibility 
as a manufacturer is on a national level. We spend great 
sums of money on national advertising, Customer Cata- 
logs, direct mail, novelties, and a hundred different places 
vhere the broad national promotion pays off. However, 
local promotion is primarily your responsibility. We co 
operate in the formulation of your catalogs to the extent 
of supplying standard illustrations and giving layout ad 
vice. We aid you through recommendations concerning 
local sales promotion and direct mail. Nevertheless, the 
cost of these local programs is your responsibility 
After we had covered the three major areas Of policy 
indicated above, we decided to tackle some of the tougher 
questions relating to our partnership. For example, the 
question comes up as to whether or not we sell everything 
Another question which often 
different profit margins of equip- 
ment Ihe subject of consigned stocks and our at 


through distributor 


is raised concern 


titude toward them often arise 

But while policies are valuable and must be written 
down, it is important to remember that a strong human 
clement must remain in all of our associations and busi- 
ness. From time to time extenuating circumstances arise 
which necessitat temporary deviation from normal 
polic y 

For example, last year there were some tragic floods in 
the northeastern part of our country. Financial coverage 
was inadequate and many of our distributor partners 
found themselves in deep difficulty. Although we have a 
definite policy with respect to terms of sale and the time 
allowed for payment of our bills, itt was only right that 
leniency was given in terms of payment as well as the 
return of merchandise to assist these partners in re-estab 


lishing thei busine 


Best by Test 


Why can a strong manutacturer-distributor team 
beat all other systems? 
birst, who knows local credit b the distributor. 
Second, who can warchouse locally best in’ more 
places’ The distributor. 
Third, who can give best local service, and through 


selective distribution, continuity of service and quality 
The distributor. 

Fourth, who should be able to give best cost to the 
consumer, not by price-cutting but by efficiency of dis 
tribution, having the right material at the right place at 
the right time? The distributor. 

Fifth, who can by sheer numbers and local knowledge 
best build a constructive demand for better living through 
The distributor. 

There is certain 1 sixth reason and a seventh, and 


more electrical usage 
there are many mor 
These verbal snapshots highlight discussion of the 
“cold war in distribution.” Another hot topic—elec- 


tric heat. For more verbal snapshots, turn to page 100, 
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NDING LOAD TEST SHOWS STRENGTH AND GRIP 


Two lengths of 4” E.M.T. were joined 
with an NE coupling (all that was needed 
was a screwdriver) and cinder blocks weigh- 
ing 54 Ibs. were suspended from the joint 
The entire assembly was then rolled along 
the supports with no effect on the coupling’s 
efficiency 
the strength of the NE fittings. Especially 
since the Underwriters require only a thirty 
pound weight for this test. 

National Electric E.M.T. connectors and 
couplings are safe and strong because of the 
sturdy one-piece pressed steel body and 
outstanding holding action of the patented 


a convincing demonstration of 


of National Electric 


E. M.T. Fittings 


NE embedding screw. The contact of the 


screw in the tubing wall constitutes a sale 
permanent ground. All fittings are galvar 
ized for full protection against corrosion 

National Electric E.M.T. connectors and 
couplings are the casy way to assure a 
quality, uniform installation. Try them 
they're sold by the leading electrical dis 
tributors everywhere. 


National Electric 


PITTSBURGH, PA 


2 Plants ll Warehouses 


The outstanding holding action and 
vibration resistance of National Elec 

tric Fittings are obtained when the tip 
of the patented screw is driven home 


and embedded in the tubing wall 


Patent No 2,455,180 
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Verbal Snapshots of the SEWA Meeting (cont.) 


Losing Out on Electric Heat? 
scerpts from “Elect Heat—A Keal Profit 
Mare the biectr Wholesale a 6d 


ive by F. req tiect node 


Now there are some situations popping up here and 
there throughout the country which might indicate that 
the electrical wholesaler can lose his big opportunity in 
this expanding market if he just sits complacently by and 
does nothing about it. | want to assure you that I'm not 
tossing that out as a threat, but simply to warn that if 
the electrical wholesaler is not alert to the profit-making 
possibilities of selling electric space heating, that others 
are and will be doing something about it. Our company ts 
thoroughly convinced that the business belongs in the 
electrical wholesaler and installing electrical contractor 
trade channels 

In some areas where, due to comparatively high electric 
rates, cold climate or lack of interest on the part of the 
local electrical wholesaler, specialty distributors are in 
operation selling electric heaters, insulation, storm doors 
and windows. In some cases, this specialty distributor sets 
up dealers who might be electrical contractors, heating and 
ventilating men, ete. Vil be frank to admit that in some 
ateas they have done a pretty good job and are looked on 
with favor by some electric utility companies 

... There isn’t a great deal of mystery in selling electric 
heat. There are plenty of selling tools available from 
reputable manufacturers and from the Electric House 
Heating Equipment Section of NEMA. A very good and 
inexpensive way to get started is to sell electric heating 
for auxiliary or supplemental use. By that, | mean heaters 
for the bath room; game room in the basement; attic 
bedroom conversion, lake cottage, and many other such 
locations. For these, no particular amount of engineering 
is required and a comparatively high power rate ts not 
an insurmountable obstacle 

Some successful electrical wholesalers in electric heat 
ing have started by making one man in their organiza 
tion the “heating specialist.” This individual gets a 
thorough training in the product, how to estimate heater 
sizes and costs of operation. He is then available to help 
all the salesmen on any problem that might be a little out 
ot the ordinary. He might help to conduct sales meetings 
for electrical contractors, work with the local electric 
utility and call on architects and builders. One of the most 
important things is to sell yourself on the future of elec- 
tric heating. 

We urge you to take advantage of this growing oppor 
tunity now. Let’s keep electric space heating where it 
belongs—in the electrical wholesaler trade channels 
Utilities Seeing the Light—of Heat 

‘ pt tlact Heat 
Hott idd C. Fred 

There are in the nation at this time very close to 
400,000 electrically-heated homes. This year possibly 10 
percent more will be added practically all with resis 
tance heat. This will be the greatest year to date. But even 
this significant addition ts just a small portion, less than 3 
per cent, of the new homes to be built in 1957, This will 
represent a gain over last year—-a 13 per cent gain 

Although the surface of this electric home heating 
market is not even dented, the trend is unmistakable 
The growth rate is accelerating, for clectric home heat 
ing has captured the public interest. 1957 is bringing a 
new high in promotional activity of residential heating 
Klectric utilities everywhere are kindling new interest in 
what appears to be their greatest load-building opportun- 
ity to date. ... 


A Program for Electric Heat 


Electric Heating—It's Getting 


Hott sddre I Fred Kreiser, Edwi 


As one manufacturer of resistance heating equip- 
ment, let me give you my ideas of a minimum 
distributor program on electric heating 

e Attitude & Decision—After looking into the sales 
and profit possibilities, decide that you are going to be- 
come Mr. Electrical Distributor in your territory—tor the 
field is undoubtedly wide open. Become enthusiastic about 
electric heating and carry your enthusiast and selling 
story to prospects everywhere 

Noting that this is to become a huge market, decide that 
you are making an investment in the future—that electri- 
cal heating is electrical work, calling for regular electrical 
distributors in the marketing chain. To keep these electri 
cal distribution channels free of specialty distributors and 
exclusive heating dealers that would otherwise be resorted 
to by manufacturers out of necessity, decide to act before 
the door is locked. Do not lose this sales opportunity by 
default. 

Remember too, that the so-called “wet heat distributor” 
is not asleep—that he too may want a share of the market 
for these modern electric heating products that may 
threaten to push his Own products into oblivion. 

While electric home heating is somewhat of a luxury 
today, remember that the American people won't tolerate 
a luxury—they'll make it a necessity 

e Sell Quality—Seek out manufacturers’ lines that 
represent real quality——for it is only quality that succeeds 
in the long run. It is only quality that is sold to stay sold, 
without need for frequent callbacks, without expensive 
service, and in the interest of providing goodwill in the 
long run, Think quality. Stress quality. Believe in quality 
For it is quality that survives competition, depression, and 
time 

© Do a Training Job—Educate your own salesman on 
the product advantages. Sponsor training meetings, pos- 
sibly in cooperation with utility companies, to train 
electrical contractors on such basics as: the calculating of 
heating requirements; the estimating, honestly, of reliable 
operating costs and installed costs; the value and nature 
of insulation; the selection of equipment and controllers 
and the advantages of one product over another; to “sell 
up,” to not overlook prospects, to take time to learn about 
this new line and its dramatic selling story; to use sup 
plementary heating as a stepping stone to the fully-heated 
home 

e Develop a Heating Specialist——A heating specialist 
makes you the authority in this new field. Contractors 
need this guidance during these early days of electric 
heating —for a bad electrical installation by the contractor 
reflects on the distributor. A specialist has the technical 
knowledge on the product and installation hints that 
are a guide to installing economy. With the valuable in 
formation obtainable nowadays trom the manufacturer 
and from NEMA and others, the training of the distribu 
tor specialist is a minor chore 

e Display and Promote—As Woolworth said: “A prod- 
uct well displayed ts half sold and products for a new 
market need greater display than accepted appliances, if 
they are to prosper 

So there it is——as one manufacturer sees it. Electric 
heating, the pint-sized market today that can become the 
top residential item tomorrow. [he market tailored beau 
tifully for the electrical distributor, if he can get as hot 
about it as the product itself. Yes sir, electric heating is 
hot today—but it is certainly the hottest item in the 
foreseeable future—thanks to electricity, 
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IDEAS FOR I-T-E DISTRIBUTORS 


HOW BUILD 


BIGGER 


BUSINESS 


Do you want more sales? Hope this year will 


be better than last year? Here’s the easy 


formula that you can start putting to use right now. 


Encourage repeat business. Sounds simple, doesn’t 
it. All you have to do ts satisfy today’s customers so 
they lleome back tomorrow and buy from you again. 


Then your business grows and grows and grows 


This is how I-T-t products can help. Experience 
proves that once he buys I-T-E equipment, a cus- 
tomer seldom goes back to low-quality equipment 
again. He's discovered the better dependability and 
performance advantages of I-T-k quality. The next 


time he buys, he buys I-T-E and he buys it from you 


Makers of other products sometimes scoff at I-T-E’s 


superior quality Construction and greater emphasis 


Metal clad switchgear Unit substatio low voltage switchgear 


on engineering details. Lower price, they'll argue, 
will get you business. But they fail to tell you tt 


may also lose you customers 


Don't take chances with your future. When your 
customers require switchgear, circuit breakers, unit 
substations, sell quality I-T-E equipment. Then 
you're surer they'll be around tomorrow to help 


build your business even bigger 


I-T-E field engineers are available to give technical 
advice on specific applications of I-T-E equipment. 
I-T-E& Circuit Breaker Company, 19th & Hamilton 
Sts., Philadelphia 30, Pa. 


Enclosed large ai 


circuit’ breaker Molded case circuit breaker 


I-T-E CIRCUIT BREAKER COMPANY (9th & Hamilton Sts., Philadelphia 30, Pa. 
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Verbal Snapshots of the SEWA Meeting (cont.) 


Continued from page 100 


Balancing ‘‘Rights”’ 


Management's (the businessman's) problem is to 
make people understand that running a business is a mat- 
ter of balancing everybody's “rights.” 

The “rights” of our customers include: quality products, 
honestly made, at a fair price 

The “rights” of men and women on our payroll include 
good working conditions, safety of life and limb, humane 
treatment, and fair wages 

The “rights” of our stockholders—the men and women 
whose money is invested in our plants and machinery 
include: safety for their investment, and a fair return 
on the money they have hired out to us to use 

This job of balancing everybody's “rights” demands 

our very best efforts 


Marketing is Mutual Problem 


A 


..» We must be realistic in the evaluation of this mutual 
problem of ours: what is the best and most economical 
way of getting to market the increasing torrent of merch 
andise which is being manufactured by our expanded 
production facilities? 

Naturally the answer lies in the “forward” steps that 
both manufacturer and distributor must take in modern 
izing and streamlining their operations to meet the grow 
ing market demands, even though this modernizing to 
meet changing market conditions may at times seem 
to face almost insurmountable problems. | like to refer 
to this as a program of cooperation—profitable coopera 
tion—between manufacturer and distributor 

Closer cooperation between distributor and manufac- 
turer must de based upon an understanding of our mutual 
problems. Let's take a look at some of our problems 

I am told that when distributors speak about manu 
facturers—and not only behind closed doors—they have 
much to discuss about such problems as the manufac 
turer's lack of appreciation of the wholesaler’s warechous 
ing services, or the manufacturer's policies regarding 
compensation for full-functioning wholesalers compared 
with brokerage operators. And, of far greater impact, | 
am told that distributors deplore the profit squeeze which 
they have been experiencing in recent years. 

When manufacturers speak to other manufacturers at 
trade association meetings, it is quite evident that they 
are greatly concerned about distribution. Production 
seems to go merrily on its way; therefore, their concern 
generally finds expression in a discusion of marketing 
inadequacies or in bewailing an aiarmingly high “distri- 
bution expense.” 

Yes, both distributors and manufacturers have their 
problems. | am afraid, though, that sounding off about 
distributors or about manufacturers has become a favorit 
bid for headlines by folks who should know better. There 
are the manufacturers who claim that distributors, “may 
be good for the other fellow’s products, but they don’t 
do me any good.” 

Then there are the distributors “who view with alarm 
the manufacturer's efforts to get someone to really stock 
and sell his product, even if this someone has to be the 
manufacturer himself 

.. « It seems clear to me that the manufacturer must 
absolutely insist on market coverage. His survival de 


March, 1957—ELECTRICAL WHOLESALING 


pends upon it. He must absolutely get volume some 


where—or he is dead. To meet competitive pricing ht 
must tool for decreasing unit costs, which alway mean 


he must produce more units to make the tooling pay out 


This is the basic reason why a manufacturer must 


have broad coverage of all customers if he ts to keep up 
with his capacity to produce products 

Produce o1 perish compete oO! collapse, and ular 
huckster euphemisms do not over-emphasize the hb 
fact that distribution has not kept pace with production, 


The distributor can permit only one man to set 
his margins—that is himself. | think he must shun, a 
the kiss of death, any favor from the manufacturer which 
will result in eliminating any of the distributor's essential 
functions. It’s dangerous to him! 

This may sound inconsistent with the distributor 
complaint of profit squeeze, for no matter how you look 
at it, the net effect of maintaining the profit spread whil 
eliminating functions is extra margin handed to the 
distributor by the manufacturer. And if the manufacturer 
can give it, he can take it away. (Parenthetically, thi 
may be a partial explanation of your profit problem.) 

On the other hand, the distributor should not permit 
the customer to set his margins. What margin the custome: 
gives, he can take away. | have heard of a distributor 
operation where a large buyer comes in once a year to 
sign up. He sits down and says, “All right, Pll let 
have 3 per cent on these widgets, 5 per cent on these 
per cent on these, and so forth 

Real margin—like authority—is not something some- 
body gives you. It’s something you earn. And you earn 
it only when you perform all the functions of a distributor. 

In short, the customer must yield you the margin be 
cause he can’t get the same quality, application know 
ledge, or service elsewhere Thi manufacturer must 
concede you the margin because he can't get the sam 
coverage elsewhere, because you hold in your hand th 
market 

When you stand on that ground, you are absolutel 
solid. In periods of short supply, you earn your margin 
from the customer by your ability to procure the good 
In long supply, you earn your margin from the manu 
facturer by your ability to procure the market. And at 
all times you render valuable services to both the manu 
facturer and the customer 


We Must All Hang Together .. . 


We cannot live to ourselves. We cannot survive 
in this industry without the power companies. We should 
sell products which help to build the kind of load they 
need, They, in turn should support the distributing in 
dustry in all possible ways because the power compan 
cannot get along without us 

We cannot survive in this industry without the con. 
tractor. We should give him all the help he needs t 
make him a successful business man. He should 

bh] 


support the distributing industry in all po 
hecause he would have a hard time getting along without 
us 

We cannot survive in this industry without the manu 
facturer who allows us to distribute his products. W: 
should play ball with the man that plays ball with 
the way down the line. The manufacturer cannot 
along without us 

We should be active in all fields of the electrical in- 
dustry and should not forget th problen of the other 
fellow. And the only way we in KNOW 
is to take our heads out of the ind look 
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‘Spectacular’ Is the Word 
For EEWA Show, Apr. 8-11 
NEW YORK, N. Y An “electri 


cal spectacular” has been promised fot 
this town next month that will defi 
nitely outshine its predecessors, claims 
the show's » produce! Harold R 
Meyer 
The fourth National Electrical In 
dustries Show, sponsored by the East 
ern Electrical Wholesalers Assn., gives 
promise, he says, of living up to all of 
its advance notices 
Dates for the show are April 8-11; 
the location is the 7Ist Regiment 
Armory, Park Ave. and 34th St 
The 1957 show will be 30 per cent 
EEWA SHOW COMMITTEE discusses plans for fourth National Electrical Industrie: than our highly successful 1955 
show. Left t ght 3 lra Bellse Joseph Kurzon, Inc., New York City; Leo Siegel 
ger, Hol Electrical Supply York City; Jack A. Korn, pre 
burg Electrical Supply ‘ 4700 ym Gopsill, managing director Orkin. A total of 160 exhibitors have 
Harold Meyer, co-producer of the event signed to display their electrical wares, 


show, estimates Meyer, who co 
produces the show with William S 


including many new products just be 
I'S MEETING TIME for the elec- off the ground in Washington, D. 4 ing unveiled 
trical industry. Red carpets have’ with a luncheon opening the Electric Cooperating with EEWA are more 
or soon will be rolled out in a Institute's Trade Conterence and Ex than a score of electrical organizations 
core of cities for customers, friend position, which attracted upwards of and groups. [hey are participating in 
and members of the industry 5,000 visitors a promotional campaign to bring con 
As Prrerricat, WHOLESALING went The 20th annual Upper Midwest tractors, electrical engineers, plant 
lo pre many hundreds of electrical Electrical Industry Convention in Min- maintenance engineers, project eng 


people were returning from a busy neapolis, Feb. 24-27, listed 26 separate neers, builders and purchasing agents 
Look meetings to the show. They hope to double their 


round of February meetings 
for complete reports on these events Future Events More electrical reported 1955 attendance record of 
in the April issu events are on tap—the EEWA show 12,000 persons trom 30 states 

Ihe 13th annual National Adequate in April (see right), the Essex Electrical One of the chief features for pro 
Wiring Conference in Chicago drew League exposition in March. And of — moting interest in the show is a slogan 
some 400 eager listeners to a stimulat- foremost importance to EW readers, contest tieing in with Live Better Elec 
ing program, Chairman of the confer- the 49th annual NAED convention _ trically, theme of the event. A show 
ence was L. FE. Barrett, Barrett Flec- May 26-29 in Washington, D. C. visitor who submits the best slogan to 
tric Supply Co., St. Louis, past pres All together there are some 50 or promote LBE within the electrical in 
ident of NAED more events in the Calendar (page 143) ~— dustry will win an air trip for two to 

National Electrical Week zoomed of interest to electrical wholesalers Havana. (EW, Feb.’57, p.120) 


NAED MEMBERS from Washington, D. C. and surrounding states meet prior to viewing the Electrical Exposition sponsored by the 
Electric Institute of Washington last month. Paul O. West, (second from right), president, Doubleday-Hill Electric Co., and 
member for the how, helped play host t the area meeting of NAED distributor: 


mimittec 
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FRICTION - RUBBER - PLASTIC 


‘Tape-saver” size, we call these 20 ft. rolls in 
the 10-roll container of Gold Seal Plastic Tape. It’s enough 
tor the average job less tape gets lost Workers 
ke the small size. It “swing easily in tight places. 
1 up your sales of Plasti ( offer the 
plus of proved Gold 


Jenkins Bros., Rubber Division, 


100 Park Ave., New York 17 


GQ 


TOUGH PLASTIC DEFIES 
WATER, OIL, SOLVENTS, 
SUNLIGHT, AND WEATHER 


STICKS ON 
=") STAYS ON 


NEAT, THIN 
WRAPPING 
FULLY INSULATES 


Gold Seal Plastic Tape — Handy Pack 
of ten 20 ft. rolls and single 60 ft. rolls 


in round metal cons 
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ELASTIC 
MOLDS TO SHAPE 


For top volume...in any type...sell JENKINS on i / 
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TO BUILD YOUR LIGHTING BUSINESS... 


The International 


Stories on top winning entries will be 
published in ELECTRICAL WHOLESALING! 


Local publicity will stimulate 


lighting business! 


$5,400.00 in cash prizes will be awarded! 


Have you completed an outstanding lighting job 
since January Ist, 19567 Do you have one 


Hill publications: Electrical Construction and 
Maintenance . . Electrical Wholesaling .. . Elec- 


planned—or working—to be finished before Oc- trical World . . . with the cooperation of the Na- 


tober 25th, 1957? Why not let that job bring you 
extra profit’... and industry-wide recognition? 
Enter it in the 1957 International Lighting Com- 


petition. 


The competition is open to any individual who is 
either the owner or manager, or an employee of 
any of the following types of business, provided 
he complies with all the requirements outlined in 
the official rules of the competition: 1. Electrical 
Contractor, 2. Electrical Wholesale Distributor. 
3. Architect or Engineer, 4, Electrical Utility. 


The contest opens March L5th, and closes October 
25th. Announcement of award winners will be 
made during the week of November Ll, 1957. 


The competition is sponsored by three MeGraw- 


tional Lighting Bureau (National Electrical Manu- 
facturers Association). 


Commercial, industrial and institutional lighting 
installations winning cash prizes will be certified 
by the National Lighting Bureau, NEMA, provid- 
ing the installation plans meet certification stand- 
ards, Certificates will be presented to all cash prize 
winners, and honorable mention winners. In case 
of tie, duplicate awards will be made. Wherever 
practical, awards will be made locally; if possible 
at electrical group meetings. 


Send in the coupon below for detailed information 
on the 1957 International Lighting Competition. 
Make your outstanding lighting job pay off in 
extra cash, and valuable public acclaim! 


LIGHTING CLASSIFICATIONS: 


Lighting installations are divided into The 120 cash prizes offered, total 


six separate and individual groups. 
Separate awards will be made for 
each classification, within each con- 
testant division. The installation classi- 


fications are 


industrial 


Store 


Office First Prize: $100 


Institutional 


Outdoor Lighting 


Residential Lighting 


PRIZE AWARDS: 


$5,400.00. There are five prizes for 
each of the six installation classifica- 
tions, and these prizes are offered 
within each of the four contestant divi 
sions. The prize awards for each clas- 


sification and within each division 


Second Prize: $50 


Three Prizes: $25 each. 


JUDGING: 


Competent and fair consideration for 
each entry has been assured through 
appointment of nine individuals, each 
a well-known authority in the field of 
illumination, to serve as judges. These 
individuals will form three panels of 
three members each, to judge the sep 
arate lighting classification groups 
The decisions of the board with re- 
spect to awards and all other competi 
tion matters are final and binding on 
each participant. The competition and 
awards are subject to all applicable 


local, state and federal laws and 


regulations 


ELECTRICAL WHOLESALING—Moarch, 1957 


‘ 
Fay: 
At, 
al 
4 
2. 
3. 
. 
6. 
106 


RULE | — Application to enter the Competition 
must be made in writing. Applicant may use an 
Official Entry Application form, which will be 
supplied by the Lighting Competition chairman 
upon request. (In any case where the applicant 
is unable to obtain an Official Entry Application 
form, he may send in his request to enter by 


letter). 


RULE 2— Any individual—who may be the own- 
er or manager, or an employee of any of the 
following types of business — may enter the con- 
test. These types of businesses, which are to be 
known as Contestant Divisions, are: electrical 
contractor; electrical wholesale distributor; arch- 
itect or engineer; and electric utility. Either in- 
dividual or joint entries may be made; joint 
entrants must specify which Contestant Division 


they are entering. 


RULE 3 — Entries must be made in one of the 
following Installation Classifications: industrial 
lighting: store lighting: office lighting: institu- 
tional lighting: outdoor lighting: residential 
lighting. 


RULE 4 — Contestants or their firms must have 
been responsible for either the design, layout, 
sale or installation of the lighting installation 
covered by each entry. The contestant will state 
this eligibility by describing in detail in each 
entry the part he took in the design, layout, sale 
or installation. In the case of joint entries, each 
contestant must state in the entry the work for 


which he was responsible. 


RULE 5 


of entries. 


\ contestant may submit any number 


RULE 6 — Each entry must cover one or more of 


the following: 


a. A lighting installation for a single specifi 
visual requirement 

b. A lighting installation for a specifie area, 
large or small. 

c. An overall lighting installation for an en- 


tire building, project or general area 


A lighting installation using any make, or 
brand, or type of electric lighting equipment, 


and based on any lighting system design or lay- 
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OFFICIAL COMPETITION RULES: 


out, regardless of whether such lighting equip 
ment, lighting system design or layout conforms 
with recognized standards for good lighting prac 
tice, may be entered in the Competition. The 
Board of Judges, however, will judge all entries 
based on those factors conforming with recog 


nized standards of good lighting practice 


RULE 7 Each entry must be submitted sep 
arately, in an official Competition Entry folder 
bearing an official Registration Number as as 


signed by the Competition chairman 


RULE & All entries, to be eligible in the Com 
petition: 

a. Must be mailed on or before the closing 
date of the ¢ ompetition (October 25, 1957) 
and must be received by the Competition 
chairman on or before November 4, 1957 

b. Must cover lighting installations completed 
within the period between January 1, 1956 


and October 25, 1957 


RULE 9 — In submitting an entry, the contestant 
agrees to be bound by all rules of the Competi 
tion, and to abide by the decision of the Board 
of Judges, which will be final. All entries become 
the property of the sponsors of the 1957 Tater 
national Lighting Competition, and no entry will 
be returned, All entrants, by submitting entries, 
further agree to grant the sponsors full re produc 


tion and publication rights 


MAIL THIS COUPON FOR RULES AND ENTRY FORMS: 


Berlon C. Cooper, Chairman 

1957 International Lighting Competition 
330 West 42nd Street 

New York 36,N_Y 


Please send me the rules brochure and 


tion 


Name 


Address = 


City Jone 


forms for the 1957 International Lighting Competi 


Company 


| 
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WHATS HAPPENING IN WASHINGTON 


@ Construction Spending Fiscal 1958, starting next July |, will see new 
record-level tederal spending on construction. The Administration's budget 
also calls tor more money for agency help to industry along technical lines 
such things as gathering of statistics on manufacturing, distribution lines, whole- 
saling and retailing 

Despite talk of budget-cutting by Treasury Secretary Humphrey, it’s a 
good bet such ¢ x pe nditures as construction money and statistical census taking 
won't be cut back to any significant degree by Congress 

Here are some of the budget highlights of most interest to the electrical 
field 


@ Generating and Power Facilities—Power construction money re 
quested is $329.5 million, up $39.6 million over fiscal 1957, but below the 
$468.4 million figure tor 1956 

Under this Tennessee Valley Authority would get $40 million for a 180,000 
kw addition to a steam plant, $4 million of which would be spent for 1957 
TVA would also get authority to sell revenue bonds to finance new generating 
capacity beyond 1960, after a review of power requirements. Other TVA 
expenditures are scheduled for seven previously begun generating units and 
five steam plants 

Federal generating capacity totaled 18.7 million-kw at the end of calendar 
1956, An additional 2.5 million-kw capacity is planned for the next two 
years, with a goal of 25.9 million set for the future. TVA, Reclamation, South 
western, and Bonneville Power Administrations are scheduled to spend for 
transmission facilities $66 million in fiscal 1958, adding 759 more miles to 
the federal total of 28,400 


@ Atomic Energy——Atomic Energy Commission expenditures will rise 
from just over $2 billion to $2.5 billion, may go up more if private industry 
doesn't move forward in the reactor building program. The reactor program 
calls tor an outlay of $95 million, compared with under $60 million last year 
AEC’s funds will also be used to further research and development of com- 
petitive clectri powe! from atomic reactors Hydrogen reactors will also Ret 
expermmental money, and some tunds are ticketed to help alleviate the scientific 


personnel shortage 


@ Rural Electrification—New electrification loans will amount to $180 


million, a boost of $15 million over last year 


@ Urban Renewal—Smaller cities would benetit from an Administration 
proposal to relax strict slum prevention requirements that now apply to all 
Cities regardle ss of size. The budget MCsSaLve also hints easier terms on Federal 
Housing Administration mortgages are in the works, and the Federal National 
Mortgage Association will get new mortgage purchase authority of $1 billion 

On the other hand, Washington economic adviser Raymond Saulnier has 
recommended no general easing of housing credit, and applications for FHA 


mortgage insurance have been slumping 


@ Statistical Censuses—To take a better picture of marketing and 
distribution trends, Census Bureau will get just under $2 million for its 1958 
Censuses of Manutacturing, Business, Minerals, and Transportation. Commerce 
Department's Business and Defense Services Administration will get an addi 
tional $100,000—mostly for marketing and distribution surveys, including 


an upcoming one on heavy industrial heating equipment 
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CLARK Type CY’ Starters now available in sizes 


With the addition of the new size 4, the famous 
CLARK line of Type“CY” Magnetic Motor Starters 
now comprises the full range from 0 to 4. This 
means that Clark starters of the proven“CY” design 
incorporating vertical lift magnets are now avail- 
able for more than 95% of industry’s AC require- 
ments. For installations requiring sizes 5 and larger, 
Clark will continue to supply dependable clapper- 
type starters. 


Clark Type “CY” starters have many outstanding 
design features for more dependable operation, less 
maintenance and longer life. For example—rugged 
construction with twin-break contacts means more he 
evolutionary arc-quenching principle is an exclusive 

trouble free service... contacts can be inspected feature of all Clark Type “CY” starters sizes 2 and larger. 
without tools ... movable and stationary contacts {It combines twin-break contacts with strong multi-turn 
can be removed and replaced quickly, coils changed magnetic blowouts which force the arc to rotate—alter 
and the entire magnet assembly removed—all from "®*t¢!y lengthened and confined—so that it moves 
th f t ith t # ; t 1 d ith t continuously from a hot to a cold spot on the contact 

e ron —without specia 00 a and witnou surfaces. This practically eliminates metal build-up or 
removing the starter from the cabinet or panel. pitting and greatly increases contact life. 


For complete information contact your nearest Clark sales 
office or Clark distributor, or write us direct 


Yee CLARK CONTROLLER 


Everything Under Control 1146 East 152nd Street Cleveland 10, Ohio 


IN CANADA: CANADIAN CONTROLLERS, LIMITED © MAIN OFFICES AND PLANT, TORONTO 
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BUSINESS INDEX for December 1956* 


NATIONAL PICTURE: 


180 + 180 — 
160 Inventories i60 

120 — 120 — 


80 


60 


INDEX % CHANGE 
Dec. 1956 Nov. 1956 Dec. 1955 Dec. 1954 Dec. 1953 1956 from 1955 


Sales 175 167 170 158 157 
Inventory 145 153 137 119 116 — 


Fy From From 1956 From From 
J PCy? Nov. 1956 Dec. 1955 from 1955** Nov. 1956 Dec. 1955 


NEW ENGLAND }+-22 }+-20 3 }-10 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC .......... 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


0 7 14 7 10 


*For electrical apparatus, supplies distributors. Source: Bureau of the Census **)}2 months 1956 from |2 months 1955 
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"THE BEST COSTS LESS INSTALLED” 
.--Fhese E.M.T. sales aids will help! 


It’s our new theme for '57, But it’s true any year. Your cus- 


tomers will get a better, more economical job with Republic 
‘ INCH-MARKED”” . . . an exclusive sales 
ELECTRUNITE® E. M.T. Don’t forget to remind them of this. feature that teams up with the ELECTRUDATE 
Bender for easier fabrication and installa 


One way is through these sales aids. Ad reprints, Sweet's tion, In sizes 2", % 


Catalog reprints, stuffers and folders—go right into the — —- — 
mail basket on the desks of important buyers. They tell > 

the sales-making story of ELECTRUNITE’S exclusive fea- 


and 1% 


better visibility. Eliminates “wows. On sizes 


tures. They show how ELECTRUNITE has been profitably 


2°, and 
used in important jobs—large and small. They make calls 
where your salesmen sometimes can’t—and they result in 


more orders for you. porous 
Get ELECTRUNITE sales promotion materia! on your 
exclusive By actual tests makes wire p 


easier. In sizes and 


team today. Write us or call your Republic Representative. 


REPUBLIC STEEL 


ACCEPTANCE... first in preference by brand 
name in unbiased surveys an ELECTRUMITE 


STEEL AND TUBES DIVISION feature 


S15 Gast Steet Cleveland, Olio BENDING INSTRUCTIONS 
for the ELECTRUNITE® 
bending syster ar 

ELECTRUNITE extra 


World off Stiwalard, and, Stool 


March, 1957—ELECTRICAL WHOLESALING 


this one at’em... 


WHOLESALE 


PRICE INDEX 


2 
j 
4 
5 


40 


Product 


Copper Wire, bare 
Building Wire, type 


RH-RW 


Non-metallic Sheathed Cable 
Varnished Cambric Cable 
Flexible Cord type SJ 


Lighting Panelboard 


, fuse type 


(1947-49 


Lighting Panelboard, circuit breaker type 
Safety Switch, 2 pole, type A, 250-volts 
Safety Switch, 3 pole, type C, 575 volts 
Air circuit breaker, 250 volts 

Power Panel, fuse type, 250 volts 


Power Panel, circuit 
Motor Control, a.c., 
Motor Control, a.c 
Motor Control, a.c., 
Motor Control, a.c., 
Motor Control, d.c 


breaker type 


25-30 hp., 400-440 volts, combination starting switch 
, 25-30 hp., 220 volts 


50 hp., 440 volts 
75 hp., 440 volts 


, 110 hp., 239 volts 


Renewable Cartridge Fuse, 250 volts 


Non-renewable Cartridge Fuse 


Plug Fuse, 125 volts 


Motor, d.c., 1/6 hp., 


Motor, a.c., '/4 hp 
Motor, a.c., '/2 hp., 


non-renewable 


115 volts 
110-115 volts 
220-240 volts 


Motor, a.c., polyphase, induction, 3 hp 


Motor, a4.c., polyphase, induction, 3 hp 


Motor, a.c., polyphase, induction, 10 hp 


Motor, a.c., polyphase, induction, 10 hp 


Motor, d.c., 5 hp 


Fan under 12 inches 


Drill, production line, V4 in 


Drill, production line, '/y in 


Saw, production line, 6-8 in 


Pliers, 6-in long nose 


Lamp, 60-watt, 110 


600 volts 


open sleeves bearing 
ball bearing 
open sleeve bearing 
ball bearing 


Fan, propeller type, 24-30 in. wheel diameter, direct connected 


Jan. 1957 


Dec. 1956 


159.0 
148.9 

92.9 
165.5 
148.8 


129.9 
136.3 
159.1 
168.7 
179.7 
143.8 
149.7 
177.6 
163.5 
189.6 
164.4 
181.8 
126.0 
127.9 
111.4 


173.3 
114.9 
118.5 
141.4 
140.1 
159.6 
157.2 
181.6 


116.8 
167.6 


123.1 
119.0 
103.1 


186.0 


115, 120 and 125 volts. Inside-frosted 


Distribution Transformer, 15 kva 


Distribution Transfor 


mer, 45-50 kva 


Dry Type Transformer, 15 kva 


Dry Cell Battery 


Dry Cell Battery, po 


flashlight 


type D 


rtable radio pack 67'/) volts 


Voltmeter portable type, 3'/, 6'/, inches, 0-300 volts 


Ammeter, portable type, 4 6'/) inches 


Watt meter 


Toaster, automatic 


for instrument transformer 


Cooking range, standard size 


‘pop-up 


lron, under 4 pounds 


Dry Cell Battery, general purpose, No. 6 type I'/2 volts 


100-150 volts 


Washing Machine, non-automatic, wringer type 


Washing Machine, automatic 


lroner table model 


lroner, portable model 


Vacuum Cleaner upright 


Vacuum Cleaner, tank 


Refrigerator, capacity 7.4-9.5 cubic feet and over 


Home Freezer Chest 


Radio, table model 


8.12.4 cubic feet 


Hi-Fi Phonograph, console 


Radio, portable model 


Television, table model 


Television console model 


Water Heater, 52 gallon tank, 230 volts a.c 


Radio-television-phonograph combination 


changes are increases. Decreases are indicated by minus sign. 


145.0 


143.5 
134.7 
136.8 


119.0 
139.7 
156.4 


185.0 
179.8 
160.5 


90.6 
93.8 


104.5 
114.3 
106.0 
119.7 
113.8 
108.5 

95.9 

97.3 
101.8 
101.1 


90.3 
99.9 
91.3 
68.3 
69.8 
174 


%_ Change 


Sourc 


Jan. 1956 


161.5 
152.1 
112.6 
170.4 
138.6 


118.6 
125.7 
153.7 
155.9 
151.2 
133.5 
139.2 
154.6 
151.8 
160.8 
152.6 
169.4 
126.0 
127.9 
111.4 


154.5 
105.8 
110.8 
125.9 
126.4 
134.8 
133.2 
163.2 


112.4 
155.9 


114.3 
102.3 
176.2 


147.2 


130.5 
122.4 
136.8 


136.4 
152.3 


169.9 
146.1 


100.2 


108.6 
99.9 
117.4 
113.8 
108.4 
104.3 
97.9 
95.8 
106.4 


85.9 
98.2 
89.3 
68.6 
69.9 
75.9 


Change 


— 36 
—19.2 
— 3.8 

1.3 


Bureau of Labor Statistics 
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159.0 0.0 
146.6 
91.0 
164.0 —0.9 
140.4 
131.0 0.9 10.5 
136.3 0.0 8.4 
4 159.0 ~0.6 3.5 - 
q 168.6 —0.6 
10 179.7 0.0 18.8 aw 
12 149.5 74 4 
; 13 177.6 0.0 14.9 . 
14 163.5 0.0 7.7 
15 189.6 0.0 17.9 
7 0.0 73 
125.7 0.2 — 0.2 
127.9 0.0 0.0 
170.1 19 10.1 
22 0.0 5.8 
23 118.5 0.0 69 
141.4 0.0 12.3 
140.1 0.0 10.8 
6, 159.6 0.0 18.4 
157.2 0.0 18.0 
181.6 0.0 11.3 
117.9 0.9 4.9 ~ 
123.1 0.0 121.5 1.3 
119.0 0.0 4.1 
190.1 0.0 0.8 
186.0 0.0 44 
145.0 0.0 - 15 
143.5 0.0 10.0 
134.7 0.0 10.0 
136.8 0.0 0.0 
119.0 0.0 149.3 20.3 
146.3 47 1.3 
— 164.5 5.2 8.0 
185.0 0.0 178.6 3.6 
179.8 0.0 5.8 ‘ 
160.5 0.0 9.9 
93.5 | 3.2 99.0 5.6 
97.5 4.0 — 27 
104.5 0.0 101.2 3.3 
‘9, 106.0 0.0 6.1 
50, 121.8 1.8 3.8 
113.8 0.0 0.0 
52 108.5 0.0 0.9 
5 99.4 3.7 4.7 
96.7 —0.6 — 1.2 
101.8 0.0 6.2 
102.5 1.4 — 3.7 
7 90.8 0.6 5.8 
99.9 0.0 1.7 
91.3 0.0 22 
0 69.0 0.1 0.6 
69.6 —0.3 - 04 
62, 17.4 0.0 2.0 
112 
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, Cable splices made faster, last longer in toughest "proving ground” here in The Bessemer 
Limestone and Cement Company's quarrying operation. Note the rough surfaces over which 
the cable is dragged. Under conditions that vary from extreme dryness to complete submer 
sion, Bessemer reports exceptional results from the rugged splices made with Okonite Tapes 


Okonite Tapes reduce down-time 
for Bessemer shovels 


The Bessemer Limestone and Cement Company ha ach splice is designed to give maximum electrical 

’ reduced down-time on its electric shovels two ways by and mechanical protection for operation at 4160 volt 
using Okonite Tapes in splicing its high voltage port- Okolite Corona-Resisting Tape fuses into a solid wall 
able shovel cables. First, tough, waterproof splice of self-vuleanizing high voltage insulation, Over the 
can be made in the field without taking the cable to hielding tape applied about the three-conductor core, 
the shop and without buying any special molds and a solid wall of Okoprene Weather-Resistant Tape give 
other equipment. Second, splices made with Okonite full neoprene protection to the splice. This combina 
Tapes have been in service since 1945 without added tion of Okolite and Okoprene Tapes provides the 
time-loss in remaking. toughness and complete moisture resistance necessary 
Cables and splices are dragged over rocks, frequently for continued service under such severe operating 
lie completely submerged in water, and are constantly condition 


Lite ves fc tougher j (et 
exposed to sun, rain, snow and ice. Yet Okonite plice specily Okonite tape w th ougher job ( the m 
have maintained their waterproof toughness for seven from your Okonite Tape Distributor, or write to The 
years of this treatment. No wonder Bessemer ha Okonite Company, WH, Tape Department, Passav 


standardized on Okonite Tapes 


Available Through Authorized Distributors Only. 


OKONITE HES splicing tapes 


New Jerse) 
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THE MARKET 


CONTROL 
TRANSFORMER 


GETS BIGGER 
_ EVERY DAY 


Every day more plants are con- 
forming to the Safety Require 
ments of Electrical Codes and 
replacing 250 volt push button 
and switch systems to 115 volt 


operation 


This means a market for new 
controls and new control type 
transformers. 


With the Acme line of Machine 
Tool Control transformers you 
can fill every application from 
a minimum of stock sizes. Exter 
nal taps on the primary provide 
for $75/460/240 volts, 50/60 
cycles, secondary 95/115 volts. 
Available from stock in capaci 
ties from 50 VA to i500 VA 


You can sell these transformers 
with the confidence that you are 
doing your customer a favor. The 
unusually high voltage regula 
tion (low voltage drop) during 
inductance of control compo- 
nents is an unmatched feature 
of these units 


Write for Bulletin MTC-194B 
and MTC-1. 


SALESMEN’S IDEA EXCHANGE 


ACME ELECTRIC CORPORATION 
673 WATER STREET CUBA, NEW YORK 


As a sounding board for your ideas, EW poses a monthly 
question for this discussion corner. Distributor salesmen 
furnish the answers—controversial or agreeable. 


WE ASKED . .. Are manufacturers’ salesmen a help or a hindrance? 


THEY ANSWERED 


"They're a help 


I find them a help in several ways 
always glad to see them 

| often have questions to ask them 
about items | am unable to locate in 
the catalogs—-special control equip- 
ment, special wire and cable, etc. and 
most of all to check my catalogs to 
make certain that they are up to date 
regarding prices and new or obsolete 
equipment 

Orlando, Fila. 


| find manufacturers’ salesmen of 
very much help in the sale of electrical 
material 
As salesmen for an electrical whole- 
suler we have to know a little about 
all the items we handle so when we 
have the informed support of a fac- 
tory man working with us, it has prov- 
en to be very helpful — especially 
when we are trying to sell the item 
that is made by the factory he repre- 
sents 
Tallahassee, Fla. 


I find they are a terrific help. We 
have as many as we can get to come 
in 

It is a fine opportunity to learn 
about the product, and new sales tech- 
niques at the same time 

They usually help me get an order, 
or a larger order 

Greensboro, N.C. 


“They're a hindrance 

The general run of supply items 
can be sold and applied by most sales- 
men working alone 


Providence Electric Co. 
Gets New Location 


PROVIDENCE, R.1I.—-Providence 
Electric Co., Inc. recently announced 
its move to a new location with larger 
quarters. 

Ihe electrical wholesaling firm's 
new address is 951 N. Main St., cor- 
ner of Rochambeau Ave. 

The announcement was made by 
Samuel I. Cohen, president 

Previously Providence Electric Co 
was located at 110 Empire St 

The firm was founded in 1907 


Manufacturers’ representatives and 
salesmen should only be used to back 
up the supply salesmen’s sales story 
and application, if called upon to do 
so 

My summary would be to use manu- 
representatives and 
men when you have to as he only 
has a one-sided story and not an over- 
all picture of your customer as the 
supply salesman would have 

He can only benefit you on certain 
phases and ideas in your business 

Brockton, Mass. 


facturers’ sales- 


It all depends upon the man. There 
are some that will promise the custo- 
mer anything to get the order 

When you come in and tell the 
truth your thinks you're 
crazy 

Most of the salesmen selling for 
manufacturers do not even know their 
products 

However, if he is any good, which 
is rare, he can sell his product better 
because that is the only line he is 
selling, whereas the distributor sales- 
man has many lines to sell. 

You can also put the manufacturer’s 
agent in the same category. 

The cooperation on a whole be- 
tween manufacturers, their salesmen 
and distributors—I have never seen 
in such a deplorable condition 

They will not even back up any 
service On their own orders and prod- 
ucts 

I speak with 20 years of experience 
in the electrical supply business. 

Los Angeles, Calif. 


customer 


Waltham, Mass. Firm 
Expands Facilities 


WALTHAM, MASS. Standard 
Electric Supply Co., 1058 Main St. 
has completed an expansion which 
increases the size of its plant by one- 
third. 

Two small adjacent store buildings 
were acquired. The additional space 
was converted to warehouse and office 
facilities, plus an improved fixture 
display section 

A. V. Brand is president of the 
firm. Henry Isaacs is buyer. 
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This Safety Switch is Built to 
Match the Performance of the 
Finest in Motor Control + installs easier 


A Safety Switch Worthy of its Name 
Cutler-Hammer 4105. Type A. 30 to 1200 Amp. 


Engineered for “‘heat-proof’’ dependability. New design for mini- 

mum internal heat generation; new materials for heat immunity. 

Automatic pressure fuse receivers; no screws to forget to tighten 

. no screws to loosen in service by alternate expansion and 
contraction. 

Visible blades for quick and sure inspection at all times. New 
double insulated steel operating hook. Safety is important in 
safety switches. 

Panel mounted mechanism of the Cutler-Hammer 4105 Safety 
Switch is readily interchangeable with that of the Cutler-Hammer 
4101 to permit replacements without case and conduit work. 


yy works better 


yy lasts longer 


Cutler-Hammer Three-Star Motor Control 
performance has proved sensational wherever 
and whenever it has been compared with any 
other control equipment. A kaolin processing 
plant in Georgia, for example, reports: ‘‘Be 
cause of the hard service we give motor control 
in our plant, we have always had to replace 
contacts every 30 to 60 days. Our first Three 
Star Control has now been in daily use for 
thirteen months and its original contacts still 
look and perform like new.”’ A lumber mill 
in California says: “Control contacts have 
always been a problem on our drive of the 
feed chain going to the trim saw. We had to 
replace contacts every few weeks. Your Three 
Star Control is now in its twenty-fourth month 
of continuous daily operation with the original 
contacts still in service.’ 

Such control equipment brings important 
dependability and savings to any job. But it 
should be matched with a safety switch de 
signed and built to equal the performance 
That is exactly what the Cutler-Hammer 4105 
Safety Switch offers. It is loaded with ad 
vanced design features. See it. Try it. Prove it 
Order from nearby Cutler-Hammer Distributor 
today. CUTLER-HAMMER, Inc.,1327 St. Paul 
Avenue, Milwaukee 1, Wisconsin. Associate 
Canadian Cutler-Hammer, Ltd., Toronto. 


cn 


Cutler-Hammer Three-Star Motor Control can now be obtained in every needed form 
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What's New With Customers 


Test Office Has 450-ft-c 
Of Illumination 


Illuminating engineers have long 
thought that ideal lighting for offices 
etc. should be comparable to that in 
the shade of a tree on a clear summer 
day. This would be about 400 to 500- 
ft-c-——or eight to 10 times the intensity 

SOLD ONLY THROUGH AUTHORIZED ELECTRICAL WHOLESALERS in use today 
The question of how such high 
lighting levels can be provided indoors 


UN USUALLY SHALLOW 
and made comfortable is under study 


now at Nela Park, Cleveland. Two 

General Electric Co. illuminating en- 

gineers designed and had installed in 

their own offices an experimental sys- 

Desi gne d For Panel Mountin g tem which provides 450-ft-c on the 
desk tops 


Lighting equipment used for the ex 
periment was selected in line with 


Ihe No, 5258, 125 volt, parallel 
slot receptacle (and its com 
panion unit, the tandem slot num troffers of the two-lamp cross 


good lighting practice. Etched alumi 


250 volt, No. 5658) is a com louvered type are installed end-to-end 


and edgetoedge to form “troller 
for grounding exposed metal — all” ceiling 

parts of portable electrical e Good Results—Results of the test 
equipment. It is side wired with | : dt indicate that the high lighting intensity 
Problems that remain are those of 
Each unit, when fitted with reflected glare, and generated heat 
| However, the glare problem ts mini 
new female motor base = a mized by avoidance of working with 


No, 5256 and No. 5656 _ 
- 11093 SINGLE RECEPTACLES materials that have glossy surfaces 


ot ases (No 
Male motor base v« ta Ihe sensation of heat never defi 


designed for use with 3-wire 


and No, 5668), fitted with “U 5256 ‘ | I j 
shaped pin for grounding, are 962 0 nitely excessive—-is Overcome by ade 
; a quate air conditioning in the room 


grounding type cord, connector 

bodies 
Automation Calls For 
Better Maintenance 


Round “Shoulderless” design per , ! The days of the screw driver and 
mits mounting in restricted spaces , plier type of maintenance man are 
long past, states R. L. Kirkpatrick 
manager-maintenance sales dept., 
Westinghouse Electric Corp. The rapid 
trend to automation in industry has ac- 
Green hexagonal grounding screw | centuated the importance of main 
tenance 

. Electrical control equipment manu 

Rugged bakelite construction . : facturers must now, more than ever, 


design trouble-free apparatus with 


Unusually shallow depth 


For use with metallic or non-metallic 
wiring systems nag adequate operation and maintenance 


MALE MOTOR BASES instructions 
Users of automatic machines must 
establish a preventative maintenance 


easily replaceable parts, and provide 


WIRED SONICS program with inspection as the key 


WAREHOUSE LOCATIONS 
ASSURE NATIONWIDE Inspection instructions and training 
- STOCK AVAILABILITY courses should emphasize: keep it 
keep it tight. Safe 


clean, keep tt dry 
2, Connecticut 
State ond Bostwick Streets operating procedure should be fol 


Chicago 7, Minois lowed where high voltages occur 
; ¢. 37 South Sangamon Street Significance to you: Distributors of 
: Los Angeles 12, California electrical control equipment for use by 
103 North Santo Fe Avenve 


HIGHEST QUALITY micas Calitorni automated industry will stock a grea 
WIRING DEVICES MACHINE SCREWS Avenue number of smaller, more compact 


Dalles 7, Texes parts and units. Salesmen can aid cus- 
1111 Dragon Street tomers in establishing preventive main- 


RIDGEPORT 2, CONNECTICUT 
~ tenance programs. 
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Why should your custome be half 
equipped with just a voltage tester’ 
The AMPROBE JR. meets all testing 
need measures voltage and current 
instantly and accurately without shut 
ting down equipment. There | il 
AMPROBE JR. for every job f irrent 
modeis in either 12 
150/600 volts. So, when your custome 
asks for a voltage tester, show him the 
complete line of AMPROBE JUNIOR 


only 


Division of PYRAMID INSTRUMENT CORPORATION, 630 Merrick Road Lynbrook, N. Y.. manufacturer of remcc 


March, 1957—ELECTRICAL WHOLESALING 


a 
; 
y he re- 
Cc 
eee, 
a@ 
* ® 
‘ 
117 


ABLE FUSES 


+ 


are saving 


industry MONEY ! 


This is the 


Manarch 


Renewable 
knife blade type 


fuse QUALITY 


CONSTRUCTION 


provides rigid blade alignment 
with machine threaded 
brass inserts —easier 
to renew 


A complete line of knife blade 
and ferrule type renewable and 
one-time fuses; plug fuses and 
spring clips. 


Because Manarch Fuses are made 


from raw material to final inspection under 
our own QUALITY CONTROL — we are able to 
make strong claims and GUARANTEE long 
service. 


Specyiy Manarch Fuses 


INDUSTRY-WIDE PROGRAMS 


Continued from page 88 


northern California cities. 

When there was demand for the 
in smaller towns, the Bureau 
set up a “traveling troupe” to take the 
school to the students. The decision 
was made to give the course in two 
concentrated meetings rather than six, 
using two instructor teams working in 
tandem 

The first team, starting out last 
October 22, conducted sessions in four 
cities the first week, four more the 
second and five in the third week. This 
team covered business prospects, de- 
sign fundamentals and lamps. 

A week later, the second team be- 


course 


gan to follow the same route. This 
team covered data application and 
CLP selling 

Great interest in the course was 


evidenced during this road tour, A 
total of 247 industry men—compared 
to 210 in the first two “metropolitan 
schools’ attended in the 13 cities. 
Bakersfield had the largest course, 
with 34 in the group, and Merced the 
smallest, with 11 students 


e Variety—Of the total of 247 stu- 
dents, 17 were distributor salesmen 
and 149 were contractors. Other stu- 


dent included utility men, 
engineers, in- 


maintenance 


groups 
consulting 
industrial 


architects 
spectors and 
engineers 
Sales results followed almost im- 
mediately. In Merced alone, six jobs 
were reported started the week after 
the One of these 
was a luminous ceiling designed by an 
architect applying what he had learned 
in school. In Salinas, four jobs were 
sold the next week and 11 during the 


course concluded 


next month 
The Bureau stresses that this is 
“just the beginning.” Its efforts to 


broaden CLP’s training of distributor 
salesmen and contractors and then ap- 
proach customers with a sales educa- 
tion effort, will continue 


$52-Billion Industry 

WASHINGTON—The electrical in- 
dustry produced goods and services in 
1956 valued at $52 billion, or 12% 
per cent of the $412.4 billion produced 
by the economy as a whole. 

This new statistical evaluation, de- 
veloped for National Electrical Week, 
was announced by NEW Chairman 
M. E. Skinner as he kicked off obser- 
vances across the nation. 

Included in the evaluation were 
42,600 firms in utility, manufacturing 
(electric, communication elec- 
tronic), wholesale distributing (sup- 
plies, appliances, electronic), contract- 
ing, radio and TV broadcasting, and 
telephone and telegraph classifications. 
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Penn-Texas / 


NEMA 


CAROL CABLE COMPANY ~*~ Division of the Crescent Company, Inc., Pawtucket, R.t. 


* Portable Cords * Cordsets *Lamp Cords * Welding Cables * Thermostat Wires * Power Supply Cables 
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Agai 


Por 


celain Products introduces. 


Brand New Concept 
WITCH BOXE 


of FI 


these other fiber giass 
reinforced plastic (FRP) 
outlet boxes. 


No. 9314-C, 4 Octagon box 
has standard round knockouts 
available with or without FRP 


clamps 


No. 9314-4 Octagon Boa, tur 
nished ouembled with hanger 
brocket. Also available with or 
without clamps 


EPLECTRIE 


BER GLAS 


Another addition to Porcelain Products’ growing line 
of boxes is this new fiber glass reinforced polyester 
switch box. The remarkable qualities of FRP make 
possible this fully insulated, corrosion and flame resis- 
tant switch box that is fully rugged enough to withstand 
abnormally rough handling. Because the box itself is an 
insulator, grounding on many circuits is not necessary 
Its inherent resistance to corrosion makes it ideal for 
application in farm buildings, industrial plants, or 
wherever there ts Contaminated or moist atmosphere. 
Write today for complete information! 


No. 9311-6, FRP Switch Bc No. 9311-4 with hanger brocket 
mounting ears for old for new work. No. 9311-HNC 
Standard with FRP clamps ) without clamps 

9311-ENC without clamps 


FINDLAY, OHIO 


LETTERS TO THE EDITOR 
Continued from page 2 

count to give to whom, and how to 
save for whom, was always prevalent 
every time a consumer entered our 
own show room 

We, of course, have incorporated 
the first move which Mr. Shemitz 
plans and have had successful results 
with it for the last year 

The various methods of handling 
compensation to the contractor as sug- 
gested by Mr. Shemitz sound like fine 
theory, but we feel that they involve 
too many complications and are vul- 
nerable to argument on every side of 
the fence 

We have established a 25 per cent 
margin for the contractor for all con- 
sumer purchases. It make no differ- 
ence whether he accompanies the cus- 
tomer, whether he sends the customer, 
whether the customer comes in with 
no knowledge on his part, or whether 
we sell him regularly 

The 25 per cent is available to who- 
ever legitimately hangs the fixtures. 

Our feeling on this point is that our 
function as a wholesaler of fixtures in- 
volves a certain service to the contrac- 
tor, part of which is compensated for 
in the basically larger markup which 
we enjoy 

In addition to this, the problems 
which might arise in creating price 
differentials to the contractor may 
cause more friction than the difference 
in money might be worth 

As in Mr. Shemitz’ case, we are 
actively participating in American 
Home Lighting Institute 

GEORGE GREEN 

PRESIDENT 
GEORGE GREEN ELECTRICAL CORP 
WORCESTER, MASS. 


Canadian Wholesaling 
Dear Sir: 

I have just been referred to an article 
entitled, “A Special Report On Whole 
saling In Canada,” which appears in 
the November issue of ELFCTRICAI 
WHOLESALING (p. 78) 

I would appreciate very much your 
sending me either this issue or a re- 
print of this special report. 

Thank you very much. 

R. H. ORTHOFFER 
ASST. SALES MANAGER 
THE EBCO MPG. CO 
COLUMBUS, OHIO 


Did You Know That... 


The new highway building program 
of the federal government will use 
enough paving material to bury all 
of Manhattan under a layer of con- 
crete and asphalt 17 feet deep. It 
may also use up to 41,000 miles of 
up-to-date illumination. 
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Atlanta, Georgia 
Baltimore, Maryland 
Boston, Massachusetts 

Chicago, Illinois 

Cincinnati, Ohio 

Cleveland, Ohio 

Dallas, Texas 

Dayton, Ohio 

Denver, Colorado 

Detroit, Michigan 
Greensboro, North Carolina 
Indianapolis, indiana 
Kansos City, Missouri 

Lincoln, Nebraska 

los Angeles, California 


for quality and service... specity GENERAL 


ADDS TEN 
NEW STARS 


Memphis, Tennessee 
Milwaukee, Wisconsin 
Minneapolis, Minnesota 
Newark, New Jersey 
New Haven, Connecticut 
New Orleons, Lovisiono 
Philadelphia, Pennsylvania 
Pittsburgh, Pennsylvania 
Portland, Oregon 

St. Lovis, Missouri 

Son Francisco, California 
Seattle, Washington 
Springfield, Illinois 
Syracuse, New York 
Tampa, Florida 
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Sa ” Backing up our Authorized Distributors 
34 stocks, General Cable now adds 

10 New Distributing Centers to its 
nationwide operation. Now, to keep pace with 
soaring demands, there will be 40 General Cable 
Distributing Centers fully stocked to meet our 
Authorized Distributors’ wire and cable requirements 
Rely on General Cable’s Authorized Distributor 
stocks for superior quality, unequalled service and 
availability for all your wire and cable needs 
GENERAL CABLE CORPORATION 
420 Lexington Avenue, New York 17, New York 
Offices and Distribution Centers Coast-to-Coast 
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FLANGEO 
Over wiews 
AND FITTING 


FLANGELESS 
COVER WIiRtWA 
AND FITTINGS 


For more profitable volume sales, stock the 


KEYSTONE QUALITY LINE 


curour Covi® PULL TELEPHONE CABINETS TRANSFORMER 


Here it is the most extensive line of wireways and 
fittings on the market today! Yes, it's the Keystone 
Quality Line... with every item “job-engineered” to 
fit right into most any electrical distribution system 
built right to speed installation, reduce costs, and 
increase profits. For example, both flanged and flange 
less types of wireway are produced and stocked in a 
wide range of standard sizes and lengths, with or with 
out knockouts. And special sizes or types are also 
available to meet unusual installation problems. There's 
a complete selection of auxiliary fittings to choose 
from, too, plus cutout and pull boxes in more than S50 
different stock sizes and a variety of telephone and A complete new fully illustrated 
current transformer cabinets to meet your particular catalog covering the entire ‘Key 
needs. So save time, save Money On wiring installation stone Quality Line” of wiring 
jobs ... go “Keystone” all the way! installation equipment. Send 
for your free copy today! 


IT'S YOURS FOR THE ASKING! 


_ pays EVSTONE MANUFACTURING COMPANY 
to figure 
on Keystone 


23328 SHERWOOD AVENUE e@ CENTER LINE (Detroit) MICHIGAN 


. «the Complete Line of Wiring Installation Equipment 
$010 ONLY THROUGH RECOGNIZED ELECTRICAL DISTRIBUTORS 


Labor Shortage Forces 
Mechanized Handling 


CHICAGO, ILI The adoption 
of automation by the nation’s large 
producers is being paralleled by an 
equally significant trend toward mech- 
anization among small manufacturers 
and distributors, a materials handling 
sales manager recently stated 

R. F. Moody, eastern district sales 
manager for the Hyster Co. said: 
‘This trend may, over the next 10 
years, have an even more significant 
effect on our economy and the man- 
ner in which we do business than any 
other single factor.” 

He pointed to the decreasing avail- 
ability of manual labor and the in- 
creasing demands for better service at 
no increase in cost 

The need for keeping handling costs 
in line may be seen from Mr. Moody's 
estimate that “in distribution indus 
tries, handling costs totaling 50 per 
cent or more of operating costs are 
not in the least unusual.” 

Costs will be lowered or at least 
held in line, he predicted, not only 
as a result of more efficient handling 
methods, but also because of less 
damage to products and materials 

Also, workers in distribution indus- 
tries will have an opportunity to keep 
pace with employees in manufactur- 
ing in terms of income, working con- 
ditions, and hours, he emphasized 


Blaze Damages Ottawa 
Wholesaling Firm 

OTTAWA, ONT A two alarm 
fire on January 25 did upwards of 
$500,000 damage to the showroom 
and warehouse of the Union Electric 
Supply Co., Ltd 

John C. Wright, manager of the 
company, said stock in the 2’ story 
brick building was worth $500,000 
and the building itself was valued at 
$75,000 

(Note: For those readers on their 
way back to page 79-——this was not the 
same house, but a Union branch). 


Curtis Lighting Buys 
Vancouver Firm 

CHICAGO, ILL.—Curtis Lighting, 
Inc. announces purchase of Vancou- 
ver Lighting Co., Ltd. The Vancou 
ver, B. C. firm will become affiliated 
with Curtis Lighting of Canada, Ltd., 
Toronto, a subsidiary of the Chicago 
company. 

Aim of the acquisition is manufac 
ture of Curtis products in Vancouver 
in order to provide better service for 
western Canada customers, according 
to John A. Wright, Curtis president. 

D. Bolton, Vancouver sales rep- 
resentative for Curtis Lighting of 
Canada, will supervise sales 
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lor Living 
you sell more fixtures, 


more money! 


BEFORE AFTER > 


This well designed, fully 
equipped kitchen (above) had 
everything ex ept good lighting 

Light for Living makes the 
difference (at right New 


fluorescent ceiling fixture 
greatly improves overall light- 
ing. New incandescent dining 
fixture brightens dinette table, 
throws light upward to reduce 
gloomy shadows. Luminous 
shelf over range makes tasty 
cooking easier, Under-cabinet 
fluorescents make counter work 
areas sparkling bright. Lighted 
valance over sink gives cheery 
illumination for easier dish- 
washing 

This is Light for Living! It can mean bigger profits Send for your kit today! Only 1.00! 
for you 
NEW G-E FIXTURE SALES KIT—A new sales package de- 


signed to help you guide your customers in the selection 


Here’s the material you'll get: 


e How To Decorate and Light Your Home e Merchandising Guide 
e Lighting Fixture Guide © Display Guide 
of the right fixtures throughout their e Wall Lighting Guide e Advertising Guide 


$y using all the material in this 


great kit, you'll help customers build THIS COUPON—AND MAIL TODAY! 


home I 


Light for Living into their home and 


step up fixture sales at the same time 


Progress /s Our Most Important Product Mame 


ADDBESS 


GENERAL ELECTRIC 
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Office Automation Gets 
Call in Paperwork Battle 
BOSTON, MASS.—During _ the 


Model 22 next three years, businesses the 
United States will spend at least a 


SHED REC SEG FLUORESCENT ; billion dollars to modernize office pi 
on dolla ode eo ce pro 
with dropped Piexigias, Maintenance is fast and cedures to keep pace with the rapidly 
sasy. All witing is connected to removable growing economy of the country, in 
the opinion of an electronic “brain 


Pen, which is independent of the housing. manufacture! 

Walter W. Finke, president of Data 
matic Corp., recently estimated that 
at least 1,000 businesses of all types 
industrial, financial, service establish 
ments and government agencies—are 
“losing money every day they struggle 
to stem the mountainous tide of paper 
work with obsolete equipment and 

ae . clerical, billing and bookeeping pro 
cedures that are fast becoming out 
Plaxigios differ dated.” With a $500-billion economy 
predicted for 1960, he stated, there 
Or is no prospect of the paperwork dimin 
ishing 
He cited the necessary expenditures 
of time and money by firms which 
want to install electronic office equip 
ment, and by the computer industry 


itself in its customer traming 


ther ATLITE . ed f be li h . In addition to mounting paperwor 
ano ‘ H] or tter ting problems, he noted the shortage of 
predicted population. “Automation, in 

the office as well as the factory, will 


x” a necessary part of the scheme ot 
hines tomorrow Mr. kinke con 


cluded 


Edwin Guth Co. Marks 
55th Business Year 


Model 205 | ST. LOUIS—Edwin F. Guth Co. is 


. marking its SSth year as a lighting 
DIRECTIONAL SIGN WITH DOWN LIGHT . equipment manufacture! during 1957 


‘ 
Single face. Plastic bottom shield provides It was announced that Edwin | 


Guth, Sr., founder and chairman o! 
the board, will take an active part in 


observance of the anniversary event 


general illumination and offers quick 
access to wiring for maintenance 


as he continues to do in all importan 
company decisions 

Mr. Guth is well known as 
ventor in the lighting industry 
latest design, a reversible louver-lens 


PRE-WIRED ASSEMBLY called Prismoid Gratelit is cur 


rently being introduced to the com 


FAST, EASY INGTALLATION mercial lighting field 
REDUCES YOUR INVENTORY 


= American Gage Co. Buys 


withow? csorpentry. 2, ¥ of TW wire pulls 
directly into the J-hox, which is always 
Ne other pull boxes, 
led by American Gage & Machine Co 
40,100,1 ae. : of Chicago. The firm will operate a 
+190, won adore, ad a separate unit of American Gage 


No changes in personnel, product 


Sond for your ivstrated catalog of the complete ATLTE fine. or sales policy are contemplated 
ATLAS ELECTRIC ( are I Buckley has 
177 president of Standard lransforme 


WARREN, the Standard 
Transformer Co., has been purchased 


succeeding Worthington | Parker 


retiring president 
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Power tor amall and portable tools 


Power for lighting circuits 


JEFFERSON 


Power for machine tool controls Puy | 


TRANSFORMERS 


e A complete line of superior quality Power Circuit 
transformers from 50 VA through 50 KVA 
600 Volt Primary, 120/240 Secondary: 480/240 
Volt Primary, 120/240 Volt Secondary 

1 KVA through 50 KVA dry type transformers 
all incorporate Class B insulation and _ finest 


quality grain-oriented silicon steel laminations 
New small size allows better use of space in the 
factory or in storage. New light weight means 
easier handling, easier installation. Mounting 
brackets for 15 KVA and smaller sizes are built 
: in for permanent, safe installations 

breakers, off-on switches and standard re 
ceptacles 
The leading distributors in your area carry ad 
equate stocks to quickly fill your needs. We will 


furnish their names upon request 


P561-16 
thie comptets 
( atalog numbers 
diagram included 
jor Our copy nou 
Jefferson 50 VA to 1 KVA Power 
Circuit Transformers 


Jefferson Electric Company 


BELLWOOD, 'LLINOTS = 
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PORTABLE 
POWER 
THREADING 


Ready to go. 
wherever you go 


TOLEDO No. 78 
Power Drive— 


with wrenchless chuck, 
forward and reverse ro- 
tation, 4 to 2” ca- 
pacity a real 
work-saver. 


TOLEDO Drop Head 
Ratchet Threader— 


die change in a jiffy, Y% 
to 2” sizes, light, conven- 
lor close corner 


work, replaceable dies 


™~ 
The kind of tools your customers like to buy! The 
LOLEDO No. 78 Power Drive and Drop Head Ratchet 
I hreader move fast . it’s easy to see why: just put the 
pipe in the wrenchless chuck, “finger” tighten, turn the 
witch and you're ready to go. It's the type of equipment 
) that demonstrates easily—makes friends instantly. Send for 
omplete information on these TOLI DO-Quality prod 


today! 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


OLED 


THREADED PIPE te PIPE: THREADERS + PIPE WRENCHES + PIPE MACHINES 


Dent coats lets 


THE TOLEDO PIPE THREADING MACHINE CO. + TOLEDO 4, OHIO 


Oakes, Holyoke, Ties In 
With NEW On Opening 


HOLYOKE, MASS.—Tying in with 
National Electrical Week, Oakes Elec- 
trical Supply Co. held open house in 
its new quarters Feb. 14, 15 and 16. 
Customers and friends were invited to 
see the new plant and Oakes’ employ- 
ees and supplier representatives. 

Oakes’ new quarters are a two-story 
and basement building at 80 Com- 
mercial St. It has 44,000-sq ft of floor 
space, compared to 20,000-sq ft at 
the firm’s old location. Among its 
features are a new residential lighting 
showroom, a meeting room for in- 
ternal and civic use, conveyors, in- 
tercoms, and new inventory and in- 
voicing systems 

John M. Newton is president of 
the 71-year-old distributing firm. 


Major Producers Hike 
Most Lamp Prices 


NEW YORK, N. Y. Trade 
sources now have the details on list 
price increases for incandescent, fluo- 
rescent and photo lamps recently an- 
nounced by major lamp producers. 

Westinghouse Electric Corp. set 
new prices on almost all of its lamps 
in the above classifications, effective 
Feb. 1, and released its new price 
list the following week. In a_ few 
cases, prices of individual items re- 
mained unchanged or were revised 
downwards 

Sylvania Electric Products Inc. dis 
closed price boosts on its line of 
flashbulbs—-averaging 7.7 per cent 
effective March | 

Both companies blamed increased 
costs for the higher lamp prices 

General Electric Co. announced 
price increases on lighting and photo 
lamps, averaging nine per cent, dur- 
ing the month of January, 


Raybro Appliance Men 
Hear Plans for 1957 


TAMPA, FLA.—Raybro Electric 
Supplies, Inc., recently held a day-long 
meeting here for chief appliance sales- 
man from its five houses. Sales plans 
for the first half of 1957 were under 
discussion. 

In attendance were Dan Donohue, 
Tampa; Jesse Wiggins, Jacksonville; I. 
F. Russell, Miami; Robert S. Hall, St. 
Petersburg; and Carlo Cobb, Orlando. 

The meeting was called by James 
A. Mook, Jr., manager of advertising 
and sales promotion for Raybro. 

Representatives of General Electric 
Co. and Hunter Fan and Ventilating 
Co. presented sales plans to the ap- 
pliance men during the day. 

Troy A. Brown is president and 
M. O. Hollis, executive vice president 
of Raybro Electric Supplies. 
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YOU GET 
SOMETTIUNG 


EAXATRA 


WITH 


“I've used Bryant Wiring Devices for 30 years and found 
them stronger, more dependable, easier to install,” says 


Mr. Carl Hocker of Hocker Electric Co., Gary Ind 


Bryant 4832 duplex outlet, used by Hocker Electric since 
its introduction in 1930, has the Bryant quality features 
which assure dependable, year-after-year performance 
Fotally enclosed in plastic housing Spring-action T 
contacts rigidly support cap blades for best mechanical and 
electrical contact Locked-in mounting strap with wash 
er type plaster ears. Large, undercut binding head screws 
anchor wires securely ... One binding screw on each con 
tact backed out for easier wiring. Staked screws cannot 


fall out . Snub holes for wire ends make wiring faster. 


4832 Outiet 


Listed by Underwriters Laboratories, inc 


THE BRYANT ELECTRIC COMPANY 


Bridgeport 2, Connecticut + CHICAGO + LOS ANGELES 
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INVESTIGATE THESE 
ADVANTAGES OF A 


ELECTRIC 


DISTRIBUTORSHIP 


SELECTIVE DISTRIBUTION—No two 
Furnas Electric distributors serve the same 
accounts, 

QUALITY PRODUCT—Furnas Electric 
Motor Controls are designed, manufac- 
tured and tested to constantly out-perform 
all similar devices. 

WAREHOUSING — Furnas Electric looks 
to its Distributors to warehouse its prod- 
ucts and do it profitably. Size of stocks 
are based on local requirements and area 
served, 

PROFIT MARGIN — Distributors enjoy 


substantial profit margins when selling to 


all classes of trade. 

ORDER REFERENCE —Furnas Electric re- 
fers not only inquiries, but direct orders 
to Distributors for handling. 


These and many other advantages can be yours. For full infor 
mation, write or phone today for Portfolio 5412, 
Furnas Electric Company, 1069 McKee Street, Batavia 


Distributor 


Illinois 
A27 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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Service Industries Gain 
Most in U.S. Economy 


NEW YORK, N. Y.—-Wholesaling 
is up-front among the list of service 
industries which comprise the most 
rapidly growing sector of the Ameri- 
can economy, in terms of both em- 
ployment and expenditures, during the 
past decade 

Currently more workers are engaged 
in the production of services than in 
the production of goods according to 
facts corralled by the McGraw-Hill 
Department of Economics Service in 
in addition to rou- 
wholesale 
insurance, 


dustries include 
tine personal services—all 
and retail trade, finance, 
advertising, real estate, transportation, 
public utilities and 
(This list com 


communications, 
government activities 
pares with the goods-producing sector 
made up of manufacturing, mining, 
construction and agriculture) 

Service industries will probably con- 
tinue to grow faster than goods-pro 
There are a number 
of reasons for the rapid growth of 
service industries and the continued 
optimistic outlook for this outlet for 
creative enterprise 
e More Goods . . .— Advances in 
technology have enabled American in- 
dustry to produce more goods for a 
growing population without a propor- 

This has re- 
force for the 


ducing industries 


tional increase in labor 


leased a larger labor 
service industries. 
e Demand More 


examples of 


Services QOut- 
standing products that 
have spawned large service industries 
in the form of sales and repair estab 
lishments: the automobile, radio, tele 
vision and appliances 

Other factors back of the boom in 
service industries include risine per 
sonal income, shorter workweek (an 
average of three hours less each dec- 
demand for more and 


services 


ade), and a 
more government 

Increasing the number of employ 
ees has not always been accompa- 
nied by gains in manhour productivity. 
In fact, the productivity gain in the 
largest service industry—-wholesale and 
retail trade combined 
per cent a year over the last 80 years. 


was only one 


(In commodity-producing industries 
the gain averaged 2.3 per cent per 
year ) 

e Cost of Services—The prices of 


services have risen an average of 32.5 
per cent since the 1947-49 base per 
od, according to the Bureau of Labor 
Statistics Consumer Price Index. By 
comparison, prices of goods have in 
creased an average of only 10 per 
cent 

However, by 
ards, services have risen less on the 
Services have ris- 


prewar price stand- 
average than goods 
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en 76.7 per cent in price since 1939, 
while goods have gone up 113.2 pe 
cent 

e Reasons for Rise—The basic ex 
planat ons may lie in the low increas 
in Output per manhour in many serv- 
mentioned in 
regard to wholesaling and retailing). 


ice industries (already 


As wage rates have climbed, prices 
have moved up, too because the 
higher costs could not be absorbed 
through tncreased productivity 

On the other hand 


industries such as public utilities have 


some service 


recorded manhour productivity gains 
vreater than those of most goods-pro 
ducing industries. Their prices, accord- 
ingly, have risen less than the aver- 
1o ill 
either 1939 or 1947-49 as a standard 


consumer prices using 


e Conclusion Ihe implications 


vould seem to be two-fold tn. the 


ast of electrical wholesaling I he 
services which electrical wholesale dis 
tributors perform in supplying needed 
materials to public utilities such as 


telephone and electric Companies have 
contributed to the 
these segments of the economy, Also 


greater efficiency ol 


the services performed for industrial 
commercial and individual customers 
have aided and abetted the greater 
gains per manhour, the shorter work 
week, with more leisure to enjoy 


THE FAMOUS BRONCO LABEL 


and more opportunities to enjoy le 
Sure 

But. on the black side 
wholesaling in common with many 


electrical 


other service industries, often relies 
too largely on essentially the same 
methods costly in manhours as 


vere common 20 years ago 


Crescent Co. Acquires 
Lowell Insulated Wire 


PAWTUCKET, R. I The Cres 
cent Co Inc. has announced comple 
tion of negotiations for acquisition of 
the Lowell Insulated Wire Co Lowell 
Mass 

According to John M 


acquisition of 


Sapinsley 
president of Crescent 
the Lowell Co.'s land 
equipment will 


buildings and 
mechanical enable 
Crescent to expand its operations con 
siderably. in the electrical and indu 


trial fields 


CEDA Moves Headquarters 


PORONTO 
Electrical Distributors Association 


Canadian 


cently moved to new and larger quar 
ters in the Union Bldg., 212 King St 
W.. according to Norman Franks, gen 
| il manavel 

The Union Bldg Mr. Franks stated 
s erected on the original site of the 
Upper Canada College which was 
opened in 1829 and ts the oldest pri 
upper 


vate preparatory school in 


( anada 
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Shown Here in 5/6 Actual Size 


W, G. WELDING, CONTROL CABLES 


$O, $JO, SV-NEOPRENE CORDS 


western 


lated 
wire co. 


SO & W SHIELDED CORDS AND CABLES 


CORDS & CABLES MADE ESPECIALLY FOR 
USE ON PAYOUT & RETRACTABLE REELS 


los angeles 58 


california 


18 THROUGH 4/0 AWG 


with from 
1 TO 36 CONDUCTORS 


feet 


250 COILS AND REELS, 


AND BIG CABLES IN LENGTHS 
FROM 10 to 1000 FEET, AND 
LONGER ON SPECIAL ORDER 
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BELL SAF-T-LOK 


(Pat. Pend.) 


Weatherproof OUTLET 


FEATURING Etcladcue 
STAY OPEN 
SNAP-COVER 


ACTION 


STAYS OPEN 
IN 
SAFETY-LOCKED 
POSITION 


SNAPS SHUT AUTOMATICALLY 
WITH SLIGHT PUSH 


No. 219 SINGLE SNAP-COVER 
PARALLEL SLOT DUPLEX RECEPTACLE 


No. 220 SINGLE SNAP-COVER 3-WIRE 
GROUNDING DUPLEX RECEPTACLE 


Grounds metal parts of portable 
electrical tools, lawn mowers, etc. 
Metallic or 


wiring systems. 


for safety in use with 


Non-Metallic 


.»- the most COMPLETE line 


with EXCLUSIVE selling advantages 


insertion of plug... ye 
proof protection. Lid 


loosened or pulled off. 


binations, 


No. 214 No. 216 
Flush Flush Switch 
Screw-Cover (Single pole, 
Duplex T-rated) 
Receptacle 


Exclusive SNAP-COVER locks open for easy, one-hand 
+t snaps shut at a touch for weather- 
does not rest on wire or plug. 
damage insulation if cord is jerked out. Cover cannot be 


Can't 


No. 210-ONE-GANG SAF-T-LOK SINGLE RECEPTACLE 


Bell—The Complete Line —The Only Line with SAF-T-LOK 
SNAP-COVERS OR SCREW COVERS in 1 or 2-gang Com- 


Flush Switch 

ond Duplex 

Screw Cover 
Duplex Receptacle 


“228 No. 
Combination 
Flush Switch & 
Snap -Cover 

Outlet 


Moke BELL your one source for the best in weather-proof and No-Shok 


devices, 


and Metal Wall Plates 


Write for Catalog and Prices today! 


‘BELL ELECTRIC co. 


1844 West 21st Street Chicoge 8, 


Lightolier Upens Show 
of Commercial Lighting 
NEW YORK 


new 


Lightolier, Inc. has 
architectural lighting 
showroom, to be the first show- 
its kind devoted to commer- 


The address 


opened a 
said 
room of 
cial lighting in the city 
is 9 E. 36th St 

The showroom serves as an exhibit 
of the company’s newest commercial 
use. It was set up 
engineers, builders 
individualized 
problems, ac- 


fixtures in actual 
architects, 
and others seeking 
solutions for lighting 
cording to company officials. A large 
annex to Lightolier’s main showroom 
has been divided into model sales and 
executive offices, drafting rooms, cor- 
ridors and reception area. 

Although the offices will be used by 
executives of the firm’s contract divi- 
sion, each one will be on permanent 
display as a solution to typical com 
mercial and public area needs 


to aid 


Line Material Co. Gets 
New Corporate Name 
MILWAUKEI 


name, 


Line Material Co., 
as a corporate has moved into 
history 

Line Industries, MeGraw- 
Edison Co., is the new title of the or- 
ganization, L-M_ president R. G 
Wheaton announced last month. 

“Industries,” he “is more de 
scriptive of the broad field of L-M 
products and of its 10 plants.” 

Among the products are equipment 
for electrical transmission and distri 
bution systems; for street, airport and 
commercial lighting 

The tithe change comes out of the 
recent consolidation joining McGraw 
Electric Co. and Thomas A. Edison, 
Inc. L-M has been a division of Mc- 
Graw Electric Co. since 1949 

Plans for construction of a new 
engineering laboratory for 
L-M were simultaneously 
with the change in corporate name 


Material 


said, 


research 
announced 


Sylvania Forms New 
Fixtures Sales Group 


SALEM, MASS specialized 
sales organization for fluorescent light- 
ing fixtures has been formed by the 
Lighting div. of Sylvania Electric 
Products Inc 

The new sales group, separate from 
the company’s existing lighting sales 
organization, is headed by Richard G. 
Slauer, fixtures sales manager for 
lighting products. Reporting to him 
are five area sales managers. 

“We that we can render a 
better to our distributors and 
customer-users by concentrating our 
field assistance on well trained spe- 
cialists,” Garlan Morse, general sales 
manager of lighting products, said 


believe 


service 
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Lighting Is Essential 
For Super Highways 

CLEVELAND, OHIO—“Will our 
super highways be blacked out?” This 
challenging question was presented to 
the American Road Builders’ Assn 
convention last month by the chair- 
man of the group’s committee on high- 
way illumination, Herbert A. Friede. 

“If we are to design our new high- 
ways for the best safety, convenience 
and utilization, of which we are cap- 
able, then illumination must be em- 
ployed. We cannot economically 
‘patch’ it on later,” he declared. 

The case for better highway illu- 
mination was highlighted by evidence 
showing the higher proportion of traffic 
deaths occurring at night: two thirds 
of the fatalities occur at night while 
less than a third of the driving is done 
during these hours 

He cited case histories of 28 in 
stances in 14 states where the record 
of traffic deaths before and after 
lighting showed a reduction in night 
deaths of 67 per cent 
e Advantages Other benefits of 
fixed highway lighting systems, in ad- 
dition to traffic safety, were listed as 
more driving comfort, less need for 
other expensive means of overcoming 
glare in auto and highway design, 
easier law enforcement and emer- 
gency-aid work 

According to Mr. Friede, the major 
obstacle to putting highway lighting 
to use appears to be the lack of en- 
abling legislation and lack of adequate 
lighting know!edge in many states 

He stated that only 19 states have 
acts on their books which specifically 
authorize expenditures for highway 
lighting. The committee, he indicated, 
is planning to disseminate a model law 
aimed at improving this situation 

He emphasized that his committee 
was not advocating continuous lighting 
of highways, but rather those locations 
which are known to be hazardous 

In an effort to make the interstate 
highway system “as safe at night as 
modern science can make it,” he 
called for the following steps: more 
trained personnel in lighting design in 
state highways departments; substan 
tial budgets for annual maintenance of 
lighting on the highways: government 
and industry standards for lighting 
design; development of equipment 
specifically for highway needs; and 
finally, action in incorporating illu 
mination into the design and construc 
tion of new super highways 
e Editor’s Note: How two distributor 
lighting specialists went to great length 
to convince the mayor and city coun- 
cil that up-to-date lighting was good for 
their town was described in the fea- 
ture, “There’s More Than One Way 
to Build a Sale” (EW—Nov. °56, p 
70) 


March, 1957—ELECTRICAL WHOLESALING 


Here’s the fastest way to 
make conduit installations, 
where less than standard 
lengths are used. Insert 
conduit into an Efcor 
“No-thread” connector or 
coupling and tighten the nut 
...no need to cut threads! 
For angle connections — 
eliminate threading and 
bending, with 45° and 90° 
“No-threads.” The time and 
labor saved by “No-threads” 
... cuts costs for contractors! 
Because “No-threads” 
eliminate need for threading 
and bending tools, plant 
maintenance men will find a 
stock of Efcor “No-threads” 
indispensable. For 
“No-threads” types and sizes 
you need —your most 
complete source is Efcor! 
Sold exclusively through 
electrical wholesalers, 

Efcor “No-thread” folder 

on request 


eliminate threading and 
bending of conduit with 


coupling 


| ELECTRICAL FITTINGS CORPORATION, 37-50 57th STREET, WOODSIDE 77, L. 1, N.Y 
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YOU can count on 
ARROW®:HART for 
ON-THE-JOB HELP 


Arrow - Hart Type RACB Combination 
Starters At The Connecticut By-Products 


Compan Columbia, Connecticut 


Type RACB 


PROBLEM: ‘I'v provide the best method of one 
point control for electrically operated pro 
duction equipment in a new plant and 
to answer perplexing installation wiring 
questions 


The Arrow-Hart Distributor, Beacon Light & 
Supply Company , Hartford, Conn., called for 
ARROW-HART SALES ENGINEERING 
SERVICE. THE NEAREST ARROW-HART 
SALES ENGINEER PROMPTLY WENT 
DIRECT TO THE JOB 


SOLUTION: ‘The A-H Sales Engineer analyzed 
the requirements and recommended Arrow 
Hart Type RACB Combination Starters 
to save space and assure easy, fast installa 
tion and economical operation. Type TRA 
Reduced Voltage Starters were used to 
protect against line disturbances 


Equally effective on-the-job assistance is offered 
to all Arrow-Hart Distributors, Electrical Con 
tractors and Plant Engineers confronted with 
perplexing problems. Simply write Dept. EW, 

The Arrow-Hart & Hegeman Electric Company, 
103 Hawthorn Street, Hartford 6, Connecticut, 
for complete information on ARROW-HART 
SALES ENGINEERING SERVICE 


ARROW AH) HART 


;890 


New NEMA Section Officers 


Below are listed officers of product 
sections of the National Electrical 
Manufacturers Assn. elected at the 
0th annual meeting in Atlantic City, 
N. J. Officers of a number of addi 
tional NEMA sections were listed in 
EW—Feb.’57, p.122 


Busway Section 


Chairman is Daniel Staehle, Jr 
Frank Adam Electric Co., St. Louis 
Vice chairman is A. J Hendry, West 
inghouse Electric Corp., Beaver, Pa 

| W. Dyer Westinghouse Electric 
Corp., also of Beaver, Pa., was named 
chairman of the section's general engi- 
neering Committee, and W. A. Mal 
lory, National Electric Products Corp., 
Pittsburgh, was elected chairman of 
the advisory committee 


Wiring Device Section 


Chairman is A. W. Gilmore, Gen 
eral Electric Co., Providence, R. I. 
Vice chairman is F. William Walters, 
Sierra Electric (¢ orp., Gardena, Calif 

Paul H. Winter, Pass & Seymour, 
Inc Syracuse N Y., was elected 
chairman of the section's general engi 
neering Committee 


Transformer Section 


Chairman is R. N. McCollum 
Westinghouse Electric Corp., Sharon, 
Pa 

Vice chairman is L. Wetherill, Gen- 
eral Electric Co., Pittsfield, Mass 

In addition to the above officers, the 
following also were named: secretary, 
A. ©. Allen, Wagner Electric Corp., 
St. Louis, Mo.; treasurer, R. E. Upte 
graff, Jr., R. Manutac 
turing Co., Scottsdale, Pa. Chairmen 
of technical committees include A. | 
Hovelick, Pennsylvania Transformer 
Co., div ol McGraw-Edison Co 
( annonsburg Pa and W H Cooney 
General Electric Co., Pittsfield, Mass 


industrial Control 
Section Officers 


Chairman is Frank FE. Beede, Ward 
Leonard Electric Co... Mt. Vernon, N 
Y. Vice chairman is J. Marvin Cook 
Cutler-Hammer, Inc., Milwaukee 

John D. Leitch, Square D Co., De- 
troit, and James W. Cooke, General 
Flectric Co., Bloomington, IIL, were 
elected chairman and vice chairman, 
respectively, of the section’s general 
engineering committee. E. R. Jung, 
The Clark Controller Co., Cleveland, 
was named chairman of the section's 
advisory committee 
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Conduit Fittings 
Section Officers 
Chairman is T. W. Briegel, B. M 
Fitting Corp., Galva, Ill. 
Martin D. Bergan, The 
Betts Co., Elizabeth, N. J., 
chairman of the technical committee 


Thomas & 


was named 


Floodlighting Section 


Chairman is J. A. McDougall, Re 


vere Electric Mtg. Co., Chicago 


Industrial-Commercial 
Lighting Equipment 

Chairman is J. H. Fall, Ill, Benja- 
min Electric Mfg. Co., Des Plaines, 
Ill. Vice chairman is James F. White- 
head, Jr., Day-Brite Lighting, Inc., St 
Louis. 


Street Lighting 
Section Officers 


Chairman is Joseph 1. Bailey, Gen- 
eral Electric Co., Hendersonville, 
N. C. Vice chairman is W. B. Elmer, 
Wheeler Reflector Co., Boston 


Switch and Enclosed 
Breaker Section 


Chairman is L. E. Walkley, General 
Electric Co., Plainville, Conn. Vice 
chairman is M. P. Kartalia, Square D 
Co., Detroit. 

H. C. Morrison, The Wadsworth El- 
ectric Mfg. Co., Covington, Ky., was 
elected chairman of the section’s ad- 
visory committee. J. A. Herrmann, 
BullDog Electric Products Co., div. of 
I-T-E Circuit Breaker Co., Detroit, 
was named chairman of the general 
engineering Committee 


Molded Case Breaker 
Section 


Chairman is A. R. Johnson, Cutler 
Hammer, Inc., Milwaukee 
man is A. A. Togesen, BullDog Elec- 
tric Products Co., div. of I-T-E Circuit 
Breaker Co., Detroit 

C. B. Bangert, Jr., Generai Electric 
Co., Plainville, Conn., named 
chairman of the section's general engi- 
neering committee 


Vice chair- 


was 


Industrial Heating Units 
and Devices Section 

is F. J. Meyers, Cutler- 
Milwaukee, Wis. Vice 
A. March, Vulcan 


Chairman 
Hammer, Inc., 
president is James 


Electric Co., Danvers, Mass. J. J. Finn, 
Electro-Therm, Inc., Silver Spring, 
Md., was named chairman of the 
general engineering committee, and 


Stephen Campanella, Edwin Wiegand 
Co., Harrisburg, Pa., 
chairman. 


was elected vice 


No. 5286 
15 Ampere, 125 Volt 


ARMOR FOR TOUGHNESS 


RUBBER RIM FOR SAFETY 


No. 5686 15 Ampere, 250 Volt 


ARROW-HART 
Armor-Over-Rubber 


GROUNDING CAPS 


Arrow-Hart 3-wire, 2-wire Armor-Over- Rubber 
Grounding Caps are in demand by your customers 
hecause the ire fough and safe and are being 


promoted through ads in national and regional trade 
publications and a hard-hitting direct mail program 


these 
and thrown against a 
and there's no hakelite to short 
They are the only Grounding Caps on the market 
with the Rubber Rim that mean 
protection safety! 


In tests 
truck 


run over by a 


Grounding Caps were 


wall without damage 


crack and eircuul 


greater insulation 


Write information to The Arrow-liart 
& Hegeman Electric Company, 103 Hawthorn Street, 
Hartford 6, Conn. Offices and sales engineers in prin 
cipal cities 


ARROW ©) HART 
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NEW! 
POLYETHYLENE TAPE 


PORTER SINGLE-PAK 
(% in. « 66 #1.) 
QUIK-STIK 


POLYETHYLENE 
ELECTRICAL TAPE 


Stee 


« 


~—remains flexible in cold weather 


Now you can offer your customers a fine plastic tape that 
will save money for them and make money for you... 
Porter Quik-Stik Polyethylene Tape! 


@ It's one of the most outstanding electrical tapes on the 
market today! As a one wrap primary insulation, its dielectric 
strength is more than 10,000 volts 


@ New Porter Quik-Stik Polyethylene Tape has outstanding 
resistance to acids, alkalis, oils, solvents, fungus, bacteria 
and gases 


@ [ct has high abrasion resistance and remains flexible from 

70°F to +200°F! In addition, it has low moisture trans 
mission and high corona resistance. It won't corrode, stain 
or support galvanic action! 


@ Ic can be used for all types of underground or overhead 
wiring. It is ideal for electronic, aircraft, automotive and 
factory wiring! 


@ Ger the whole profit picture. Call your Quaker repre- 
sentative today about new Porter Quik-Suk Polyethylene 


Tape! For free brochure, write 
PORTER 
JOB-PAK H. K. Porter Company, Inc 
(% . Quaker Rubber Division, Philadelphia 24, Pa., or 
Quaker Pioneer Rubber Division, Pittsburg, Calif 


QUAKER RUBBER DIVISION 
PIONEER RUBBER DIVISION 
/ H. K. PORTER COMPANY, INC. 
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Westinghouse Sets New 
‘Rayescent’ Research 


BLOOMFIELD, N. J Westing- 
house Electric Corp.’s Lamp division 
announces a new research and devel- 
opment section for “Rayescent” light- 
ing—the company’s trade name for 
lighting by electroluminescence. Carl 
J. Jensen has been named manager of 
the activities 

The announcement came from F. 
M. Sloan, Westinghouse vice presi- 
dent. It expressed the feeling that 
electroluminescence “will become an 
important factor in lighting in the fu- 
ture,” when its upper limit of efficiency 

four times that of present fluores- 
cent lamps—may be reached. He em- 
phasized the Lamp division’s deter- 
mination to act in development and 
practical application of the method. 


Ruby-Philite Opens 
Fixture Display 


LONG ISLAND CITY, N. Y 
Ruby-Philite Corp. has opened a new 
lighting fixture display at its factory 
location, 32-02 Queens Blvd. Exhib- 
its include extensive lines of fluores- 
cent and incandescent lighting equip- 
ment for institutional, industrial and 
commercial structures 

rhe official opening of the display 
attracted several hundred architects, 
engineers, contractors, distrib- 
utors, interior decorators and utility 
personnel 

A new 400-page catalog of the 
lighting line was released coinciden 
tally with the opening of the display 


Wholesale House Opens 
In Huntsville, Ala. 


HUNTSVILLE, ALA.—A _ new 
wholesale operation here known as 
Huntsville Electric Supply Co. occu- 
pies a building at the intersection of 
Clay and Miller Sts. 

Armando Starkland and Lester K. 
Hersch, partners in the Nashville Elec- 
tric Supply Co., Nashville, Tenn. are 
owners of the new Huntsville firm 
Manager is Fred Glusman. 

An outside sales force will cover 
territory within a 40 mile radius 


A. B. Chance Co. Buys 
American Crossarm 


CENTRALIA, MO.—A. B. Chance 
Co., manufacturer of power and com- 
munication line equipment, has a con- 
tract to acquire the American Cross- 
arm & Conduit Co. and subsidiaries, of 
Chicago, it was recently announced. 

F. Gano Chance, president and 
chairman of the Missouri firm, said 
the transaction will involve an ex- 
change of stock. A. B. Chance will 
operate American Crossarm & Con- 
duit as a wholly owned subsidiary. 
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Diamond Type 
heavy, Medium and light 
duty flexible cordage ... rubber 
insulated with rubber or 

neoprene jacket 


PREVENTIVE MAINTENANCE gets top 
priority from industrial management ...so0 when the job calls for 
an industrial application of Portable Cord, specify the 
product with “built-in” PM! Diamond Portable Cord and Red-D-Prene* 
assure the industrial user maximum protection against 

Diamond DTX*Non-Metal- costly downtime caused by cord failures. The tough, oil and 
lic WHITE Sheathed Cable. abrasion resistant sheaths give long wear, reduce maintenance costs. 
Non-sticking, smooth and 
easy to pull. Clean to handle, Red-D-Prene, first portable cord produced in Industrial Red, 

is readily identified ... thus minimizing accidents. 


does not flake off! 


WIRE and CABLE Company 
Sycamore, Illinois 
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Report on Housing Trends 


1956 Homes Bigger, More 
Costly, with “Extras” 


HEN THE SMOKE and fire of the 

raging controversy about “tight 
money” and the housing market clears 
away, it’s still apparent that people 
have to have places to live. Also that 
a great number of people are dissatis- 
fied with their present dwellings. 

They want to live better than they 
now are living. They're either looking 
forward to moving te new and 
larger quarters with more comforts 
and conveniences—or they are deter- 
mined to fix up and modernize the 
homes they own 

The debate continues on whether or 
not to raise interest rates on VA- 
backed home loans to match the five 
per cent FHA-guaranteed loans. 

So, while waiting for the smoke and 
fire to clear, it may be well to get a 
picture of the recent trends in new 
housing—-where the most units are 
going up, how large they are, what 
features they contain 

Below is a review of material on 
this topic assembled by the Bureau of 
Labor Statistics, U. S. Department of 
Labor. It reviews, first, general char 
acteristics Of new nonfarm dwellings 
started during the first quarter of 1956 
(latest period for which complete data 
rs available)—listing the homes by 
type of structure and by location. 

Next are selected characteristics of 
the units started—by location. Impor- 
tant for the electrical supply whole- 
saler is the data given on the number 
of homes being built with space heat 
ing and air conditioning provisions, 
also with combined electric heating 


air conditioning 
e Total U. S.—The number of new 
privately owned nonfarm units started 
HIGHLY in the first quarter of 1956, of all types, 
DIAGH WIRING was 244,300. Of this total, 218,600 
includes input and o ne PLATE were one-family; 10,300 were for 2-4 
rating 
MULTIPLE. 


lop and bottom 


indications. family; 15,400 were 5-or-more family 


SIZE KNOCKOurs The total included more than three 


times as many units built in metro- 


of boked 
politan areas as in nonmetropolitan 


enamel 
The phase 240/480 
the 60 tycle 120/24 


5° 


volt primar 


yh 
0 volt seco os four w 


ndary h 
Primary taps 


ndings and areas 

— e By Regions—For the period cov- 

Kom aan four ratings: 2, 3 ered, the greatest number of units were 
new weights of ont started in the south—81,200, followed 


91 and 1) y 45, 68, 
© pounds by the west—64,400, north centra) 


states—56,000, and northeast—42,70( 
THE STRONG ELECTRIC CORPORATION in that order. (Note that seasonal be 


4 perature conditions influencing build 
bution Transformers —_ sae ing would tend to weight the figures in 
j favor of more building in the south 
and west during the first quarter of the 
year, In any Case.) 
¢ General Characteristics — This in 
cludes such significant figures as the 
average floor area per unit, the number 
Continued on page 138 
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Blackhawk Service Entrance Masts with 


revolutionary new 


NEOPRENE 


roof flashing units 


. . . Vibration absorbing, weatherproof 


Now, the entire roof flashing unit of Blackhawk 
Service Entrance masts is made of vibration absorb 
ing, weatherproot Neopren When the mast be gin 
to vibrate from high winds or ible sway, the 
Neoprene “give ightly. In this way, vibration 
are absorbed in the upper Har and bulge area of 
the roof fla hing init Vibrations do 


not cause 
Strain on the unit base and therefore there's no 
Strain on the roof 

uwk Neoprene unit 1 weathertight and 
erproot Withstand hot sun driving 
old without racking pecling 


imply ip it on over the 
Own to the roof An adjust 
als the Ollar to the mast 
weather tight fitting 
providing neat 

root fla hing unit 


nine 


head I he 


no thread 


Blackhawk's mounting 
attached to Ck udding of 


support the i ervice lrop 
climinating weig and vibratior 


rafters and roof 


Blackhawk ervi 


INDUSTRIES 


Dubuque, lowa 
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“RAWLPLUG 


MASONRY ANCHORS 


RAWLPLUGS USED TO 
LAG MACHINES IN 
LARGE NEW JERSEY IN- 
DUSTRIAL PLANT (Name 
on request) 


Millwright Leonard Gillis states 

“I've been at this plant 1844 years 

and have been using Rawlplugs since 

I started here. I understand that the 
fellows before Rawl- 
plugs. I use about 20 or 25 Rawiplugs 

a day for lagging. I find them very 
simple to use. A smaller hole is drilled, 
making the job faster and easier. The tum- 


me were using 


bler which I just lagged is used for polishing 
and de-burring. It vibrates constantly when 
in use, but Rawlplugs will not let go. 

Some heavy presses were lagged with Rawl- 
plugs about eight years ago, and they are still 
holding firm. 

We also use Rawliplugs to set up quick 
angle iron braces to hook up a block and 
tackle when moving heavy presses. As 
long as I've been using Rawlplugs, I've 
never had one let go.” 


Says USER 


for over 


rolle 
Completely lagged 


RAWL RAWL HAMMER.-SETS 


RAWLPLUGS 
CALK-INS \ 


RAWL DRILL-HAMMER 


RAWL SCRU-LEADS 


SPRING-WINGS 


New R 


RAWLPLUG Co., Inc. 


202 Petersville Road 


ochelle, New York 


RAWL-DRIVES RAWL MULTI-CALKS 


RAWL LAG-SHIELDS 


RAWL 
CARBIDE 
ORILLS 
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of bedrooms and number of bath- 
rooms. Throughout the United States, 
the floor area for one-family structures 
averaged 1,230-sq ft. In the northeast 
it was 1,290-sq ft, in the north central 
states 1,150-sq ft, in the south 1,240- 
sq ft, and in the west 1,280-sq ft 
Throughout the U. S. size of units in 
2-4 family structures averaged 850- 
sq ft and in 5-or-more family struc- 
tures 660-sq ft. 

Important information on the elec- 
tric living picture is often indicated 
by the number of bedrooms and bath- 
rooms contained in new homes. Fig- 
ures for the entire U. S., again for the 
first quarter of 1956, show that among 
one-family structures, 70 per cent have 
three bedrooms, 20 per cent have two 
bedrooms, eight per cent have four or 
more, and only one per cent has but 
one bedroom. The figures remain ap 
proximately the same for all regions 

Of the total one-family structures, 
49 per cent had one bathroom, 20 per 
cent had 1% baths, 21 per cent had 
two full baths and seven per cent more 
than two baths 
e Selling Price—The median selling 
price throughout the U. S. was $14,- 
500. In metropolitan areas it was $15,- 
300, and in non-metropolitan areas it 
was $12,700. By regions the figures are 
as follows: northeast—$14,900; north 
central — $16,200; south — $12,800; 
and west—$15,000. Total U. S. figures 
show that about an equal number of 
homes started were in the $12,000- 
$15,000 bracket and in the $15,000- 
$20,000 range (27 per cent as against 
26 per cent). The $20,000 and over 
bracket included 18 per cent of the 
homes started, the $10-$12,000 in- 
cluded another 13 per cent and 10 per 
cent were in the $7-10,000 range. Only 
four per cent were to sell for less than 
$7,000. 

Quickly covering other general 
characteristics, 97 per cent were de- 
tached structures (as against duplex or 
row construction); 55 per cent had 
no basement, 43 per cent had full or 
partial basement; 87 per cent were 
one-story (as against two-story or 
split-level); 37 per cent have some 
type of utility room, 58 per cent did 
not; 83 per cent had frame exterior 
wall construction, 16 per cent masonry 
construction; 32 per cent had one fire- 
place, 63 per cent had no fireplace; 49 
per cent had a garage, 17 per cent 
had a carport, 31 per cent had neither. 
e Types of Heating—This brings out 
the facts which will interest electrical 
wholesalers who are trying to develop 
local markets for electric heating. 

Most popular type of heating was 
warm air, used in 86 per cent of new 

Continued on page 142 


ELECTRICAL WHOLESALING—Morch, 1957 


an 
Using a % Millwright Ses 
bores 31/4” deep hole 
2 
| 
He inserts." 
into hole 
| 
Ye 
: leg into Rawiplug 
_ 
= 
R 
AWLDRILLS 
a 
© Ka 
- 


. OFF-THE-SHELF SERVICE. ‘“‘Using General Electric's six new kits, COMPLETE LINE. “Available modifications include mounting a push 
I can modify G-E starters to meet just about any customer re button or selector switch in starter cover, adding auxiliary in 
quirement. This means that I can give off-the-shelf delivery on terlocks, changing coils on all starters and fuse clips on combina 
‘specials’ by stocking only standard starters plus kits.” tion starters, and adding 3rd overload relays when necessary.” 


CUSTOMER MODIFICATIONS. ‘‘We sell individual kits over the SALES AIDS. “G-E promotional! aids have been a big help. Ads 


counter, as well as modified starters. Many customers like to have appeared more than a dozen times in the magazines my 
stock modification kits plus standard General Electric starters, customers read. This yunter display has attracted a lot of 


and make their own modifications as the need arises.’ attention, and a new 16-page bulletin has done a good selling job.” 


CLIFF KEYES OF GRAYBAR ELECTRIC TELLS... 


“How G-E Modification Kits help me sell 
Magnetic Starters” 


Cliff Keyes is a top salesman with Graybar Electric in If you'd like more information, your General Electrix 
Kansas City, and G-E magnetic starters have always been representative will be glad to help. Also, write for your free 
one of his biggest items. Now, with General Electric's new copy of Bulletin GEA-6481, Modification Kits for Magnetic 
line of six modification kits to make them more flexible, Starters, to Advertising Section 733-30, General Electric 
magnetic starter sales have soared Company, Bloomington, Illinois 


GENERAL ELECTRIC 


: 
we 


"... AND SAVES YOU MONEY! 


TOMIC ANOTHER TOUGH PROBLEM 


Here's the Answer for Hanging Fixtures 
from Suspended Ceilings at Lower Cost! 


NO. 711A-%4" NO. 711B-%’" 


Only one 2” locknut required to secure box. Universal application ... simplifies 


¢ CM, FOES transition or conversion from Y%" or ¥” threaded rod or bolt to fixture stem. 


Hanging from bar Hanging from ceil- 
joists. 5 ing channels. 


Continuous row Hanging from con- 
stem fixtures. Tre- crete. Removes all 
mendous advan- stress and weight 
tage for this appli- ; from box and sus- 
cation. pended ceilings. 


ONLY WITH ADAPTA-STUDS do you get all these exclusive advantages 
... guaranteeing a quicker, easier, better installation at LOWER COST. 


TOMIC SALES and ENGINEERING CO. 5 
@ Write for Free Sample 


TOMIC SALES 
ond data on Tomic Adapto-Studs. 


endieas ORIGINATORS and Manvfacturers of Famous TAP-ON Fittings 
20,000 Sherwood Ave. 7 Detroit 34, Michigan 
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for planning... building... improving 


DISTRIBUTION 


Over 2000 names 


of verified electrical 
i wholesale distributors 


Every name verified 


Indexed for quick reference 


Expanded key shows 
major product groups carried 


EVERY MANUFACTURER who sells through electrical whole- This information makes the Verified Directory a valuable 
salers ... who is searching for ways to build distribution, finger-tip guide for sales managers, advertising managers 
increase sales efficiency and direct mail effectiveness and field salesmen —for every man in the organization 
will find the revised, expanded 1956-57 McGraw-Hill having contact with electrical wholesalers, Besides sav- 
Directory of Verified Electrical Wholesale Distributors ing much sales time and expense, the Directory serves 


an indispensable reference | 


as an accurate guide in planning sales promotion, and 

answers the many important questions which arise daily 
The Directory contains data on more than 2,000 electrical concerning the electrical wholesalers you are—or plan 
wholesalers, checked and double-checked with several doing business with 


reliable sources 


State Directories are an added service which permits 


branch offices, where interest is only regional, to have 
Name and address of firm... The telephone number .. . 

Branch and affiliated houses . .. Names of officers and :' 
service is available to those who subscribe to one or more 


department managers ... Name of purchasing agent. . . 
Territory covered .. . Number of salesmen — outside, 
inside ... Floor space occupied ... Regular inventory in Use the coupon now, while the matte: 
dollars ... Lines handled — equipment, supplies, appli- obtain the new, revised Direct 
ances, etc.... Year business was established ... Member- Wholesale Distributor 
ship in National Association of Electrical Distributors. 


copies of the complete edition 


is before you, to 
ry of Verified Electrical 
a key to improved, lower-cost 
distribution of your electrical products 


Directory of Verified Electrical Wholesale Distributors 
| McGraw-Hill Publishing Company, Inc. (Dept. E-WH) 
! 330 West 42nd Street, New York 36, New York i 
Please enter my order for__._ copies of your 1956-1957 Directory of 
VERIFIED Electrical Wholesale Distributors at the following prices ; 
First or single copy, $35. Two-to-5 additional copies @ $30. Six or more Also enter my order tor State Disecteries of 
i C 25. $3.50 eoch, os foliows 
copies @ $ 
STATES COPIES 
We are enclosing our check for 
CITY STATE | 
PER ! 
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DON’T OVERLOOK 
CHELSEA FLOATING ACTION 
ATTIC FANS 


Whether you're looking for minimum cost home 
cooling or a complete air conditioning installation 
—- don't overlook Chelsea attic fans! . . . Com- 
pletely practical for any home when used alone, 
attic fans used in conjunction with air conditioners 
increase cooling efficiency so tremendously that 


smaller, less expensive conditioning units can de- 


liver specified performance . . . Now, join the ever 


increasing group of contractors and builders who 
have used Chelsea attic fans to increase both pro- 


fits and sales appeal! 


. « « Home cooling 
has become a 
‘Sales Must’'! 


CHELSEA FAN & BLOWER CO., INC. 
PLAINFIELD, NEW JERSEY 


Fan Specialists for over 30 Years! 
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homes; of these 73 per cent were de- 
signed for furnaces with ducts and 13 
per cent for space heating without 
ducts. In metropolitan areas the break- 
down was 76 per cent with furnaces 
11 per cent with space heating. In non 
metropolitan areas, it was 63 per cent 
with furnaces, 22 per cent with space 
heating. On a regional basis only in 
the south and west did space heating 
show up significantly with percentages 
of 26 and 17 respectively 
e Air Conditioning— Figures on air 
conditioning add further dimension to 
the study. Throughout the U. S., seven 
per cent of the new homes started in 
the first quarter of 1956 had air condi- 
tioning, with five per cent having com- 
bined heating and cooling equipment, 
one per cent each central and unit 
conditioners. In metropolitan areas SIX 
per cent of the new homes had air 
conditioning and half of these were 
combined heating and cooling type 
In nonmetropolitan areas, with 10 per 
cent of the new homes air conditioned, 
nine-tenths of these dwellings had 
combined heating-cooling units 

Regional figures show air condition 
ing in only two per cent of the homes 
started in the northeast, in five per cent 
in the north central states, in 10 per 
cent in the south and in seven per cent 
in the west. In all regions, combined 
heating and cooling appears the most 
acceptable solution to the air condi- 
tioning question 
e Price Breakdown—As noted above, 
13 per cent of the new homes involved 
in the study—or 29,300—were de- 
signed for space heating 

When the breakdown is made by 
selling-price class, for the entire coun- 
try, space heating shows up as follows: 
45 per cent in the less than $7,000 
Class; 32 per cent in the $7-9,000 
class; 27 per cent in the $10-12,000 
group; 14 per cent in the $12-15,000 
group; 4 per cent in the $15-20,000 
bracket and 3 per cent in the $20,000 
and over bracket 

With air conditioning the reverse 
order appears. With the average at 
seven per cent of all homes involved, 
the range is from less than one-half of 
one per cent in the lowest priced group 
to 18 per cent in the $20,000 and over 
bracket. Combined  heating-cooling 
equipment follows a similar curve, 
reaching a maximum of 12 per cent 
in the $20,000 and over bracket. 
e Conclusion—Electric heat-and-air 
conditioning go together like ham 
and-eggs, in the more costly, more 
carefully designed dwellings today 
Electric space heating, alone, is most 
often selected for lower priced homes 
Both types are ripe for tremendous 
expansion 
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CALENDAR OF EVENTS 


Mississippi Chapter, IAEI 
Hiedelberg, Hotel 
Jackson, Miss 
March 3-4 


Nat'l Rural Electric Co-op Assn. 
Annual Meeting 
Chicago, Ill 
March 4-7 


10th Biennial Electrical Industry 
Exposition 

Essex Electrical League 

Olympic Park 

Irvington, N. J 

March 12-14 


Exhibits 


IHuminating Engineering Society 
Pacific Northwest Regional 
Conference 
I mpress Hotel 
Victoria, B. ¢ 
March 28-29 


Edison Electric Institute 
23rd Annual Sales Conference 
Edgewater Beach Hotel 
Chicago, Hl 
April 1-4 


Southern District, ATEE UNIQUE REVERSIBLE 
Heidelberg Hotel 
“Miss SLIPFITTER... 


April 3-5 Provides 
IHuminating Engineering Society o° T LT 

South Pacific Regional Conference 1 AND 

Hotel Statler 

Los Angeles, Calif HORIZONTAL 

April 3-5 MOUNTING e¢ 


a . Of the good things it’s always 
Virginia ¢ hapter, IARI said: “Why hasn't someone thought of 
Nansemond Hotel that before?” And that's what they're saying 
Norfolk, Va about the New Revere “Endova!"! It’s actually 
April 8-9 two luminaires in one—since it eliminates stock 
ing one for horizontal mounting and the other for 
10° tilt 
Fourth National Electrical Industries jut, that isn’t all...the New Revere “Endoval” also has 
Show a host of other advantages enthusiastically received by light- 
Eastern Electrical Wholesalers Assn ng engineers everywher Everything about the Luminaire fs 
71st Resiment Armor precision built The housing is of | recision, die-cast aluminum alloy 
he ee y The reflector is of one-piece W-Modified Par olic design which offers 
New York, N. Y sharp, vertical cut-off and proper I.E.S. distribution patterns without 
April 8-11 the use of lifting prisms. You obtain fullest utilization of lamp output 
Exhibits Reflector cannot be inserted wrong. Perfect alignment assured at all 
times cannot work loose no too needed to release it! 
: Integrally cast “lift-off” type hinge allows easy removal of glass 
St. Louis Electricai Board of Trade Compression-type, die-cast aluminum alloy holding ring allows for 
Progress in Electrical Equipment expansion and contraction of the glassware without strain. Spring 
Exhibit loaded roller latch automatically clamps lens ring and holds glassware 
tight — no dust or bugs can enter 
Kiel Auditorium "All the above soumied with lightness in weight, greater strength, 
St. Louis, Mo more attractive size and shape, finer finish, ample wiring area and 
April 9-11 simple terminal connections make the New Revere “Endoval" tops in 
design — tops in performance and tops in value. Investigate today. 
Inter-Mountain Regional 
Conference 7’ REVERE ELECTRIC MFG. CO. © 6009-17 BROADWAY « CHICAGO 40, ILL, 


Hilton Hotel Available in Canada thru Curtis Lighting, Lid., Leaside, Toronto, Ontario 


Albuquerque, N. M THE OWLY COMPLETE LIME OF LUMIMAIRES FLOOOLIGHTS ANO POLES FOR STREET 
April 11-12 AIRPORT SERVICE STATION. OUTOOOR THEATRE MARINE ANG IMOUSTHIAL LIGHTING 
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TRINE’S NEW 
PILOT-LITE PUSH BUTTON 


FOR RINGING CHIMES 
BELLS, BUZZERS, ETC. 


NARROW 
SOLID BRASS 
HARMONIOUS DESIGN 


LOW PRICED 


BIG BAR electrically 
lighted (also available 
without light) 


FEATURED ON TRINE’S NO. 1 PUSH 
BUTTON DISPLAY 


with FREE transformer 
thal lights up 
pilot-lile push buttons 


Trine’s new ‘‘pilot-lite’’ avail- 
able in two types: 
No. 25715 
for 6 fo 16 volts 
No. 25724 
for 24 Volts 
No special wiring required. 
DEAL INCLUDES: 
Display with 4 samples and in- 


troductory backup stock of as- 
sorted push buftons. 


List Price $19.75 


This versalile, expandable display is one of a series of new Trine Sectional Displays 


Two Display Sections 


coined te Form Tria 
A. Wire Easel for 
Counter Display 
DISPLAY—Masonite, silk screened in full 
oe rich color, complete with wire easel for stand. 
pean Cy ing, four eyelets for hanging, S-hooks for join. 


ing to future sections. Free transformer with 6 
Seotions Fit Underneath fi. wire cord ready to plug In. 
Hone Will, New Trine’s Section No. 2 Display now available, 
Fit Alongside and Underneath foo. Write for literature and prices. 


Visit us at Booth #13 National Electrical Industries Show, N. Y. April 8 to 11 


TRINE MANUFACTURING CORP. 


1430 FERRIS PLACE, NEW YORK 61, WN. Y. 
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Chapter, IAEI 
ackson Hotel 
Nashville, Tenn 
April 15-16 


Great Lakes District, ATEE 
Fort Des Moines, 
Des Moines, lowa 


April 15-17 


Electrical Industry Trade Show 
Electrical Assn. of Kansas City 
Exhibition Hall, Municipal 

Auditorium 
Kansas City, Mo. 
April 16-18 
Exhibits, lectures, demonstrations 


Electrical Maintenance Engineers 
Assn. 
Electrical Maintenance Conference 
University of Southern California 
Pasadena, Calif. 
April 16-18 
Meetings, conference booths 


South Carolina Chapter, IAEI 
Columbia Hotel 
Columbia, S. C 
April 18-19 


Iuminating Engineering Society 
Southwestern Regional Conference 
Holiday Inn 
Oklahoma City, Okla 
April 28-30 


Materials Handling Exposition 
7th National Show 
Convention Hall 
Philadelphia, Pa 
April 29-May 3 


Northeastern District, 
Pittsfield, Mass 
May 1-3 


Florida Chapter, IAEI 
Washington Hotel 
Jacksonville, Fla 
May 3-4 


International Home Building Exposi- 
tion 
New York Coliseum 
New York, N. Y. 
May 4-12, 1957 
Demonstrations, exhibits, special 
home improvement presentations 


East Central and Middle Atlantic 
Districts, ATEE 

Biltmore Hotel 

Dayton, Ohio 

May 7-9 


Illuminating Engineering Society 
Midwestern Regional Conference 
Hotel Astor 
Milwaukee, Wis. 

May 9-10 


ELECTRICAL WHOLESALING—Morch, 1957 


. 
Ag 
4 
i 
. 
4 
; 
P 
5 
Hang on Wall, New Sections Alongside 


Baton Rouge, North Louisiana-East 
Texas, Texas and Texas Gulf Coast 
Chapters, IAEI 

Heidelberg Hotel 

Baton Rouge, La. 

May 10-11 


in New York to attend the 


Staller Hotel FINEST ALL-INDUSTRY SHOW OF ITS TYPE 
Mey 1216 $80 over 200 exhibits--Over 30, 000 products 


Illuminating Engineering Society 

Great Lakes Regional Technical 
Conference 

Pantlind Hotel 

Grand Rapids, Mich 

May 13-14 

Speakers, papers 


American Institute of Architects 
National Convention 
Sheraton Park & Shoreham Hotels 
Washington, D. ¢ 

May 14-17 


Ellis Cannady Chapter of North Carol- 
ina, IAEI 

Carolina Hotel 

Raleigh, N. C. 
May 14-15 


Pacific Coast Electrical Assn. 
Annual Convention 
Fairmount Hotel 
San Francisco, Calif 

May 15-17 

Meetings 


Illuminating Engineering Society 
Canadian Regional Conference 
Hotel Sheraton Brock 
Niagara Falls, Ont 
May 16-17 


National Fire Protection Assn. 
61st Annual Meeting 
Hotel Statler 
Los Angeles, Cal 
May 20-24 


REGIMENT 


Illuminating Engineering Society 
East Central Regional Conference 
William Penn Hotel 
Pittsburgh, Pa. 

May 23-24 


National Association of Electrical 
Distributors 

49th Annual Convention 
Sheraton-Park and Shoreham Hotels 


May 2629" AND COMPARE THE LATEST 
Meetings, conference booths IN ELECTRICAL PRODUCTS AND METHODS 


of WRITE FOR INVITATION TICKETS TO NATIONAL ELECTRICAL INDUSTRIES SHOW 
4th Biennial Electric Industry 19 West 44th Street. New York 36. N.Y 
es reet, New Yor , 


Show 
Conrad Hilton Hotel 
Chicago, Ill 
June 4-6 
Exhibits 
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“UNSEEN 


QUALITY 
/ THAT WORKS FOR YOU \ 
IN EVERY 
INSTALLATION 


Aisle-Stock 
REFLECTORS 


for every 

e SHELVING 

e BIN or 

e SIMILAR 
LIGHTING 
REQUIREMENT 


Except for excellence of appearance 
you don't see the Quad reflector qual 
ity that is built-in—but it is there, in full 


measure 


For example, when you install Quad-Aisle-Stock Re 
flectors you give your customers units that daily 
demonstrate their quality through durability These 
units are accurately formed of heavy gauge steel, 
porcelain enameled with ground coat and white in 
side and outside 


You give your customers units that provide a wide spread of light 
downward and outward to each side of aisle—that provide lighting 
for upper shelving and that have an eye shielding feature because 
of lower light cut-off angle at each end of reflector. Ask for catalog 
No. 10 


QUADRANGLE MFG. CO. 


325.PEORIAST. CHICAGOT7, ILL. 
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Edison Electric Institute 
25th Annual Conference 
Palmer House 
Chicago, Ill 
June 3-6 
Meetings, conferences 


Western Plant Maintenance & Engi- 
neering Show 

Civic Auditorium 

San Francisco, Calif 

June 11-13 


IMuminating Engineering Society 
Northeastern Regional Conference 


Hotel Statler 
New York, N. Y 
June 12-13 

r 


Construction Industries Exposition & 
Home Show 

Pan Pacific Auditorium 

Los Angeles, Cal 

June 14-24 

Exhibits 


American Institute of Electrical Engi- 
neers 
Summer General Meeting 
Sheraton Mount Royal Hotel 
Montreal, Que 
June 24-28 
Meetings 


2nd International Housewares Show 
New York Coliseum 
New York, N. Y 
June 30-July 4 


Pacific General Meeting, 
Franklin Co. PUD Auditorium 
Pasco, Wash 
August 28-30 


National Association of Electrical 
Distributors 
Western Regional Convention 
Del Coronado Hotel 
Coronado Springs, Cal 
September 8-11 
Meetings, panels 


Iluminating Engineering Society 
National Technical Conference 
Atlanta Biltmore Hotel 
Atlanta, Ga 
September 9-13 
Meetings 


Lake Michigan Club 
Annual Meeting 
Sheraton French Lick Springs Hotel 
French Lick Springs, Ind 
September 21-24 
Speakers, golf, entertainment 


Int'l Assn. of Electrical Leagues 
Annual Meeting 
Sheraton-Gibson Hotel 
Cincinnati, Ohio 
October 2-5 


Meetings, elections, awards 
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The Electrical Assn. of Philadelphia 
Electrical Progress Show 
Commercial Museum 
Philadelphia, Pa 
October 7-9 


American Institute of Electrical 
Engineers 

Fall General Meeting 

Hotel Morrison 

Chicago, Ill 

October 7-1] 


Canadian Electrical Mfrs. Assn. 
Annual Meeting 
Sheraton Brock Hotel 
Niagara Falls, Ont 
October 9-1] 


Rocky Mountain Electrical League 
Annual Convention 
Broadmoor Hotel 
Colorado Springs, Colo 
October 13-17 
Speakers, exhibits, awards 


International Assn. of Electrical 
Inspectors 

Southern Section 

Dinkler Plaza Hotel 

Atlanta, Ga 

October 14-16 


National Hardware Show 
12th Annual Exhibit 
New York Coliseum 
New York, N y 
October 14-18 


National Safety Council 
4Sth National Safety Congress 
Exposition 
Chicago, Ill 
October 21-25 


Industrial Electric Exposition 
Penn-Sheraton Hotel 
Pittsburgh, Pa 
November 5-7 


National Electrical Mfrs. Assn. 
Annual Meeting 
Iraymore Hote! 

Atlantic City, N. J 
November 11-16 
Meetings, awards, elections 


National Electrical Contractors Assn. 
Convention & Exposition 
Netherland Plaza & Sheraton Plaza 

Hotels 
Cincinnati, Ohio 
November 11-16 
Meetings awards conterence 


booths 


10th Exposition of the Air-Condition- 


ing & Refrigeration Industry 
International Amphithe itre 
Chicago, Ill 
November 18-2] 
Exhibits 
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NOW, Choose The Right Device For 
The Right Job, From The 


NEW LINE OF 
3 WIRE DEVICES 


For with equipment requiring grounding and in accordance 
with new National Electrical Code and Underwriters Laboratories 


ICES 


3 WIRE DEV 


WALL PLATES 


827 1 


4 ymbir alr urou™ 
‘ Par ie Duplex Receptacle 
Single Receptacte 
arallel ground 
d on 
rece ptacles 
rubber 


Duple* 
devices available bot 

and 4 me tal covers 
Eagle has a com 


and bakelite caps 


P 
Tandem and 

single and duplex an 
with these 


use 
For armored 


plete line ot 


20 AMP—3 WIRE POLARIZED 


No. 
r Ca 
. Armored Cap Rubber Cag 
No. 805 
Single Receptacte 
rounded 
405 available grounded of ungre 


No 
UNDERWRITERS LISTED 


All Devices 


Be Sure To See Us At The 
4th NATIONAL ELECTRICAL INDUSTRIES SHOW 


71st Regiment Armory, New York City 
April 8, 9, 10, 11 Booth +43 


SOLD THROUGH 
WHOLESALERS 
ONLY 


EAGLE ELECTRIC MANUFACTURING CO., INC. 
ONG ISLAND CITY 1 + NEW YORK es 


a ts not an becident™ 


J S- BRASS SOCKETS CARTRIDGE FUSES 
COMBINATION 3 
= 
; 
DEVICES 
og 
CURRENT TAPS 
7 
PLUGS 
corp 
CONNECTORS mm) © $3 
EXTENSION 
coans 
FLASHERS 
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Your Nearest Distributor 


is your best 
stockroom 


By always having Arro 
Anchoring and Drilling Devices 
on hand, your nearest industrial 


supplier, wholesale hardware, or he >) 
electrical supply house can 
ou to keep production up, while 


louie your inventory costs down. 


COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 


DOUBLE EXPANSION SHIELD ba LITTLE MAJOR TURNBUCKLE — 
DISTRIBUTORS: 


This Advertisement Appears in Lending Publications 


Directed to Uour Customers 
ARRO EXPANSION BOLT COMPANY 


1440 Boone Ave., Marion, Ohio 


PROMOTIONS CALENDAR 


National Home Improvement Month 
March 1-31] 
NERSICA, Inc 
Io create more interest in the im- 
provement of older homes. 


Electrical Aids for Health and Beauty 
March 1-31 
NEMA Electric Housewares Section 


National Save Your Vision Week 
March 3-9 
American Optometric Assn 
Io focus attention on the impor- 
tance of comfortable and efficient 
seeing in school, at work, on the 
highway and in the home. 


National Salesmen’s Week 
March 17-23 
Earle M. Burnett, Sr., Lincoln, Neb 
Io honor the power that makes 
America tick—its sales force 


Better Breakfasts Made Easy with 
Electric Housewares 

April 1-30 

NEMA Electric Housewares Section 


Hardware Week 
April 25-May 4 
National Retail Hardware Assn 
Io develop sales by coordinated ad 
vertising and display 


Electric Housewares Giftime 
May-Jun 
NEMA _ Electric Housewares Sec 
tion 
lo promote electric housewares as 


gifts tor brides, graduates, et 


Kitchen Call 
May &-22 
United States Steel ¢ orp 
lo promote built-in appliances and 
steel kitchen cabinets. 


National Radio Week 
May 5-11 
RETMA, NARTB, TBA, NARDA 
lo promote radio listening and sale 
ot sets 


Portable Electrical Appliances for 
and Vacation 
July 
NEMA Electric Housewares Sec 
on 


National Farm Safety Week 
July 21-27 
U. S. Department of Agriculture 
National Safety Council 
lo promote safety (including elec- 
trical) among all farm families 


Klectric Housewares for Outdoor Liv- 
ing 
August 1-31 
NEMA Electric Housewares Sec 
ton 
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THE NEWS 


K. R. WAY has been elected vice pres: 
dent-sales of Jasper Blackburn Corp., St 
Louis. He joined the electrical fitting 
and equipment producer in 1949 as sale 


manager 


W. T. Bronson is district sales man 
ager at Queens Plaza, the Graybar 
Electric Co. eastern district office. He 
has been with Graybar 1934 
most recently as branch manager at 
Grand Rapids, Mich. S. A. Faren re 
places Mr. Bronson there 


since 


William R. Raymond to the newly 
created post of west coast regional 
manager for Pyle-National Co., Chi 


Capo 


Ralph D. Scoppa is home laundry 
sales promotion manager for Norge 
div., Borg-Warner Corp., Chicago 


M. V. Kessler is central regional 
manager tor BullDog Electric Products 
Co., Detroit. His new post keeps him 
in Columbus, Ohio, where he has been 
district manager 


Cari S. Long, Jr., appointed lighting 
manager ot Sylvania Electric 
Products Inc. new Rocky Mountain 
district, will make his headquarters 
at the firm’s new Denver office. He is 
a member of IES and has been with 
Svivania since 1936 


sales 


William H. Guterl is assistant to the 
general manager of sales, American 
Steel & Wire div., U. S. Steel Corp., 
with headquarters in Cleveland, Ohio 
He has been heading up sales analysis 
for the division 


Harold Baruth has been named dis 
trict manager for northern Wisconsin 
and upper Michigan by Lappin Elec- 
tric Co., Milwaukee 


FE. F. Kelly has been elected presi- 
dent of Pryne & Co., Inc., Pomona, 
Calif. Mr. Kelly succeeds Ralph Pryne, 
who will remain as chairman 


James G. Koontz is national field 
sales manager for Easy Laundry Appli- 
ances, div., Ihe Murry Corp., Chicago 
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DROP LIGHT 
REELS 


Perfect portable industrial light- 
ing—ideal for warehouses, load- 
ing docks, construction jobs and 
dozens of other uses! Available 
in 20’, 30° and 40’ cord lengths 


ELECTRIC 
BALANCE 
REEL 


for 


POWER 
TOOLS 


Eliminates costly 
“waste motion” on 
production lines! 
Completely elec 
trical—does away 
with seporate bal 
ance wire cables 


17th & Indiana Ave. 
Philadelphia 32, Pa. 


BIG NEWS ABOUT | 


® 


Here's your opportunity for 
the same high unit profits and 
easy sales that have made the 
Cordomatic line popular with 
automotive jobbers for years 
Now, Cordomatic has developed 
a new line of products which is a 
“natural” for the industrial and 
fields...and they're 
being pre-sold to all of your 
customers in the trade books they 
read most. The products are uni- 
formly high in quality ... fully UL 
approved... yet, in keeping with 


electrical 


Cordomatic's policies, are priced 
to sell! 


Warehouse stock available in all 
principal cities in U.S. and Canada. 
Write today for free illustrated 
brochure and price sheets 


CORDOMATIC DEPT Vv 
17th & Indiana Ave. 
Philadelphia 32, Pa. 
Nome 


Address 


City Zone State 


| 
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John D. Campbell, general manager 
of Canadian Westinghouse Supply Co., 
Ltd., has been elected a director of 


:, the parent Company Canadian West- 
inghouse Co., Ltd. Mr. Campbell, who 
joined Westinghouse in 1934, has 

headquarters in Hamilton, Ont 

THE FASTEST GROWING 
NAME IN ELECTRICAL MFG. C. R. Hosey, elected a vice president 
NOW BRINGS You of the John C, Virden Co., Cleveland, 
Ohio, will have charge of sales de 
velopment, including distributor rela 
thon 


og 
GANGABLE & Bl Frederick A. Wolfe, Jr. has been 


appointed product sales manager for 


panelescent lamps at the lighting div WAL 1 hd 
INDOOR METER of Sylvania Electric Products Inc., Ya 
Salem, Mi: 
TROUGH = TUBE-WELD 


Russell R. Stout advanced to sales SET SCREW FITTINGS 
manager by Feedrail Corp., New 


For Socket Type vent 


R. G. Baker is operating manager at 
the Graybar Electric Co, operation in 
San Bernardino, Calif 


John G. Adams, former sales mana 
zer for Westinghouse Electric Supply 
Corp., Richmond, Va., has been ap 


pointed branch manager of the firm's 
consumer products div 


THE ONLY FITTINGS ON 

THE MARKET WITH 

PRE-SET SCREWS 

THAT REQUIRE 

NO BACKING OUT! 

* Pre-set Staked Screws. No backing 
With Sealing Rings é out to insert conduit. No lost screws. 


| | No. of | | Weight Z * One-piece solid welded steel tubing 
| Cat, No. | Meters Ht. | Width | Each ‘ — heavily plated. 
10 6 Ib 


Self-centering box connector 
TOTAL DEPTH shoulders. 


| 
| 
172HVS 20 \4 
| 173HVS 30 2) 


| 174HVS 40 27 * Now available in , 1° and 


| 175HVS 50 34 


| 60 40 Solves Low Ceiling new 114” sizes. 


Cat. No | Description Write for FREE brochure to: 


Conner ELECTRIC TUBE PRODUCTS 


171e End A Division of Berger Machine Products 


@ Recessed appearance at 74-16 Grand Avenue 
Sold by Electrical Wholesalers Only surface-mounted cost Maspeth (N.Y.C.}, N.Y., DEfender 5-8000 


MAGIC WORDS: | @ Only 3'4" deep... easily 


joined in continuous runs 


° Quality Glare-free . . . uniform 
* Service surface brightness 


* Follow Through Polystyrene shield 
concealed hinges 


ALWALT CO. Send for bul 
P.O. x 7) CONNECT with FoR ECONOMY 
mopesto, cauirornia GARCY w 


Preterred for Performance PLATING AND MFG. - | 


1740 WN Ashland Ave 


Chicago 22, Iilinois 
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SALES REPRESENTATIVES 


Hexcel Products, Inc., Oakland, Cal., 
has appointed the C. A. Peterson Co. 
as Sales representative for Honey 
lite in southern California, southern 
Nevada and Arizona The Peterson 
firm is located at 782 | 14th PL., 
Los Angeles 


Boston Woven Hose & Rubber Co., 
Boston, Mass., lists two new represen 
tatives for Bull Dog friction tape. Al 
Levin & Inc i200 S. Peters 
St.. New Orleans, will cover Louisiana 
and Mississippi. Louis H. Champagne 

110 Woodward Ave Detroit will 
cover the state of Michigan 


Pittsburgh Reflector Pittsburgh 
Pa., announces that John F. Ciruitt is 
now serving as sales representative in 
northeastern Pennsylvania, operating 
trom the Philadelphia office 


Fasco Industries, Inc., Rochester, N 
Y announces two new representing 
firms for its line of tans, ventilators 
and hoods. Clarke & Hoce, Inc., 2 Old 
Clairton Rd., Pittsburgh, tor the terri 
tory surrounding that city; Myer-Orens 


Co., 2732 N. W. Seventh St., Miami, 
for the Florida area 


YOUR SALES vin 
al atolight 


POWER PLANTS 


STANDBY POWER PLANTS 


Built to highest standards for 
dependability, long life — yet 
Katolight prices will help you 
clinch more, profitable sales 
Sizes to 400 KW. for every 
standby need 


PORTABLE POWER PLANTS 


Handy, rugged, low-cost Kato 
light Portables are used the 
world over. Sizes 350 to 3,500 
watts, up 


MOTOR GEWERATOR SETS 
Change D.C. to AC.. A.C. to 
D.C. 15 to 1000 cycles. Wide 
range of sizes 


ROTARY CONVERTERS 
Change D.C. to A.C. Widely 
used in communication re 
search, aircraft, boat’. 110 to 
2500 watts in standard or spe 
cial frequencies or voltages 


WRITE FOR NEW FOLDER! 


KATOLIGHT CORPORATION 
Box 891-92 Mankato, Minnesota 
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Bathroom Ventilator 


Absolutely the Trimmest! 


TRIM CONSTRUCTION 


Fits inside 6 ‘ withou protruding leave 
ample space for insulation blankets between joist 
rhe exclusive lower 5° depth also permits installation 
in hallow beamed « ant il < in or in bathre 
walls framed out to 5° thi 


TRIME INSTALLATION COSTS 


No header necessary! Square hi is nailed di 
rectly to side of joist ad rt bracket 
extends to the next 

This new unit is idea 

install neatly throug? 

dismantling. This easier al 

tallation costs by virtually eliminating time 

ing assembly or alignment pre yblem 


TRIME All OTHERS IN VALUE 


The low unit ¢o the incTrena ed effi iency 
prive all i ound trimming The 


large diameter squit | Cas ower wheel w th pecia 


‘ 
ye 


housing and entrane ituri delivers more air and 
gives excellent pre ire characteristu 
Meets all FHA requirements for inside bathroom ventilators 


5 Year Guarantee. UL Listed 


Write for catalog of complete line of FASCO 
Bathroom and Kitchen Ventilators and Hoods. 


FASCO \idustries, inc. 


ROCHESTER 2, N. 


at 
é 
j 
| 4 4 a 
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Circle Wire & Cable Corp. a subsidiary 
of Cerro de Pasco Corp., Maspeth, N 
Y. named W. H. Lassiter of Charlotte, 


Amazingly : N. C., to handle its products in North 


ind South Carolina. He heads a sales 


{ O O L ra) agency bearing his name 


HEAT Sylvania Electric (Canada) Ltd., Light- 
ing div., has appointed Al McIntosh 
; C. He transferred from Sylvania’s U. 
REFLECTOR LOCALITE S. organization 


FINEST OF ALL 
LOCAL LIGHTING UNITS ’ The Wiremold Co., Hartford, Conn., 
has appointed Albert F. Tubbesing as 

sales representative for the St. Louis 


trading area. He will also serve as as- 


EACH MARVELOUS NEW . ; sistant to Victor A. Meier, district sales 
In oe 7 SEEING TOOL " manager at Kansas City 


Frictional arm and collar 


dise joints give flexibility P Diehl Mfg. Co., Somerville, N. J., lists 
of a thousand positions Thomas R. Donnelly as representative 
to direct light exactly as in the Pittsburgh-Wheeling area. The 
wanted. Rugged con Te 
struction with heavy duty INNER SHIELD Donnelly firm is located at 2 ermina 
~ industrial socket, Levolier ACCESSORY Way, Pittsburgh, Pa 
switch and universal base for 
coo ess 
ay . Globe Lighting Products, Inc., Los 
amps 
Angeles, Cal., announces appointment 
WRITE for complete : cA of Wade Robbins as a field engineer 


Models for every in 
dustrial use ‘ +) contractors. He was previously Sacra- 


ria mento district manager for the Califor 


THE FOSTORIA PRESSED STEEL 


CORPORATION, FOSTORIA, OHIO nia Electric Co. of Francisco, 
Localites are available through cree and also with Square D Co 


wholesalers everywhere 


cast aluminum 


POWERCRAFT 
STOCKS FOR IMMEDIATE 
SHIPMENT 
PRIMARY BUS SUPPORTS 


* Contractors, industrials, and Utilities rely on 
the accuracy of these Bus Supports to meet exact- 
ing service conditions. Available for indoor and 
Outdoor Service—fiat or pipe mounting. Conform 
to NEMA standards. POWERCRAFT invites your 
inquiries on any special Bus Support requirement 
Other POWERCRAFT Products . . indoor and 
Non-sparking cast aluminum, Lightweight, easily mounts Outdoor Disconnecting Switches, Bus Somes, Power 
Connectors, Pipe Frame Fittings for 1'%4” |. P. S. 
strong and rustless. Available onto equipment. Drilled and Pipe, and Clamp insulator Supperts. 
in a wide range of standard tapped to specifications. Made Send for new catalog. 


and special sizes to Underwriters and Military 


Specifications, Powerc RAFT 
CORPORATION 


2215 De Kalb St. Phone 


St. Louis 4, Mo. P - 
Adalet MANUFACTURING COMPANY 


14300 LORAIN AVENUE CLEVELAND 11, OHIO 


Send for Bulletin F 
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OBITUARIES 


Charles W. Maledon 


Charles W Maledon manage! 


southwestern district, of General Elec 


U-10E ‘‘EXTRAFLEX’’ 
(AUTOFLEX) 
Conduit 


tric construction materials div., died 
Dec. 20 in Houston, Tex. He was 58 
vears old. In 1955S Mr Maledon was 
honored by Gil for 40 years ot service 


vith the company 


E. W. Baird, Jr. 


bE. W. Baird, Jr., president of T. J 
( ope Inc ( ollegeville Pa died ol 


pneumonia on Jan. 15 at the age of 


59. He was owner and president of the 


IMMEDIATE 
TRADE AREA STOCK 


ompany tor 30 years 


David S. Salsbury 


David S. Salsbury, 58. former presi 


SHIPMENT 
dent of Westinghouse Electric Supply 
Co. died in Honolulu on Jan. 30. Mr 


tired seven years avo trom 
go! SEALFLEX Ask for Price Bulletin 
his Wesco post in New York Liquid-Tite ED » 

E. F. Lowry ,» Synthetic Covered Conduit 


Dr. Erwin F. Lowry, lighting pio ne 


U2" Quality . . . ALL METAL FLEXIBLE HOSE PRODUCTS 
Inc died at his home in Danvers UNIVERSAL METAL HOSE co. 
Mass. on Jan. 2. He was 65 years old 


division of Sylvania Electric Products Ad 
He got the IES Gold Medal in 1954 2107 South Kedzie Avenue Chicago 23, IIlinois 


MINERALLAC ”,..the fastest selling 


SV & 


Hangers -Clips-Straps fe , TIME SWITCH 


PRICED TO GET OFF THE SHELF 


for Time control of electric- 
ity in homes, offices, stores, 
factories, on farms. 


#9000 series 


wide market for this 


There's a 


switch, but the BIG one is the tremendous demand 


for use in the home. Time control of attic fans, 


Outlast! 


Minerallac Cable, Conduit and Messenger Hang- 
ers are STEEL. Easier, quicker to install; permit 
speedy, compact wiring; economical. Also in Ever- 


Qutserve! 


gorage, basement or ovtdoor lights ore a must 


on new homes, older homes will have them they 


all need time control. “MARK-TIME” switches are 


easily installed in standard wall boxes. Pre 


setting permits time cycles in minutes or hours 
Jiffy STEEL Clips (Pipe-clamp) require only one AVAILABLE IN— switch automatically breaks circuit when interval 

6 Models—to turn current “OFF expires Hold feature allows unit to be used 

— TIMING: 5 min., 15 min., 30 min.,— Without as standard toggle switch 

Steel Straps for Messenger-cable services on outlet hold feature 3 min., 60 min., | 2 hours 

boxes; may be used in conjunction with hangers — With hold feature. SEND FOR DETAILS OF THIS 
(Above also available in turn “ON” units.) FASTEST SELLING SWITCH 

ORDER FROM YOUR ELECTRICAL WHOLESALER TODAY 


RATED: 20 omps— 110-120 V., A.C. 


Send for Literature 
MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street, Chicago 7, Iilinois M. H. RHODES, INC. Hartford 6, Conn. 
MINERALLAC MANUFACTURED AND IN CANADA. 


SPERRY GYROSCOPE OTTAWA LIMITED 
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entrance cable 
fittings for 
100-150-200 amp 


SERVICE 


WATERTIGHT CCWNivECTORS 1”, 114", 1'2" and 2” 
Hub. ENTRANCE CABLE HEADS for 3-No. 3 to 3- 
No. 4/0. ENTRANCE CABLE STRAPS for 3-No. 2 to 
3-No. 4/0. NON-WATERTIGHT CONNECTORS for 
3-No. 2 to 3-No. 4/0. Just drop us a line on your 
company letterhead for latest, detailed catalog. 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


YOU'LL KEEP 


THE 


KEEPS COOL. 


Renewable Fuses Keep Cool 


(DURING SAFE OVERLOAD) 
@ No unnecessary blows! © Longer fuse life! 
@ Vented for coolness! @ Quick-change links! 
Satisfaction — repeat business! 
MAIL COUPON TODAY 
PIERCE RENEWABLE FUSES, INC, Leicester, N.Y 


Gentlemen | 
Please send details on the Pierce active stock plan 

j Include a sample fuse for comparison with any other 
make 


} Nome 
Company 

Address 
City State 2 


cool- 


ASSOCIATION NEWS 


CHATTANOOGA The Electric 
League has completed successful nego- 
tiations with the Chattanooga Assn. of 
Home Builders for combining this 
year’s home builders’ and_ electric 
shows. The event, designated as the 
“1957 Home Builders Show,” will be 
staged in Warner Park Field House 
May 14-19 

NEW ORLEANS— A. B. Paterson, J: 
was elected president of the Electric 
Association for 1957. Other officers in- 
clude Frank Pratini, executive vice 
president; Arthur Wachter, vice presi 
dent-wholesalers, utilities and manu- 
facturers; Stanley B. Reinherz, vice 
president-appliances; and Fred 


Lindsey, vice president-contractors 
CHICAGO—-H. C. Moses, Jr., west- 
ern division manager of The Thomas 
& Betts Co., was re-elected president 
of the Electric Association at the first 
meeting of the 1957 board of direc- 
tors. Also re-elected were vice presi 
dent, C. B. Thoresen, Day-Brite Light- 
ing, Inc. and treasurer, E. T. Rowland, 
Chicago Electrical News. Directors 
re-elected included Mr. Moses, Henry 
Czech, managing director of Midwest 
Electrical Distributors Assn., and M 
|. Burgess, district manager, West 
inghouse Electric Corp 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


* Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illas- 
trated 
Made of indestructible spring steel 
wire. Nothing to break, get out of 
order or replace. Will last indefinitely 
Once instead, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 
Nothing to unlock, fuss with or lock, 
when changing lamps 
GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- 
abling maintenance man to change 
lamp in 10 seconds! 

Available for 40 watt and 100 watt 
fluorescent lamps 


GETS-A-LITE Company, Dept. EW-37 
3865 N. Milwaukee Ave., Chicago 41, Ili 
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NEW LITERATURE 


Heat Pump Installations— Data sheets 
on residential and commercial heat Here is the MERCULES 
pump installations, containing design cow heavy-duty (ectewiech 


and working data, have just been com line. @ Rugged @ Cast-iron Enclosure © 
Safety-guarded @ Minutely adjustable 


4 Classes 
questions, provide illustrations of pedal position trip point Classe 
Contact Types 


homes and commercial! buildings with GREATER PROFIT e 40 Different Models 


heat pumps installed. Also serve for 


mparing sei al and climatic con 
GREATER VARIETY 


Edison Electric Institute, New York 
Motor Controls— Seventh edition of : 
company's “Handy Catalog of Motor 


piled. Sheets answer many application 


Controls” is handsome two-color spi 
ral bound book running 132 pages 


Illustrations show every item in detail 


many in operation. Handy index on IN A 


each page saves time in locating, se 


lecting equipment Data includes 
dimensions and prices. Information 
section contains manutacturer’s cond: 


tion of sale policy. Allen-Bradley Co 
nemaster nid wu 


repryat 


Kitchen-Aire” line, including two 
new ventilators and two new hoods LEADER FOR Write TODAY tor complet ; MAS 
i i 


linemaster Catalog: more 


OVER 20 YEARS model for every weed 


combinations. Copies available from 
Stewart Industries, Inc., 320 E. St 


Joseph St., Indianapolis 2, Ind. LINEMASTER SWITCH CORPORATION, 


THIEL CIRCLESHEATH 
| Type RR cable 


CIRCOZONE — a butyl! base ozone-resi 
foe ant rubber compound designed for hig 
Conductor voltage applicatior up to 15,000 volt 
from 600 on ungrounded ystem 
up to 15,000 3 
volts for Multi-conductor cables have individ 
ially insulated conductors twisted to 
grounded and gether with jute filler a tape cover a 
ungrounded and a neoprene sheath overall 


EASY-DRIVE 


\ systems CIRPRENE — a tough Neoprene compound 
Por No 2632356 r : Size 14 to jacket with high resistance to abrasion, 


FA STENERS Tock For 2,000,000 C.M. oil acids, alkalies and heat, Specifi 
FOR ELECTRICIANS... IMMEDIATE OELIVERT cally designed for direct burial in earth 


REFRIGERATOR MEN PLUMBERS 
NEW WIRING 
CALCULATOR — FREE/ 


NEW “GRIP.TYPE” 

Send today for this handy, useful 
wiring ald. Gives conduit sizes, 
amperage capacities, and helpful 
motor running data 


WIRE & CABLE 
a subsidiary of 
CERRO DE Pasco 
CORPORATIO? 
PLANTS: Maspeth and Hicksville, N.Y SALES OFFICES: In all principal cities 


@ Essential for Electrical Men 
© Greatest Improvement in 30 Years Dep't. EH3) 5500 Maspeth Avenue, Maspeth, NY 


THIEL TOOL & ENGINEERING CO.,INC, 


1417 N MARKET ST. LOUIS 6 mC 
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Timing Devices — New _ illustrated 
wholesaler price list for “Mark-Time’ 
tuming devices is designed as a catalog 
page. Condensed sheets also contain 
shipping and ordering information 
Copies from M. H. Rhodes, Inc., 30 
Bartholomew Ave., Hartford 6, Conn 


Electrical Test Lines— Bulletin No. 57, 
Safe Electricification for Your Mov- 
ing Test Lines” details advantages of 
manufacturer's enclosed trolley bus- 
way system for electrical testing. Bul- 
letin tells “what it is” and “what it 
does” as well as showing results in 
efficiency and economy. Without obli- 
gation, trom Feedrail ¢ orp., 125 Bar- 
clay St., New York, N.Y 


won't damage glass&, tubing 
tandards—-New edition of the 
let alone wire or cable! RLM Standard Specifications for In 


dustrial Lighting Units contains impor 
ARROW STAPLE GUNS can't damage wire or tant revisions in both incandescent and 
cable because driving blade automatically stops staple at fluorescent specs. Most important are 
right height! That's why Arrow Staple Guns are proved 
safer on jobs all over the country. And Arrow staples have 
tremendous holding power because they're rosin coated, 
have diverging points that lock into wood 


new coefficient of utilization tables 
Copies are available without cost to 


contractors, lighting specialists, etc 


1.25 (shown) for wires up to 4” in diameter. (Hi-Fi wire, radiant from RLM Standards Institute, 326 W. 
heating, bell, thermostat, telephone, inter-com etc.) tapered striking Madison St ( hicago 6, Ill 

edge gets into tight corners. Uses 4%”, 4”, and \,” staples, List $15 

1-256 For burglar alarm wiring. Drives staples flush List $15 Electrical Appliances “Business Serv 
1-75 For non-metallic sheathed cable, Romex cable or any other , 

object (such a8 copper tubing) up to 4” in diameter. Uses %, ice Bulletin 20" is a compilation ol 


%”, and 4%” Arrow staples... . List $15 reference material and sources of in 


ARROW FASTENER COMPANY, INC. 


ONE JUNIUS STREET, BROOKLYN 17 


formation on the electrical (and gas) 
appliance industry, Covers publica 


Announcing .. . 
MOST MODERN... MOST EFFICIENT 


AUTOMATIC 


R DRYER 


Gi 


We don't know but 
both of these nationally famous department 


stores use Marcus Transformers for power and NEVER BEFORE SO MANY 
lighting distribution EXCLUSIVE SALES FEATURES 


Marcus ‘‘Mark of Quality’’ transtormers Decorator Styling! Faster Drying! 
GUARANTEE trouble service and Quieter... Simpler Operation! 
and greater customer satistaction, use MARCUS 

GUARANTEED 2 FULL YEARS! 
[> 


for your next installation 


MARCUS 


AND JOBBER 
PRICE LIST. 


“Dependable Since 1897” 
THE CHICAGO HARDWARE FOUNDRY CO. 
A COMPLETE LINE OF DRY TYPE AND LIQUID-FILLED TRANSFORMERS THRU 5000 KVA 6337 Commonwealth Ave North Chicago, i 
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Reasons Why 
It’s Easier To Sell 
General Electric 
Time Switches 


G-E HEAVY-DUTY, OUTDOOR TIME 
SWITCH, TYPE TSA-40 
Customers get all they're looking for 
and more in. dependable 

Electric Time Switches 
curacy at low cost, extreme flexibility, 
longer service life, less maintenance 
That's why your customers will find 
G-E time switches easy to buy 


General 


higher a 


reasons why you'll 


and profit 


And, there are many 
find G-E time switches easy, 
able, to sell. For example 


1. LOW COST time contro! with long, 


reliable service life at less maintenance 


2. FAST TURNOVER built-in flex 
bility makes the general purpose TSA 
40 time switch ideally suited for a wide 
permits a 


variety of applications 


smaller inventory 
3. EASY TO STORE weight 


requires less she 


light 


small size f space 


INSTALLATION — ad 
design assures 
faster in 


EASY 


yet simplified 


4. FAST, 
vanced, 
your customers an casier, 
stallation at less cost 


SALES SUPPORT 

advertising and 
back your sales 
to your 


5. CONTINUOUS 
continuing large-scale 
promotion to 

helps carry 


sales 
effort 
customers 


sales story 


6 LESS INVENTORY PROBLEMS [ewer 
lost sales because of “‘depleted stock” 

national network of G-E ware 
houses assures speedy delivery to you 
on all popular models 


To find out how you can profit by 
handling dependable, fast-moving Gen 
eral Electric Time Switches, contact the 
Manager of Distributor Sales in your 
nearby G-E Apparatus Sales Office 

or write General Eiectric Company, 
Section 584-10, Schenectady 5, N. Y., 
Attn. Manager—-Time Switch Sales 


GENERAL ELECTRIC 
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tions issued by government depart 


ments, pamphlets and books trom non 
government sources, listings of trade 
Con 


Pub 


papers, magazines, directories 


tains prices and ordering data 
lished by U. S. Dept. of Commerce 
Business and Defense Services Admin 
Washington 1) ( 


Price 10 cents 


istration 


Protective Equipment }2-page il 
lustrated catalog puts under one cover 
information on high 


much needed 


voltage rubbei protective equipment 


including selection, use and 
Also lists 
avatiable fromthe 


Rubber Co ( harleston 


propel 
care valuable technical re 
ports ( Opies 
Charleston 


Bulletin GEA 


selection 


Plate-LType RKheostats 
6474, eight 


information, discusses wide variety of 


pages 


apphcations for plate-typr rheostats 


demonstrates flexibility of such con 
Also includes data on additional 


Electric Co 


trols 
General 


N.Y 


rheostat ty pes 


Schenectady 


Emergency Lighting—Latest publica 
tion on Light Warden automatic emer 
vency lighting equipment is ce Signated 
1957. Available trom 
Cord Co 19S William St 


catalog no. 11 
Electric 
New York 


Wire Pulling Lubricant 
Only Y-ER EAS has all these features 


© Creamy, non-corrosive lu 


bricant. Never greasy or 


Write tor 
descriptive 
booklet 


messy 
Prevents sticking or set 
ting. Specially helpful on 
saddies and turns 

Does not run back on 
cables 

Never harmful to hands 
or clothing 

Permonently non-harmful 
fo cables or conduit 


F cod, Rubber, 
Cover 


Improved YER EAS tested and approved by the 
Underwriters Loboratories, tne 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 


[= |/ELectRo comPouND CO. 


4155 W. (50th St., Cleveland 11, Ohie 
4 


NEW SALES BUILDERS 


TAPE- 

MATE 
The Revolutionary 
coh “Tape Winder 


PROTECTS 
YOUR 
HANDS! 


ELIMINATES 
KINKS AND 
BROKEN 
TAPE! 


Hi FISH TAPE, REEL and PULLER 


A 3-in-1 TOOL 

OFFSET SEAM 

@ SMOOTH SURFACE 
Protects 


safe, 


peeds wirtng 
tape Gives a 
positive grip! Available in 


6 sites 


Hi FISH TAPES (Less Reel) 


Highest grade oll tem 


pered flat steel 
blued finish 


against detec ts 


spring 

Guaranteed 
handles 
easily, and runs smoothly 
7 sizes and lengths (Tapes 


individually packed.) 


"Hi-SPEED” WIRE STRIPPERS 
+ ~ 7 utomatic 


Delayed return action pre 
of fine 


stranded or solid wire. Sin 


vents 


crushing 
gle squeeze operation 
Easy grip! Razor sharp AD 


JUSTABLE blades. 7 Models 
wills to choose from! 


STRIPS FASTER, 
CLEANER, BETTER} [7] 


PLEASE SEND COPY OF 
1957 Hi CATALOG 


450 ELM ST. - SYCAMORE, ILL. 
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| 
! action, PUSH to WIN “ 
fe PAY OUT TAPE! 
For '/s fish tape reels. 
_ 
the 
10 
use 
, 
> 
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Get Big Profits From 
Right Wiring For 
Rough Industrial Jobs 


Liquatite is the machine tool gray vinyl 
plastic covered liquid-tite flexible conduit 
so widely used on rough industrial jobs to 
insure tight, dry raceways that eliminate 
costly shorts, burnouts and down time 


Stort cashing in on this readymade profit- 
able industrial market today 


Liquatite flexible conduit sizes range from 
%" to 4”. Standard color is gray. Other 
colors available on special order 


Counter displays and other sales aides 
furnished 


Sold only through electrical wholesalers. 


LIQUATITE SPECIAL 


LIQUATITE comes in 
a special pay - out 
carton to eliminate 
knots and tongles 
and prevent injury 
to conduit! 


Also Available On Non-Returnable REELS 
in Continuous Lengths 


ELECTRI- COMPANY 


ROSELLE 


Residential Lighting——Lightolier Style 
Book presents 96 pages of residential 
lighting fixtures—-modern, contempo- 
rary, traditional, transitional for 
every room It is addressed to 
people who want to satisfy a “flair 
for fashion and a feeling for function” 
with lighting. Stresses the free home 
lighting advisory service provided by 
distributors and = invites residential 
customers to visit showrooms. Pub 
lished by Lightolier, Inc., Jersey City 
5, N. J 


Kans——Full color 16-page catalog con 
tains full information on 1956 Do 
minion fan line in use” photos, 
specifications, accessories available 
guide for distributors and dealers in 
handling replacements under warranty 
Also illustrates free sales aids. Pub 
lished by Dominion Electric Corp., 
Mansfield, Ohio 


Linemen'’s Tools Catalog No. 100, 
completely revised, illustrates all elec 
tricians’ and linemen’s tools and equip- 
ment available from company. New 
feature for plier users: detailed dimen 
sions of each part of every model 
Free trom Mathias Klein & Sons, 7200 
McC ormick Rd., Chicago 45, Ill 


NEW PRODUCTS YOU CAN USE 


Tailgate 
Mid West Body & Mfg. Co., Paris, 
i. 


With new push button “Jiffy-Lift”, 
one man can load and unload trucks 
quickly without heavy lifting, accord- 
ing to manufacturer, “Lifts up to 600- 
lb in 1S seconds” is the claim. Electri- 
cally powered tailgate 1s geared to 
climinate battery drag. Motor is re- 
versible, with built-in) brake. Heavy 
duty push button control has built-in 
lock. All-steel ramp type unit weighs 
only 225-lb, is delivered completely 


assembled 


Improved Ditto Master 
Ditto, Inc., 6804 N. McCormick 
Rd., Chicago 45, Tl. 


New four-part Masterset offers Ditto 
users complete protection against 
smudges on hands, clothes or other 
papers, Permits master to be handled 
und filed as often as needed 


Salesmen’s Tonic 
The Dartnell Corp., 4660 Ravens- 
wood Ave., Chicago 40, Tl. 


Series of simple but effective pam 
phlets provide once-a-month dose (only 
slightly sugar-coated) of character-im- 
provement material. Titles follow 
‘What a Salesman Should Know 
About theme, and include crea- 


Latrobe 
Electrical 


Products 


‘Latrobe Floor Boxes and Wiring 
Specialties are top performers because 
they are expertly designed of the finest 
materials. 

“Latrobe” Products are proof that the 
shortest road to efficiency and economy 
lies through quality. 


ADJUSTABLE FLOOR BOXES 


Adjustable Fioor Boxes are now bonded which 
mokes them fire-proof—-come in single round or 
squore bodies—also furnished in squore single 
gong, two gong, three gong and four gang types 


“Latrobe” Pipe or 
Conduit Clamp 


This new clamp is mode of highest quality malie- 
able iron, with a double safety bite of case hardened 
tool steel and is cadmium plated to prevent rust 
Two models——one for Right Angie and the other for 
Paralle| support. Each mode! comes in 0 sizes to 
handle pipe or conduit 2" thru 4” 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes Cover Plates 
Junction Boxes Nozzles 
Pipe or Conduit Hongers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representatives in all principal cities 


‘Bullman 
Manufacturing ©o. Co. 


1209-1215 JEFFERSON street 
LATROBE. PA. 
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CONTINENTAL 
for cure... 


FOR ASBESTOS 
INSULATED WIRE 
AND CABLE 


Not exactly parachuted to you 
when you order, but Conti 
nental is ready to deliver a 
wide range of heat and mois 
tureresistant wires andcables 
right from stock. Specials are 
handled fast, too. Know our 
complete 


asbestos-insulated 


line? 


FACT FILLED CATALOG 
New, complete catalog of 
Continental insulated wire and 
cable ovailable on request 


( ontinental 


WIRE CORPORATION 


PENNA 


WALLINGFORD, CONN © YORE 
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live thinking, safe 
and using 


driving 
words, and 
Pamphlets fit no. 10 envelope 
with other communications 
is said to provide 


choosing 
many others 
can be 
enclosed 
Program low-cost 
personal counseling 


Mailer 
Mail Printing Co., 15 W. 
New York N. Y. 

Card-Vertiser 
mail 
most any type of 


Direct 
Direct 
20th St., 


self-mailer is a direct 


advertising aid, designed for al 
Provides 
space for three-phase hard sell 
copy on address side, 


on bac 


message 
tease! 
billboard display 
full details inside. Then per 
sonalized reply card gets prospect's sig 
nature on the dotted line 


Live samples 
and blank dummies 


available 


Temperature Converter 


Moeller Instrument Co., Richmond 
Hill 18, N. Y. 


Handy poc ket size chart contains easy 
to-read tables of Fahrenheit and Centi 
grade temperature equivalents 1s 
called an invaluable time saver to any 
one having to 


convert) temperatures 


frequently Reverse side of the & x 
342-in chart is an 


stration of 


animated demon 

Red Reading 
This piece 1s ol 
fered without obligation to engineers 


Company s 


Glass” thermometer 


and other persons having use for it 


You'll be happy 
selling 


KNOPP 


Voltage Testers 
J 


Patented Prod-Mount 


More user-valve at Less Cost-—— 
means more turnover tor you af good 
profit margins 
Knopp Voltage Testers sell themselves 
Rugged, Reliable 
build goodwill and repeat sales for you 
Tell if circuit is open of closed; magnitude 
of voltage between 110 and 606 a-c or d-« 
pure or rectified; 25 or 60 cycles 
Two models. Free Sales Aids 
Write today tor full details 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
nome of Electrical Facilities Inc 


4283 Holden Ockiand Calif 


for both “E.M.T." & 
Heavy wall Conduil 
SIZES 


CONNECTORS 


ALL SIZES 


from 


COUPLINGS 


ALL SIZES 
from 


INSULATING BUSHINGS 


ALL SIZES 


from 


SERVICE CABLE PLATES 
For 2/3 

SEV and SEA 

For 1° “EMT.” 


Write tor Catalog and 
Latest Price Sheet 


BOSTON, MASSACHUSETTS 


| THE LATEST ADDITIONS fy 

| 


MULT DISTRIBUTORS RECOMMEND 


BECAUSE THEY 
KNOW THERE WILL 
BE CUSTOMER 
SATISFACTION WITH 


THIS 
QUALITY FLOODLIGHT 


ALUMINUM REFLECTOR 
ALZAK FINISH 


CAST ALUMINUM 


HEAT AND é 
THIS AND OTHER IMPACT of) 
RESISTING POSITION 
QUALITY LENS LOCKING 


FLOODLIGHTS 
BY 


| 


A new bulletin 
on 
RLM lighting 
equipment is now 
available 


LEVER 


WATERTIGHT 
PACKING 
GLAND NUT 


ALUMINUM 
LENS HOLDING 


RING HEAVY DUTY 


2 CONDUCTOR 
MALLEABLE PIPE RUBBER CORD 
CLAMP FITTINGS 
THOROUGHLY PLATED 


Cat. No. 5378-500 watt 


ELECTRIC MFG. INC. 
}4231W. LAKE ST. CHICAGO 24 


Cat. No. 


1275 


STRINGER LINEMEN BELTS 
BROOKS CLIMBERS 


with St 
Sold Thru 


ringer Straps & Pads Cat. No. 1520 
Wholesalers—Write for Catalog 


UTILITIES SAFETY SUP. CO., INC. 


JEFFERSON ST. 


AND HIGHWAY 50, LEE’S SUMMIT, MO. 


ALLEN 
WELDING 


= 


CONDUIT 


B. ALLEN Inc. 


6701 BRYN MAWR 


AVE, (455 SPRING CARDEN AVE 


CHICAGO 31, ILL. PITTSBURGH 12. PA 


BOOK REVIEWS 


Electrical Systems Design 

Joseph F. McPartland and the Editors 

of Electrical Construction G Maintenance 
McGraw-Hill Book Co., Inc. 

New York, N. Y. 


[his practical book sets forth stand- 
ards of design in actual current prac- 
tice, gives complete coverage for all 
types on installations. Step-by-step 
procedures for designs, selecting 
equipment and incorporating it into 
the building, and combined with 
helpful illustrations. It provides self- 
training for newcomers, reference data 
for practicing designers and a review 
of modern trends for all readers. The 
material follows sound engineering 
principles, safety provisions of the 
Code. It recognizes the need for de- 
signing with substantial spare capacity 
to meet tomorrow's needs 


140 pages 


Recruiting and Selecting Office 
Employees 
Milton M. Mandell 


American Management Association 
New York, N. Y. 


Computers and data processors - 

which may add a new dimension to 
wholesaling—will not replace all office 
employees in the foreseeable future. 
But, they will make them more valu- 
able, putting a premium on new and 
greater skills. As office turnover be 
comes increasingly expensive, the need 
is for better recruitment and selection 
methods. The author provides a dis- 
cussion of testing techniques valuable 
for any person who functions as office 


or personnel manager 


350 pages 


SALES AIDS 


Continental Productions Corp., 539 
Vine St., Chattanooga, Tenn.—Six 
one-minute television spots designed to 
sell an audience on electric heat tells 
the story in amusing and convincing 
style. Artwork is from NEMA film 
“Heat Your Home Electrically.” Spots 
are available in black and white or 
color, provide for inserting sponsor's 
name. Spots are endorsed by NEMA 
Electric House Heating section 


Moe Light div., Thomas Industries, 
Inc., Louisville, Ky.—Practical, space- 
saving point-of-sale displays let deal- 
ers show maximum number of new 
outdoor lights. Cross-arm post holds 
three lanterns, board hung from arms 
holds assortment of ceiling and wall 
brackets. Board may be used sepa- 
rately for displays 
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Royal Electric Corp., Pawtucket, R 


I.—New “Handi-Pak” corrugated car CLASSIFIED ADVERTISING 


tons for most popular sizes of its 

portable cords hold either two or tour : SELLING OPPORTUNITIES 
individual cartons, each contaming 

250-ft spool. New packing ts said to 


speed handling, on both receiving and 
shipping, and promote faster order 


processing as well as accurate stock UNDISPLAYED eas CI aces DISPLAYED 
control $1.50 per line (effective Jan. (957) minimum 5 The rate for Var ployment Opportunities is $14 3 
lines. To advance payment count 5 average per inch all edvertising eppesring 
words as a line he Fact rates 
quoted of rea es Subject Agency Com 
Bex Numbers counts 1 line 
Advance Transformer Co., (© hicago, Position Wanted ads are % the above rate Ovner edvertist . is $12.26 per inch (effective Jan 
ill New individual sealed cartons Discount of 10% if full payment t» made in ad An cdvertising ineh | 
vance 4 consecutive insertior hee 
with end labels for instant identifi- Send NEW ADS or Inquiries to Classified Adv Biv of ELECTRICAL WHOLESALING- 
P O. Box 12, New York 36, for April issue closing March 14th 
{ cation——are designed to insure custo 
mers receiving factory fresh fluores- 
f cent lamp ballasts. Loose dangling ADDITIONAL LINE WANTED 
leads, subject to damage, are elimi- Mtor's Rep. of tong standing desires to add 
second established line to one how successfully 
nated. Individual packages promote selling to Electrics! & Hardware jobbers in Ohio & 
West. Penna A thorough conscientious representa 
quick, Casy handling tion is offered in this area 
RA 4310 Electrical Wholesaling 
Class. Adv. Div P.O. Box N.Y. Y 
Landers, Frary & Clark, New Britain, 
Conn.—Colorful rotating display WANTED 
mounts for major items in Uni Sed Ad 
versal home cleaning line, provides | Upper New York State Territory 
self-selection in retail outlet Also 
offers greater profit through fastes This ts a rare opportunity for an 
t ver on smaller investment FORNTIEN VACANT experienced light | The 
OF One of the oldest and best independent Wiring perience ignting salesman 
cording to the company. Self-merchan ply and Appliance distributors operating | territory is now active and profit 
‘ Bee og able our line is being specified 
salesmen in the best supermarket displ 
tradition.” and displayed the vast potential 
has yet to be tapped 
POSITION WANTED 
Aggressive, young, college graduate, BS. De lf you are looking for better than 
++ Wholesale ‘ average income and association 
Angeles, Calif 1. Would like to d with a well-respected, full line 
fae epresentation basis. ‘ manufacturer of incandescent and 
Wh ing 
fluorescent lighting here's a 
SELLING GPPORTONNTIES WANTED chance to make your ability, know 
Expanding Agency Covering Southeastern states 
McGRAW-HILL desires additional lines. No lighting fixture how and drive pay off in a BIG 
TECHNICAL WRITING SERVICE way. Good service and deliveries 
cturers represe ve just established in 
Manufa ts PLUS powerful promotional 
experience it mn epuiprne ‘ 
WRITES EDITS Se backing. Send full details to 
with rey firr firn Ca 
ILLUSTRATES hihest references. RA Ele Whole Litecraft Manufacturing Corp. 
PRINTS 8 East 36th St., New York 16, N.Y 
Saleaman 0 years experience wholesale elec 
‘ ‘ ‘ ‘ at fa 
‘ i 
to YOUR specifications © facilities as MANUFACTURERS REPRESENTATIVES WANTED 
furnish hig fore RA 4 Flect Old line menvlacturer of Outlet. and Switch bores 
Wholesaling expending its distribution territer ond open tor 
TWS relieves you of all or representation te the following territories: Metrepolites 
any of the many problems District of Mew York, New Engiond, Philadeiphia 
Sales Kepresentative aggressive conatractive Kentucky, Tennewee, Wisconsin end all ter 
encountered in the produc- sory weet of the 
ng on RW 4290 Electrical Wholesaling 
tion of your... be he New Yort Metropolitan aren 520 N. Michigan Ave, Chicago 11, 
RA bile W holesa 


EQUIPMENT MANUALS - HANDBOOKS 
PRODUCT CATALOGS-— TRAINING AIDS 
PAMPHLETS — REPORTS — BROCHURES 
COMPANY HISTORIES — PARTS LISTS 


150 
ARE AT YOUR SERVICE ROBOT OPERATORS 
WRITE: 
Project Consultant 
TWS—McGrow-Hill 
330 W. 42 St. NYC 36 
Phone: LOngacre 4-3000 


Established Manufacturers Kepresentative can GOODWILL WINNERS 


printed eth your advertiving 


Established Manufacturers Sales Kenresentative GERSON co. 


traveling the tate of Virginia, with excellent 


Expanding agency covering New Engiand States 


need ert a ite 


electrica and mar acturer 


KA-44 File al Wholesaling 


Mirs« Agent desires additional line to well elec 


a be n M uri. 704) ORCHARD DEARBORN, MICHIGAN 


Kansas. Electrical Whole 
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It is also our business to keep 
daily pace with the contrac- 
tor's complex wiring prob- 
lems. The result is our 
modern line, geared to your 
current needs. For example: 


1 Box Does the Job of 3! 
ARROW 

4” OCTAGON 6; 
OUTLET Box 


2%" Deep 
Means Compact 
Versatile Stock! 


Pull 4” wide’box has 8 side 
knockouts FOUR 
and FOUR ”" sizes (plus 
reg. 5 bottom K.O.'s). 
Gives 23.5 cu. in. wiring 
space... more than any 
other 4” octagon box. 


4-00-A box replaces these 
three 
54171-Y... 
~with four 4" side K.O.'s 
54171-%... 
~with four 4” side K.O.'s 
54171-SP... 
“with two 14” and two 
side K.O.'s 
*4-00-B—available with POUR 
& POUR 1” side K.O.'s, 


Depend on all Arrow prod- 
ucts for premium quality; for 
greater time and cost econ- 
omies. Specify ‘Arrow Con- 
duit” in your next job order. 


FREE! 


WALL CHART — Rox 
guice for maximum | 
number of conduc. | 
tors. Quickly identi- 
fies boxes & covers 


ASK FOR NEW CATALOG, TOO. | 
WRITE FOR BOTH, TODAY! bey 


ARROW CONDUIT & 
FITTINGS CORP. 


30th STREET, BROOKLYN 32, N. Y. 


Sales Representatives & *Warehouse Stocks 


BALTIMORE, MD. * CHARLOTTE, N.C. * *CHICAGO, 


MASS. © “PHILADELPHIA, PA. ROCHESTER, W. Y. | 


162 


LL. * "CINCINNATI, OHIO * “DENVER, COLO. 
DALLAS, TEX. * *LOS ANGELES, CALIF, * *MIAMI, 
FLA. * NEW YORK, N.Y. © NEWTON CENTRE, 
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Small Air Cireuit Breaker Div. 

Jefferson Electric Company 

Jenkins Brothers 

Katolight Corporation 

Keystone Manufacturing Company 

Killark Electric Mig. Co. 

Knopp Ine. 

Linemaster Switch Corporation 

M & W Electric Mig. Company, 
Ine. 

Mareus Transformer Co., Ine. 

Midwest Electrical Mfg. Company 

Miller Company, The 

Minerallae Electric Company 

Moe Light Ine. 

Monarch Electric Corporation 

Multi Mfg. Ine. 

Murray Mfg. Corporation 

National Electrical Industries 
Show 

National Electric Products 

Okonite Company, The 

0. Z. Electrical Wig. Co., Ine. 

Paranite Wire & Cable Division, 
Essex Wire Corporation 

Pass & Seymour, Ine. 

Phelps Dodge Copper 
Corporation 

Pierce Renewable Fuses, Ine. 154 

Plymouth Rubber Company, Ine. 

Third Cover 


Products 


Porcelain Products, Ine. 

Powercraft Corporation 

Pyle-National Company, The 

Quadrangle Mfg. Company 

Quaker & Quaker Pioneer Divi- 
sions H. Porter Company, 
Ine. 

Rawlplug Company, Inc., The 

Remeon, A Division of Pyramid 
Instrument Corporation 

Republic Steel Corporation 

Revere Electric Mfg. Company 

Rhodes, Inc., M. H. 

Ridge Tool Company, The 

Rome Cable Corporation 16, 17, 

Royal Eleetrie Corporation 

Slater Electric & Mfg. Co., Ine. 

Sola Electric Company 33, ; 

Spang Chalfant (Division of the 
National Supply Company) 28, 

Sperti Faraday Ine. 

Square D Company 

Steel & Tubes Division 

Strong Electric Corporation, The 

Sylvania Electric Products Inc. 

Thermador Elee’l Mfg. Co. 
Division of Norris Thermador 
Corp.) 37 

Thiel Tool & Engineering Com- 
pany, Ine. 155 

Thomas & Betts Company, The 64 

Toledo Pipe Threading Machine 
Co., The 

Tomic Sales & Engineering Co. 140 

Trade-Wind Motorfans, Ine. 13 

Trine Manufacturing Corporation 144 

Universal Metal Hose Company 153 

Utilities Safety Supply Co., Ine. 

Virden Company, John C. 45 

Voltage Tester Division, Pyramid 
Instrument Corp. 7 

Walker Brothers 

Weaver Company, J. A. 51 

Western Insulated Wire Company 129 

Whitney Blake Company 27 

Youngstown Sheet & Tube Co. 60 
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It has to be best to be the most 


widely used friction tape in the world! 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, MASSACHUSETTS 
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Heretofore many small motors throughout 
all industry have been left unprotected. 

BUSS Fustats and FUSETRON Fuses, how- 
ever, have completely changed the picture. 

They offer a simple, low cost way to reduce to 
a minimum the danger of motor burnouts. 

A BUSS Fustat or Fusetron dual-element 
Fuse of proper size, mounted anywhere in 
the circuit to handle ONLY the motor current, 
will reduce danger of motor burnout to a 


minimum. Nothing else is needed. 


Turn an outlet or switch box into a MOTOR 
PROTECTIVE DEVICE with a FUSTAT 
MOUNTED ON A BOX COVER. 


Many combinations to choose from 
Covers to fit standard outlet or switch boxes are equip 
ped with a holder for a Fustat, and if desired a plug-in 
receptacle, switch, pilot light and the like 
lust install the desired cover on box, screw in proper 
size Fustat and Adapter 
Ulnit ire made with Edison base fuse holder so any unit 
vill rake whatever size Adaprer and Fustat is needed. Listed 
‘ pprove 1 by Underwriters’ Laboratories when Adapter 
has been inserted 
Use them to reduce danger of burnout of motors on Home, 
Farm, Office, Factory apy liane es and equipme nt from such 
things as lack of oil, worn bearings, tight belts, overloading, 
wrong or low voltage 
Units with switch for AC motors only — 4% hp. and smaller 
(nits without switch for any motor *4 hp. and smaller 


Anyone who can install a switch or receptacle 
can now give a motor sate dependable protection 
by installing a Fustat mounted on a box cover 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 
BY THE MAKERS 


BUSS FUSES 


600 volts — sell 
FUSETRON FUSES 


Fustats and Fusetron Fuses are listed as ap- 
proved by Underwriters’ Laboratories for both 
motor-running and short-circuit protection. 

Why let any motor burn out from such 
things as lack of oil, worn bearings, tight 
belts, overloading, wrong or low voltage 
when it takes only a BUSS Fustat or Fusetron 
Fuse to protect it. 

Look how simple it is to protect a motor 
rn Where circuit feeds only one motor. 


Install proper size Fustat or Fusetron 
dual-element fuse in panel or switch. 


Where circuit feeds two or more motor 


Install Fustat or I usetron dual-element fuse In Swit h 
or fuse block to protect eac h individual motor. 

On portable tools or devices In- N I> 
stall Fusetron fuse in attachment 
plug or connector or ina tuse 
block attached to 
the device. 

When each motor is individually 
protected a short in a cord or motor 
shuts down only one motor instead of 
all morors or devices on the circuit 

For more selling ideas .... 
Talk to the BUSS Fuseman in 
continually getting sales ups trom 
help you sell fuses. 


MANN Mfo 


After Small Motor Protection busimess 
é ‘ : S Ay : j 
For circuits of 125 volts ) For any circuit up to 
if il 
- 
FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
J 


